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WHO BUYS ADVERTISING? 


ERTAIN basic conditions give FORBES a 
real value in the promotion program of busi- 
ness services. 


Experience indicates in nearly every advertising 
space sale, four factors of decision must be covered: 
(1) the space buyer; (2) the account executive; 
(3) the advertising manager; (4) the advertising 
manager’s boss. 

It is in reaching the advertising manager’s boss 
that FORBES functions. The advertising man- 
ager’s boss may be, (1) the Vice President in 
charge of sales; (2) the President; (3) the Board 
of Directors; (4) the financial interests or Invest- 
ment Bankers that control the company; or all 
four of them. 


Investigation indicates that FORBES is closely 
read by the men who finance, manage and control 
“big business.” ‘The publication reaches these men 
with an intimacy that is unique. 

The number of good will corporations which 
are being purchased, financed and controlled by 
Wall Street and Big Business is increasing con- 
stantly. Change of ownership often creates a new 
attitude toward advertising and a new control of 
advertising budgets and authority. 


The “Advertising Manager’s Boss” is the reader 
of FORBES MAGAZINE. The indirect factor of the 


good ; will acceptance of the man higher up is essen- 
tial. Particalarly is this true in the larger cor- 
porations where final decisions ,are made by group 
action or rather by Board of Directors’ approval. 


Many space contracts, after the agency and the 
advertising department -have been sold, are lost 
behind closed doors Kecause of preconceived preju- 
dices. “*Space is being sold from the top down as 
well as ‘from the bogtom up. 


Advertising: in FORBES should be particularly 
helpful in a program o "of selling’ from the “top 
down,” for véery often’ advertising i in FORBES will 
function in reaching “key men” whose doors are 


closed:.to the personal call. 


The* Chicago! Tribune and the Chicago Daily. 
News have been advertising i in FORBES for nearly 
a year. In this issue appears the second insertion 
of the American Weekly Campaign, and now the 
Los Angeles Examiner starts a campaign calling 
specific attention to marketing opportunities in 
Southern California. 


We are experts in “executive approach” and 
“executive appeal” and will be glad to cooperate 
with publishers in the preparation of their 
campaigns. 

Let us hear from you. 
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Los Angeles County Becomes America’s 
Second Tire Industry Center 
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OLLOWING the pioneer lead of Samson Tire & Rubber Corporation, Good- 
H year, Goodrich and Firestone have each established great tire plants in the metro- 
politan Los Angeles area—and still other major developments are now in progress. 
As a result, Los Angeles County is today the second largest tire center in America, 


and bids fair to make striking progress. 


Why did these great plants locate here? 


Because exhaustive investigations disclosed these advantages: 


—low unit cost of production. 


—a high standard of labor; ideal work- 
ing conditions. 

—low plant maintenance expense and 
low plant depreciation. 


—freedom from labor troubles. 
—saving double haul of crude rubber 


across country and long haul of 
products to Western markets. 


—a tremendous tributary market quickly 
reached and more economically than 
from any other Western distributing 


point. 
—hbig, concentrated market with excep- 
tionally high per capita buying power. 


—small plant investment necessary. 


—excellent transportation facilities by 
rail and water. 


—abundant cheap power and water. 


These same advantages are bringing other great industries here. For specific information 
regarding manufacturing opportunities and distribution advantages in Los Angeles County, 





address Industrial Department, Los Angeles Chamber of Commerce. 
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Give your 

Business 
nnouncement 
the Dress tt 

Deserves 

















Fea it be announcing the promotion of some 
mem 


ber of your organization or the addition of a 
new member to the firm, if you feel it important enough 
to announce; it should carry a fitting sense of correctness 
and dignity. The distinction of a genuine engraved an- 
nouncement is something that is really essential. Confer 
with any merchant displaying the Mark of Genuine Engrav- 


ing shown beiow. 


‘HE Genuine Engraved Business 
= card opens closed doors. 
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Looking 
Ahead 


With the 
Forbes Editors 


WO economic developments 

stress the importance of the 
Construction articles that Forpgs js 
presenting. Frank E. Perley, a con. 
tributor, finds not only a pronounced 
recession in building operations: has 
set in but that the peak of construc. 
tion expansion has passed definitely, 
Merryle Stanley Rukeyser develops 
the thought that the credit stringency 
precludes further extensive building 
programs. Only a radical reduction 
in the cost of money can bring the 
needed stimulus. : 

Thomas S. Holden, who is laying 
the basis for a full discussion of the 
relationship of the construction indus- 
try to our economic prosperity points 
out in this issue the relationship of 
a great many industries to the pro 
cess. He will conclude his articles 
with a discussion of the relationship 
of the future of the building industry 
to finance. Large interests have been 
attracted to the material building field, 
important industries are lending their 
efficient aid in community planning 
and construction. The next decade 
is likely to see financial men in con- 
trol of a large part of the building 
industry. 

In his summation Mr. Holden will 
describe the construction industry a 
a means of absorbing surplus capital 
and savings and the necessity for the 
smooth functioning of this balance 
wheel of business. He will present 
his conclusions as to what is needed 
if this aggregate of industries is t0 
go on expanding, and thereby yield: 
ing an increased measure of prosper 
ity and national advancement. 





66 HE farmers feel that they 
: ge unjustly deflated after 
the war. Salaried people and the 
smallest wage-earners suffered more 
than others from the high cost of liv- 
ing. Small business men and mantt 
facturers say that the big fellows and 
the bankers are getting the cream 0 
our present alleged prosperity. 
This is from an article by Dr. 
Harry F. Ward Forses will offe 
soon for the purpose of shaking 4 
the minds of business readers. It 
presents the new religion for bust: 
ness men, one that will not be 
upon the old ideas of fear, but upot 
forward looking thoughts of service 
It will bring out some weaknesses * ) 


our modern ways and will be helpf 
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DO YOU HOLD 


: THESE STOCKS? 
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RBES | ° . ° 
Bes HE outlook for the stocks listed below is fully covered in our 
1ounced current Stock Market Bulletins, copies of which will be sent 
—? to you free of charge. 
“finitely, ‘ : ; AM 
Jevelops If you hold or are interested in any of the following securities, our 
ane current Bulletins should prove of exceptional value because they 
1 i . : . 
ad will tell you exactly what to do—whether to buy, hold, sell, or shift. 
ring the 
: These Bulletins Discuss: 
s laying 
n of the The outlook for the motor stocks. Is it now time to accept profits in such 
n indus- recently active issues as CHRYSLER, HUPP, NASH, GENERAL MOTORS, 
Y points and others, or should they be held regardless of their substantial advances? 
‘n of 
ry The future prospects for the steels. Are BETHLEHEM, U. S. STEEL 
ges CENTRAL ALLOY, OTIS, and REPUBLIC just beginning to come into 
ationship their own? May considerably higher prices be anticipated for them? Or 
industry do much better opportunities exist in other groups? 
ave been The profit possibilities in the rubber stocks. Have U. S. RUBBER, GOOD- 
ing con RICH, GOODYEAR, and KELLY SPRINGFIELD barely begun to discount 
a their future prospects? Are they outstanding bargains second to none? 
t decade The outlook for the copper stocks. Despite large advances, should CERRO 
1 in con DE PASCO, CHILE, MAGMA, and ANACONDA be held? What is the 
building situation with regard to GRANBY, HOWE SOUND, and KENNECOTT? 
iden will Is PATHE likely to be another WARNER BROTHERS or another FOX 
dustry as FILM? 
‘“ Faas The steps which should at once be taken with regard to: U. S. SMELTING, 
forsee FREEPORT TEXAS, HUDSON, KRESGE, UNIVERSAL PIPE & 
1 present RADIATOR, PAN AMERICAN PETROLEUM, RADIO CORPORATION, 
, aa MACK TRUCKS, KEITH-ALBEE, and FLEISCHMANN. 
ies is t0 ' pe 
by yield- If you are interested in any of the above securities, or would like to know 
prosper what the Stock Market is likely to do next, write today for copies of our 
ent. current Bulletins. They will be mailed to you free upon request, together 
‘nt with a copy of our booklet, “MAKING MONEY IN STOCKS.” In addition, 
ry after we shall be glad to send you a Special Analysis of an undervalued stock 
and the which should advance substantially within a reasonable time. 
red mort 
or yo SIMPLY MAIL THE COUPON BELOW 
llows and 
cream . INVESTMENT RESEARCH BUREAU, DIV. 517, AUBURN, N. Y. 
ity. 
> I. : . 
/ L = Kindly send me_ specimen N 
yakin - copies of your current Stock |. ire a Dre armen era ed Wee aed) Le ar ere ar Dea kre ie me a 
r ie Market Bulletins. Also a copy 
r a re of “MAKING MONEY IN PUIOGIEE Fics 60 5 veo nnd 6 SiR ce tibedr oC ho ees 
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Suggesting manufacturing 
and sales advantages 


— by using this better cold 
moulded material — Thermoplax 


Unbreakable from reasonable use 
—400° to 700° F. heat proof—a beauti- 
ful, lustrous black or brown in color 
—cold moulded to most intricate 
shapes at high speed on one set of 
single cavity dies—inserts, trade- 
marks, Cavities, etc. incorporated dur- 
ing the single moulding operation— 
these are a few outstanding character- 








The more intricate the piece 
the greater the savings 





Duplex electric wall outlet—moulded in 
one ation from C-H Thermoplax 
Cold Moulded: Parts can be produced 
at 200 to 600 per hour from Thermo- 
plax—with one set of single cavity dies. 

































Percolator han- istics of C-H Thermoplax. 
ree: Be No wonder so many leading plants have 
names, trade- remedied defects in their products, reduced 
marks andattrac- costs, and increased sales correspondingly 
sve arn ger by redesigning for Thermeplax. 
cnneldian when Representative experiences are described 
Thermoplax is in the new C-H Booklet “Come Adventuring” 
yr oe cpa —experiences which will suggest like 
better construc- savings to you wherever an insulating or 
tion helps sell the heat-resisting material is needed. 
fin product. Mail the coupon for your copy and thus secure 
the co-operation of C-H engineers. 
a 
‘me \ 
{eA alc OULDED 
= es —iCOLD M 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1296 St. Paul Ave. MILWAUKEE, WIS. 


Gentlemen: Please send your booklet "Come Adventuring” 


Name NR FO 
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in establishing a new basis of © 
thought. This will be an arresting 
article. 


V. Young, vice-president of 
VW e the American Appraisal Com. 
pany, has prepared an article op 
“Just What Is Depreciation,” that js 
soon to appear. He contrasts a yisit 
to a factory recently with a visit ten 
years ago. In 1918 the aisles were 
filled with men, busy at machines, 
or lugging and hauling materials, To- 
day these aisles are silent, automatic 
operations having replaced the work- 
ers. 

“Do you figure the costs and de- 
preciation on this machinery?” he 
asked. The answer has to do with 
the article which will be of special 
value to executives who have to con- 
sider the cost of replacement of ma- 
chines as well as of men. 





OW can one store manager sell 

$87,000,000 worth of goods at 
retail in a single year? There is no 
one answer, surely, to that question, 
for such an organization must achieve 
excellence at every front. But for 
one reason—just one—why Macy’s 
is able to do it is that Macy’s, for 
three years, has had an eminent 
psychiatrist guiding the organization 
on a number of matters which have 
heretofore been decided by many 
business executives according to their 
individual and utterly unscientific 
“hunches.” Read Charles W. Wood's 
article in a coming issue. 


WO current editorial ideas will 

receive impetus as the result 
of the outcome of the election in 
New York State. Albert Ottinger, 
Republican, made his campaign large- 
ly on the basis of his record in elimin- 
ating the loan shark. ‘The social 
urgency for lending money at low 
interest to wage earners was devel- 
oped by Leon Henderson in the June 
15 issue. Franklin D. Roosevelt, 
Democrat, is one of the best in- 
formed men in the building industry. 
He is deeply interested that this tow- 
ering aggregate of activities become 
permanently stabilized to even em- 
ployment and to continue prosperity. 
Both men are keenly aware this 1s @ 
business age. 


UT in Oregon there has just 
O been held the annual Pacific 
International Livestock Exposition. 
Its gates swing only for the pure- 
bred, the aristocrat of the _animal 
kingdom. Special trains which tan 
on passenger schedule took the prize 
horses, cows, sheep from stock farms 
in the East, the Southwest, from 
California ranches. Wealthy business 
men, who have become interested in 
improving the quality of stock, at 
tended and although they might shy 
at having their photographs taken for 
any other purpose were boyisily 
eager to be shown exhibiting their 
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AMERICA NEEDS MORE GARAGES IN HER CITIES 








There’s a Difference 


in GARAGES 


Mid-city garages are a civic necessity; they 
present the only immediate relief for park- 
ing congestion. They are being built in 
increasing numbers, and not alone in the | 
million-population cities, The difference — 
between those that are “right” and those 

that are only nearly so shows on the 

: balance sheets. 








A Check List for the Man point of being an exact science. This 
Who is Interested company has been intimately associated 
Every man who is concerned with the de- with the design and building of upwards 
velopment of.a new garage project is con- | oftwo hundred modern multi-floor garages. 
cerned in checking: It functions to make the planning of all 
Location—That the garage may be sure of avail- new gatages increasingly efficient. 

able capacity patronage of the several desired 

classes. The Starting Point 


Size—That the building be not over large or A new project generally starts with the 
overly. seal, and seek, pose Rinate CRpRGe |, i eieltesaantiay storage floor-layout for 
sion be considered. derati 

Financing—That the project be given no handi- ~ P lot under ng — On € service of 
caps to a tealization of the possible profits. this Company is to prepare miniature sketch- 
Design—That the building be of an efficient lay- plans for this purpose. This is a cost- 
out, and planned for maximum operating _ fee service which involves no obligation. 


ffectiveness. , 
popups : ™ Let us demonstrate how helpful this 
Management—That its capability may enable 


the enterprize to realize on its opportunities. SCEVICE 5. 

This is a New Industry For those whose interest is more general 
A few years ago there were no definite we have an informative booklet, ‘Building 
standards. Today it has progressed to a Garages for Profitable Operation.” 


RAMP BUILDINGS 
CORPORATION 


21 East 40th Street New York, N. Y. 
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ENGINEER S 
AND GARAGE MANAGEMENT 
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ROM the mighty fans which form the lungs of the 
famous Holland Vehicular Tunnels to the dimin- 
utive ventilating set which exhausts impure air 

from a toilet or telephone booth—no matter what the 
need may be—no matter how complicated or how 
simple the ventilating project—the world of air en- 
gineering looks to Sturtevant for equipment with which 
to move air most efficiently. 


To supply fresh air for 40,000 people in the world’s 
most spacious auditorium. . . for draft purposes in the 
largest power plant in the world...to handle hundreds 
of tons of air per minute in two great underwater tun- 
nels... for heating, ventilating and forced draft on 
our mammoth new airplane carriers...and for smaller 
ventilating jobs without number—architects and en- 
gineers have specified standard Sturtevant equipment 
or depended on the Sturtevant Research Laboratories to 
develop special apparatus to meet unusual requirements. 


A staff of engineers, competent to advise on any air 
engineering problem, is maintained at each of the thirty- 
two Sturtevant offices conveniently located throughout 
this country and in Canada. Call on the nearest office 
for any cooperation you desire. 


B. F. STURTEVANT CO., Hyde Park, BOSTON, MASS. 
Plants at: Berkeley, Cal. «+: Camden, N. J. «+ Framingham, Mass. 
Galt, Ontario c+» Hyde Park, Mass. «~ Sturtevant, Wis. 
Offices in Principal Cities 





















HEATING-VENTILATING AND 
POWER PLANT EQUIPMENT 
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prize Guernseys, Holsteins, Perch. 
erons, Merinos and Jerseys. 

This exposition was a tremendoys- 
ly enlarged apograph of shows that 
for two hundred years have been held 
in European countries. Without 
European methods of _ subsidies 
American breeders have improved on 
their types. The work has centered 
to a large extent in the Pacific show. 
Its evolution, year by year, has been 
the result of the work of a few men, 
acting under the inspiration of 
Oakes Plummer, of Oregon. What 
he has done will be told in a future 
issue. 


HE major branches of agricul- 
T ture are anxious to apply effi- 
ciency methods and they are learning 
how. They are demonstrating an 
eager desire to understand the rela- 
tion between their production and 
the industry that must consume it. 
Their chief intermediary is the 
United States Department of Agri- 
culture. Just now there is in prog- 
ress throughout the South the taking 
of a giant inventory. 

Step by step there is being worked 
out the relationship between the cot- 
ton planter and the textile mill. A 
huge mass of data has been assem- 
bled and a research program has pro- 
ceeded far enough to warrant pre- 
dictions as to the South’s great cash 
crop. The article will appear in a 
succeeding issue. 


XAMPLE has developed that 
an efficient independent mer- 
chant can master the impersonal op- 
position of a chain store organization. 
Extensive development of the new 
competition has wrought serious 
havoc on the unfit merchant, the man 
who is ill-equipped and who refuses 
to adjust himself to the new idea. 
Edward M. West, a member of 
committee for collecting the facts for 
the recent Distribution Census, which 
is a sample of what the fuller national 
census will reveal, has gone deeply 
into the statistics to show in what 
lines the chains have made the great- 
est progress. The figures are a cross 
section of the United States, large 
cities as well as small, agricultural 
as well as industrial, Southern as 
well as Eastern communities. __ 
They are revealing and astonishing. 


ARGE communities advertise 

and find it profitable. There 
are small cities and towns that are 
quite as energetic. Once there was 
a substantial little city with grain ele- 
vators, flour mills, warehouses, banks, 
churches, stores and well built and 
well kept homes. To-day this thriv- 
ing city is no more. But this 1s z 
a story of disaster, but a tale of self- 
help that other communities can 
profit by. It has to do with commul 
ity intelligence and finance. 
article will soon appear. 
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‘Well Jim. how are sales?” 





% 


66 OT so good—we’ve got to get some new machines. 

We lost another big order because our prices were 
too high. We have as good salesmen as anybody in the field, 
and we have good mechanics, too. But we haven’t been able 
to cut costs. There’s one thing we lack, and that is machine 
equipment that will give us speedy production. 


“The old machines have served their purpose. We've got to a ee re Se il 
modernize if we’re going to hold our trade. I’ve figured it helping your sales. May we mail you 


a copy? 


out that the profits on the business we’ve lost during the past 
few months would have bought us all the new machines we 
need to get back into the procession.” 


The Hendey Machine Company is in the business of making 
machining operations profitable by supplying industry with 
accurate, widely adaptable and dependable lathes, shapers and 
milling machines. 


In many factories Hendey machine tools are used in the 
manufacture of finished products. In many others they are 
used to service and maintain highly specialized equipment. 
In either case they contribute to profitable sales by 
setting a high standard of quality, or by keeping p>O"====== 
down production costs—or both. 













The Hendey Machine Co. 
Torrington, Conn. 





Please send me the complete Hendey catalog. 
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Bush Distribution Service 
Pays for Itself... 
and Pays a Profit 


















Bush Distribution Service renders more than’a delivery service... 
' a delivery service merely moves merchandise from door to door. - 


Bush Distribution Service renders more than a warehousing service 
. a warehousing service merely supplies a roof to protect your 


merchandise. 
Bush Distribution Service is more than a traffic department... 
a traffic department merely controls the arrival and departure of mer- 
chandise, and measures the remainder. sto 
: ; 
tint 
ma 
Bush Combines These Three Functions 





cul 

| 

Bush Distribution Service moves merchandise of any kind from any . 
New York railroad or steamship terminal to its storage depots where ext 
its traffic department supervises temporary storage and maintains Y 
complete warehousing records. 
: on 

Bush Distribution Service moves merchandise from its storage wi 
depots to any point in Greater New York with minimum delay and the C 
least possible waste motion, through its unique delivery truck service. to 
pre 

Bush Distribution Service moves merchandise in and around Ju 
New York with maximum efficiency, maintains merchandise reserves me 
in its storage depots, and supervises all details entailed in that com- a 
plicated service. kn 
Bush Terminal Distribution Service thus operates as your New York pe 
branch warehouse with an efficiency and at a cost that you could not a 
possibly hope to equal. You pay only for the space and service you of 
require . . . and that service pays for itself and pays a profit as we have a 
demonstrated in one instance after another. lar 
th 

To learn how this service can be applied to your business, write or le 
call in person at the Bush Terminal Executive Offices, 104 Broad St., se 
New York. dr 


BUSH TERMINA L CO. 


DISTRIBUTION SERVICE,NEW YORK 


Mention of “Forbes” insures. good service 
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CTOBER has brought sub- 
() stantial betterment in general 
business and a new peak for 

stock prices. 

The betterment promises to con- 
tinue, but fresh new peaks for stocks 
may not, seeing that industrial shares 
are selling at seventeen times earn- 
ings and that the field is far below 
current interest rates. 

In my opinion, the stock market 
will experience excitement before the 
year ends. First, there may be an 
extremely spectacular demonstration 
by the bulls. Then, a sudden and 
sharp relapse would be logical. 

Wall Street operators have acted 
on the assumption that Mr. Hoover 
will be elected. Pools which have 
not yet succeeded in distributing their 
accumulations doubtless will attempt 
to capitalize the November 6 returns, 
provided the result is as expected 
Judging by past performances, they 
May exercise power enough to set the 
market boiling furiously. It would 
not be astonishing were the volume of 
activity to eclipse anything heretofore 

own. 

But and if that occurs, the arch- 
manipulators, you can depend upon it, 
will not have as their objective the 
acquiring of huge additional amounts 
of stock. Their aim 






Looks for 


Excitement 
in Stock Market 
Before Year Ends. 


Business Better 


reasons that stock quotations have 
been advancing more rapidly than 
actual savings and that credit has had 
to be supplied in increasing quantity. 
Banks cannot possibly furnish more 
and more credit for speculative pur- 
poses, and by and by outside lenders 
are sure to begin withdrawing their 
funds. Mr. Mitchell reaches the nat- 
ural conclusion that the inflationary 
process must and will terminate. The 
only question is as to when the turn 
will come. 

I happen to know that already a 
number of important corporations 
have begun pulling in money they 
had on call in New York. This 
course is in harmony with the atti- 
tude of the most influential bankers 
in this country. At least some of 
the latter have refused to handle any 
of this outside non-bank money as 
they regard the practice as fraught 
with grave potential danger. 

The current situation is entirely 
new in America’s banking history. 
Always in the past call loans were 
supplied by bankers. The published 
figures show that $2,000,000,000 has 
been pumped into Wall Street, by cor- 
porate and other non-bank lenders, 
and it is figured by bankers that more 
than another half-billion is actually 


being supplied from outside sources. 
All this huge sum is callable without 
any notice. Should anything occur 
to incite uneasiness among these un- 
regulated, irresponsible lenders, what 
would happen when they withdrew 
their funds? 

Meanwhile, general business is ex- 
periencing improvement. 

The basic stee! industry will break 
all records before 1928 ends. The 
motor industry is running far ahead 
of last year and promises to equal 
or pass the high point touched in 
1926. Construction totals also make 
favorable comparisons. Railways 
are carrying not only more freight 
than a year ago, but more than at this 
season in 1926, a very encouraging 
sign. The year’s agricultural yield 
will be very generous, and this makes 
for activity even though prices for 
many commodities are undesirably 
low. More cheerful reports come 
from the copper and other non- 
ferrous metal industries, from the 
rubber industry, from the shoe in- 
dustry, from the mail-order houses, 
from chain stores, from light and 
power companies, and even from the 
laggard oil and coal and textile in- 
dustries. 

Complaints regarding unemployment 
have all disappeared. 








unquestionably will be 
to turn into cash the 
largest possible part of | 5.5 


[6-0 — BROKERS’ LOANS SET NEW HIGH RECORD 
(NYSE Figures in Billions of Dollars ) 





} Wages are strongly 
maintained. The com- 
modity price level has 





their paper profits. 


held up during Octo- 





Were this market 5-0 
left to take care of it- 
self, it could decline 4.5 
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ber, but indications of 
inflation are still not- 
able by their absence. 





drastically. That it 
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Our foreign trade is 
very healthy. And the 
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Do you know about 


TANTALUM? 
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A noble metal far more resistant to corrosion 


than gold or platinum, rarer, yet less costly, 


offering vast possibilities too as an art metal 


—Tantalum may be just what you need. 


The manufacturers of Rayon 
were using platinum for spinerets. 
These spinerets had to be as re- 
sistant as possible to corrosion; 
hence platinum. It was costly, 
very costly.. This concern learned 
about Tantalum, and in coopera- 
tion with our laboratories worked 
out a more durable spineret at a 
fraction of the previous cost. 


Gy 


This is one instance. Tantalum has 
likewise proved its worth for Pre- 
cision Instruments, Radio Receiv- 
ing and Rectifying Tubes, Aero- 
plane Parts, Spectacle Frames, 
Chemical Laboratory Dishes, and 


so on. 


Just now we have finished work- 
ing out a process of end-to-end 
welding of Tantalum wire, in the 
atmosphere and without visual 
trace or hardening of the metal. 





A manufacturer required this be- 
fore he could go ahead with Tan- 
talum. A problem or product that 
might involve Tantalum is very 
welcome in our laboratories. We get 
right to work on it. There are, no 
doubt, hundreds of uses for Tanta- 
lum, unexp loited at present, where 
Tantalum would save large sums 
in industrial and art metal uses. 


pe 


As to the latter, Tantalum has a 
beauty all its own. Polished Tan- 
talum resembles platinum. But 
unlike any other metal, Tantalum 
takes on a beautiful iridescent 
oxide, controllable as to hue, and 
including all the colors of the 


spectrum. 


Too, Tantalum is ductile, like 
platinum; yet can be rendered 
harder than glass by heating and 


other treatment. An amazing 









FANSTEEL PRODUCTS COMPANY, Inc 


Mention of “Forbes” insures good service 


metal, with an extraordinary range 
of characteristics! 


4 y 


Is there a place in your business § ' 
where Tantalum could save you 
money or do the work better? To § the 
help you answer that question, S 
we invite correspondence. We real- § quer 
ize that the surface of Tantalum § "ss 
possibilities has scarcely been 
scratched. Our laboratories will § 10( 
go to great lengths to work out 
your problem for and with you. § Feg 


Tantalum can be had in any diam- § ray 
eter tubing, from the smallest dist 





















bore of the hypodermic needle to aa 
any size that you require in lap § tior 
welded or seamless. tubing. Tat- . 
talum also comes in sheets of any a 
required size and thickness... ff this 
Tantalum can be worked cold a 
with comparative ease and i & cre 
sponds to hardening, punching, Z 
machining, polishing, drawing: Bie, 
spinning, etc. é 
mat 

-» North Chicago, [/linois 7 
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Dr. Julius Klein 


The 


S America’s Busi- 
ness Manager He 
Increased Sales and 
Purchases Over 200 
per Cent. Each Year 


MAN Behind HOOVER 


W cine Herbert Hoover be- 
came Secretary of the U.S. 
Department of Commerce 
back in 1921, approximately 700 
American business men sought in- 
formation every working day from 
the Bureau of Foreign and Domestic 
Commerce. 

Since that time the number of 
queries concerning the facts of busi- 
ness at home and abroad has been 
increasing steadily until it has now 
reached an average of more than 
10,000 a day. 

If you were required to compare 
Secretary Hoover’s branch of the 
Federal government to a great busi- 
ness organization, the Bureau of 
Foreign and Domestic Commerce 
would include, in all probability, two 
sub-divisions—purchases and _ sales. 
It collects the facts which are the 
faw material of its information, and 
distributes this product nationally. 

Inquiries from business men, 
therefore, furnish a fair cross-sec- 
ton of voluntary consumer demand, 
although they do not by any means 
tepresent a complete picture of the 
work done by the Bureau. Under 
this acid test, however — the most 
‘xacting known to the science of 
merchandising—the Bureau has in- 
teased its production by 
more than 1,300 per cent. in 
sven years, or an average of 
nearly 200 per cent. a year. 
Put those figures in terms 
o sales before any business 
man and his first question would be 
Who is the sales manager ?” 

A few weeks ago Forses asked 
me to run down to Washington to 
ind the answer to that question, 


By William A. McGarry 


although it was put 
form: 

“Get the story of the Man Be- 
hind Hoover.” 

Nearly every business man in the 
United States, all the college stu- 
dents and even the high school pupils 
know that no one but Dr. Julius 


in another 


‘ Klein, Director of the Bureau of 


Foreign and Domestic Commerce, 
fits that description insofar as direct 
contact with business is concerned. 
But while there is a wealth of in- 
formation extant about Dr. Kleiri’s 
work, there is singularly little avail- 
able about the man himself. Singu- 
lar, that is, until one talks with him 
on that particular subject. 

Dr. Klein’s idea of his own story 
is his job. While he had nothing 
whatever to do with setting up the 
original organization of the Bureau 
which is responsible for his title, he 
laid the foundations for the work he 
is now doing long before either he 
or Mr. Hoover had become public 
figures 









In private business virtually every 
story of personal achievement boils 
down to the romance of a man mak- 
ing his own opportunities, and al- 
though this is no longer unusual it is 
always interesting and often rich in 
suggestion. Against the background 
of governmental red tape this sort of 
achievement requires even longer 
vision and greater patience. Dr. 
Klein created his own job by seeing 
the need for it and equipping him- 
self to do the work before anybody 
else—with the possible exception of 
his Chief. 

It is, therefore, not to be wondered 
at that he should take for granted 
certain aspects of his work which 
are somewhat out of the ordinary— 
as, for example, the amount of en- 
ergy he puts into it. Washington is 
known as an unhurried city, and 
Governmental executives are not 
noted for speed comparable to that 
of the average private business. But 
in Dr. Klein’s case he happens to be 
working on a job of his own creation, 
and his attitude toward it is very 
much that of the founder of a busi- 
ness. . 

This was well illustrated by his 
first statement when I dropped into 
his office. He had been laid up at 
home for three days under 
the care of a physician, and 
naturally I inquired about 
his health. 

“Oh, I’m all mght,” he 
chuckled. “The doctors say 
I am over-worked, but that’s a joke. 
A man is not working too hard when 
he enjoys what he is doing, and to 
me this is fun. It is a great game, 
affecting to some extent the lives of 
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all our people and reaching into 
every trading post in the farthest 
countries of the world.” 

If you stick to the biographical 
records, Dr. Klein’s work is the last 
occupation in the world you would 
think of comparing to a game. In 
many newspaper offices, for example, 
he is regarded as a statistical wizard 
—and some of them do not even 
know that he is a great reporter. 
The records show that he has been 
a Harvard professor, and since in 
the nature of things he must deal in 
figures, a great many citizens prob- 
ably think of him in terms of the 
traditional mathematician. 

The truth is that in action he re- 
minds one more of a veteran quarter- 
back—physically and in his mental 
processes. He has the build—com- 
pact, but not too muscular, and ap- 
parently always in balance for mo- 
tion in any direction. It goes with- 
out saying that any man who can 
direct the answering of 10,000 ques- 
tions a day must have an unusual 
memory, and this is evidenced in the 
answers to questions put to him di- 
rectly. His response is instantaneous 
and complete—but measured. And 
it is more likely to be marked by 
figures of speech than by numerals. 


O carry the comparison a step 

farther, Dr. Klein runs his Bu- 
reau very much as a_ successful 
quarterback operates a football team. 
His specialty is in anticipating 
where the openings are going to be 
and having a man on the spot to go 
through with the least possible 
amount of resistance. That’s how 
he gets the questions answered. If 
he waited to dig up the informa- 
tion until the questions were asked 
he would be swamped. 

Dr. Klein was born in San Jose, 
California, on June 27, 1886. He 
was graduated from the University 
of California in 1907, taking there 
his bachelor’s and master’s degrees. 
It was during his college days that 
he first became interested in foreign 
trade, particularly with Latin 
America. 

His. grasp of the subject was 
shown when he won his Ph. D. at 
Harvard with a thesis on Spanish 
economic history. 

That, in reality, is where the pres- 
ent job started. 

Dr. Klein visualized the time when 
a vast trade would develop between 
the United States and the countries 
of South America. He made up his 
mind that the task of helping this 
movement along was certain to hold 
out personal opportunities—and it 
was just to his liking. But instead 
of plunging into the South American 
field he went first to Europe, study- 
ing at the University of Berlin and 
at the Sorbonne in Paris to learn all 
he could about foreign trade from 
nations that had been at it a long 
time. Thereafter he traveled ex- 





tensively in Europe and _ Latin 
America making special investiga- 
tions on historical and economic sub- 
jects. 

In 1915 he became an instructor 
at Harvard in Latin American 
History and Economics, and here he 
took another step nearer his ultimate 
life work. His course included lec- 
tures on the materials of Latin 
American trade. It attracted the at- 


tention of business men and econ- 
omists throughout the country, so 








[D® JULIUS KLEIN is the 
best informed man in the 
Government service on the 
Government’s relations to the 
economic situation, according 
to the view of President 
Coolidge. This estimate of 
the President made public at 
a press conference last year 
has been strengthened by re- 
cent events. 





that in 1917 Secretary of 
Commerce Redfield 
selected him as the logical man. 
to perform what has turned out to 
be one of the most important for- 
eign trade jobs in history. 

By that year, it will be recalled. 
the blockade had progressed to the 
point where German trade with 
South America had vanished. For 
three years there had been an in- 
creasing demand for goods from the 
United States, and a brisk export 
business had been built up. Many 
experts, however, took the stand that 
it was not worth while for American 
business houses to invest heavily in 
this market, on the reasoning that 
the Germans would take all the trade 
away from us at the end of the war. 

Dr. Klein didn’t agree with this 
argument and nobody in the United 
States liked it. So he went to South 
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America to find means of consolidat. 
ing the gains made by American ex. 
porters, and while there was appoim. 
ed chief of the American section of 
the Bureau to continue this work 
under Federal auspices. This jp. 
cluded a study of what hadn’t beep 
done as well as what had been done. 
It led, two years later—in April 
1919, to naming Dr. Klein as Com. 
mercial Attache at Buenos Aires, 








-* Up to this time Klein had been te. 


porting directly to various executives 
at home, and they had taken charge 
of the distribution of the informa. 
tion he obtained, and the actions 
based thereon. In the new post he 
became less of a special agent and 
more of a unit in a fixed organiza. 
tion. He might very easily have be- 
come a cog. The duties of the job 
were prescribed, and since commerce 
statistics had been collected to some 
extent since 1790, there was a cen- 
tury-and-a-quarter of precedent to 
fall back upon. 


HE new attache evidently found 

this rather hampering. So he 
wrote a letter asking whether it 
would not be a good idea for him to 
send a monthly cable containing an 
analysis of Argentine trade cond- 
tions. There was no answer—the let- 
ter got lost in the red tape. Klein 
wrote another letter—with the same 
result. Then he began to file the 
cables. 

That was the beginning of a serv- 
ice which is now worldwide—and 
taken for granted. The cables got 
into the news—probably _ because 
some reporter for a trade paper dis- 
covered them. Attaches in other for- 
eign posts noted them and also be 
gan to file reports by the same meth- 
od. Nobody ever issued an order— 
or at least not until some years later 
when Dr. Klein systematized the pro- 
cedure; but within a short time re 
ports were flowing into the Bureau 
once a month or thereabouts from 
various parts of the world. 

In the Summer of 1920, Dr, Klemn 
resigned, and at the opening of the 
college year went back to Harvard, 
this time as assistant professor in 
Latin American History and Eo 
nomics. Then, in March of the fol 
lowing year, Herbert Hoover was 
named Secretary of Commerce, afd 
he proceeded to live up to his rept 
tation for knowing where to find the 
right man for the right job by sen¢ 
ing for Klein and making him Direct 
tor of the Bureau of Foreign and Do 
mestic Commerce. It is no sectél 
that their teamwork since then ha 
been perfect. 

This is not a story about the De 
partment, but a few examples fro 
its records throw an interesting 
on the methods of the Director. 
the process of systematizing the 
reports on business he and M 
Hoover’ had agreed that food ® 

(Continued on page 46) 
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Will Prosperity End 
with Coolidge? 


interest rates in seven years 

raises the question whether the 
present long-term era of prosperity 
will end when Calvin Coolidge turns 
over the keys to the White House 
to his successor. 

The present period of dear money 
is the natural sequel to the earlier 
years of abnormally low . rental 
charges for the use of borrowed 
money and credit. Cheap money 
caused a speculative debauch and in- 
duced excesses in some lines of busi- 
ness. The persistence of abnormally 
high interest rates in recent months 
suggests the headache that follows 
nights of dissipation. 

Economic processes are  condi- 
tioned by the time element, and the 
untrained observer is likely to mis- 
take a lag between cause and effect 
for an indication that the conse- 
quences of bitter medicine will never 
ocur. The soaring of industrial 
stock prices to unprecedented heights 
and the seasonal Autumnal upswing 
in general business has created an 
atmosphere of optimism, which be- 
clouds the essential changes in the 
foundation of national prosperity. 

Unquestionably, a healthy read- 
justment is already under way. It is 
reflected in the recent falling off of 
the volume of mew construction, 
which has been the essential backlog 
of post-war prosperity. Whether the 
readjustment will be mild and mod- 
erate, or whether it will turn into a 
plainly visible depression and indus- 
trial crisis depends mainly on time 
factors. If the special influences 
which have resulted in abnormally 
dear money continue for a long pe- 
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New Construction and 

Business Expansion Taper- 

ing Off — Credit Strin- 

gency a Vital Factor — 

Unprecedented Speculation 
a Definite Cause 


By 
Merryle Stanley 
Rukeyser 


riod—for at least a year or two—a 
substantial letdown in the physical 
volume of trade and in the aggregate 
of business profits would seem wholly 
likely. On the other hand, if correc- 
tive influences can take time by the 
forelocks and fundamentally ease up 
interest rates shortly after seasonal 
needs of borrowers recede after the 
Christmas holidays, business can and 
should go forward on a healthier 
basis, without temporary interludes 
of bread lines and soup kitchens. 
Strangely enough, the public have 
in their own grasp the means of play- 
ing a determining role. The indi- 
vidual, on the other hand, is likely to 
think that some external mechanism 
—some deus ex machina, like the 
Federal Reserve System—possesses 
arbitrary and final power to turn the 
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Reserve Bank Credit; Monthly A es of 
Daily Figures for 12 Federal Reserve anks 


faucets of prosperity on or off at 
will. And yet the responsible offi- 
cials of the Federal Reserve System, 
with whom I have exhaustively dis- 
cussed these baffling turns in the 
money market, disclaim any dicta- 
torial power. In his recent address 
before the Indiana Bankers’ Associa- 
tion, Roy A. Young, Governor of the 
Federal Reserve Board, remarked, 


years. 


“Conditions, to a large extent, bring 
about Federal Reserve policies, rather 
than that Federal Reserve policies 
bring about conditions.” 

One high official of the System, in 
private conversation, remarked that 
the call loan rate in New York will 
remain high until the public changes 
its mind about the attractive quality 
of stocks at rising price levels. An- 
other key executive pointed out that 
at best the Federal Reserve System 
can only act as a shock absorber as 
the money market rides over the 
bumps of a transitional period. 

That long term and short term in- 
terest rates are abnormally high is 
readily demonstrable. Secretary An- 
drew W. Mellon, a master judge of 
the money market, recently paid the 
highest interest rate on short term 
United States Government paper in 
four and a half years. In putting out 
nine months’ obligations. instead. of 



















































































23 
" anak a 
» | wo 7 
S 
Sib | Am 
Ni 1927) NIM | | 
s va os 
° t 
20% t ' 
SLT | B26 A a 
q aed NY 
. BRIE 
Ie 
J Sebel lid Le? 
Growth of T nvestments. of 


All acne ts Member Bonke” 1925 to 1928 


longer term bonds or notes, Mr. Mel- 
lon implied a belief that the current 
high rates do not mark’a new perma- 
nent basis. He tacitly expressed a 
belief that the Treasury, like other 
borrowers, will get an opportunity in 
1929 to refinance on more’ favorable 
terms. 

Bond yields automatically’ rise ‘With 
long term interest rates. Bond yields 
are the highest in more than two 
Conditions are more ‘propi- 
tious for the lender and less desirable 
for the borrower than they have been 
in several years. All the familiar 
bonds. indices confirm this unmistak- 
able trend. The Standard Statistics 
index of average yields for sixty high 
grade bonds in August stood at 4.59 


“per ceht., compared with 4.48 a year 







































seen Ss. 


Soe 


ee ene 


- age eA ARB shone et hap hod le s 5  cinTee 


a+ mpm lager 2 











16 


ago, 4.59 two years ago, and 4.37 in 
March, 1928. 

The rent on short-term credit—the 
type granted by ordinary commercial 
banks to their customers—is abnor- 
mally high. Call money rates to 
brokers, who secure their borrowings 
with ample excellent stocks and bonds 
as collateral, has in recent months va- 
ried between 5% and 10 per cent., 
compared with a range of 3.50 to 5.38 
in 1927, a range between 3.60 and 
6.00 in 1926, a range between 3.05 

‘and 5.88 in 1925, and a range of 2 
and 5.44 in 1924. (These figures for 
former years are based on weekly 
averages of the renewal rates). Time 
loan rates have climbed to the high- 
est peaks in seven years, and have 
recently varied between 6 and 7%. 

The higher tolls have not been 
levied exclusively on Wall Street 
operators. Business men and farmers 
too have been affected by the rising 
cost of credit. 

The reality of the mounting cost of 
credit to the borrower is unques- 
tioned. However, there has been a 
variety of conflicting explanations of 
the changing phenomena of the 
money market. The stringency rates 
do not primarily reflect changes in 
the supply of credit. In spite of the 
net loss of more than $500,000,000 
from the gold reserves of the United 
States banks (about 11 per cent. of 
total monetary gold holdings) through 
exports of the precious metal during 
the last year, the loans and invest- 
ments of all member banks showed an 
increase of 2.5 billions of dollars 
from June 30, 1927, to June 30, 1928, 
compared with an expansion of 3.9 
billions in the 1919 inflation and a 
gain of 3.3 billions in 1920. Mem- 
ber banks replaced the lending po- 
tentialities of the relinquished gold by 
increasing their rediscounts at the 
Federal Reserve Banks. According- 
ly, between June, 1927, and June, 
1928, the ordinary member banks 
with which the public deals, dipped 
into the reservoir of reserve credit 
to the extent of $503,000,000 in ad- 
ditional accommodations. 


CCORDINGLY, in spite of 

shrinkage in the credit base, 
which consists of gold coin and yel- 
low bars, there has actually been a 
substantial gain in the volume of 
funds available for borrowers. The 
discrepancy between the loss of re- 
serves and the expansion of loans is 
explained by the fact that American 
reserves were so abnormally large be- 
fore the recent redistribution of the 
world’s gold supply that the banks 
and the public had not expanded up 
to the full limits of the 1927 poten- 
tialities. 

If the decisive factor in raising the 
cost of credit has not been on the sup- 
ply side, it obviously results from 
changes in demand. The demand for 
credit for speculative and investment 


purposes has been larger than ever 
before in the history of money grub- 
bing. The total collateral loans and 
investments of banks in the United 
States recently amounted to over 
$31,000,000,000. 

To a measurable extent, the great 
change in the cost of credit is directly 
ascribable to the unprecented outburst 
of bull speculation in stocks this 








jot who plan perma- 


nent improvements, de- 
pendent upon long term bor- 
rowings, find the incentive to 
go ahead removed by the un- 
duly high money rates. Hopes 
of enterprising men are likely 
to be still born if stringent in- 
terest rates persist. That is 
why the consequences of ex- 
ceptionally high interest rates 
depend on the time element. 
National prosperity on farm 
and in business is involved. 








year. The rate and extent of the ex- 
pansion of loans to security buyers 
have exceeded those of loans to busi- 
ness men and farmers. And yet so- 
called commercial credit demands 
have also been swollen in the last 
twelve months. On August 31, 1927, 
commercial loans, the so-called “all 
other” loans and discounts of 661 re- 
porting member banks stood at $8,- 
677,527,000. A year later the figure 
for 635 reporting member banks had 
climbed to $9,081,135,000, represent- 
ing an increase of 4.6 per cent. 
Ordinarily the tendency of com- 
mercial credit to expand more rapidly 
than the physical volume of trade 
would be interpreted as a sign of in- 
flation, but other special factors help 
to explain the trend. As a matter of 
fact, commodity prices have been 
largely stationary, with a recent up- 
ward trend. The Bureau of Labor 
Statistics index of wholesale prices 
stood at 94.1 for July, 1927, compared 
with 98.3 for July, 1928. The Fed- 
eral Reserve Bank of New York gen- 
eral index of prices fluctuated be- 
tween 142.4 on September 24, 1927, 
and 144.5 on September 22, 1928. 
Unlike the 1919-1920 situation, when, 
according to the Reserve Bank in- 
dex, prices were 99 per cent. above 
the 1913 level at the peak, commodity 
prices in the recent cycle have been 
stable. Business does not need to go 
through the major surgery entailed 
in stepping down to a substantially 
lower commodity price level. Ac- 
cordingly, in so far as this factor 
operates, the transitional period, as 
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the country enters a new phage af 
the business cycle, should be com. 
paratively gentle. 

According to the index of the Peg. 
eral Reserve Bank of New York, thy 
physical volume of trade has fiyp. 
tuated between 106 in July, 1927, ang 
105 in July, 1928. 

Special and extraordinary factors 
have operated to make heavy de 
mands on the bank for credit, ang 
these are direct consequences of the 
changes in the level of interest rates 
and in the security markets. After 
attaining peak price levels in March, 
investment bonds have been recedj 
in price and increasing in yield. Ac. 
cordingly, banks as investors in long 
term bonds and corporations in the 
role of borrowers, which had beep 
figuring on a continuance of existing 
conditions in the bond market, wer 
suddenly confronted by significant 
changes. 

Numerous new projects, including 
public works and industrial and res- 
dential construction on a large scale, 
were already in the works, and th 
initiators intended to finance the 
operations through the sale of bonds 
to investors. The swift changes in 
long term interest rates radically up- 
set the calculations of the enter- 
prisers, and many of the stronger 
operators, holding the wishful belief 
that the marked rise in interest rates 
was temporary, decided to postpone 
permanent financing, not desiring to 
saddle the proposition for many years 
with current high rates. This defer- 
ment was based on the assumption 
that the rental value of credit wil 
recede again in 1929. 

In the meantime, such operations, 
if carried on by individuals or cor 
porations of high credit standing, 
have been taken to commercial banks, 
and made temporary loans of bank 
credit as an interim substitute for 
long term capital which will be raised 
through the sale of bonds to investors. 
Well informed bankers have told me 
that ‘they know of numerous specific 
instances throughout the country 
which bank credit is being req 
temporarily to carry the load of bond 
financing. 










































OREOVER, _ temporarily 
mortgage lenders are 
ing it more profitable to 
advantage of the high return off 
on call and time loans a 
at the money desk of the New 
York Stock Exchange. The ab- 
normally high return on brokers 
loans, which experience has show! 
to be safe and liquid, is tempo 
diverting capital from mortgegf 
lenders and from corporations with 
surpluses, which otherwise would & 
used to finance constructive de 
ments. Incidentally, loans to b 
by non-banking lenders, incl 
corporations, wealthy individ 
(Continued on page 54) 
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would sooner or later go to the 
Phillip Gross Hardware & Sup- 
ply Company’s retail store on Third 
Street, because it is quite the thing 
todo in Milwaukee when one wants 
anything in the hardware line, and it 
has been quite the thing to do for 
nearly sixty years. And when you 
reached the store, if you chanced to 
walk over toward the tool and bath- 
toom fixture section, you would see 
awoman there; and likely as not she 
would be selling a cabinet or a 
drill, or perhaps a monkey wrench. 
A woman selling tools and me- 
chanics’ supplies is unusual; but then 
the Gross hardware is an unusual 
store. You see and hear of many 
things around this hardware estab- 
lishment that you do not come in con- 
tact with in the usual independent 
tetail establishment; which accounts, 
in part, for the growth of this com- 
pany from a little nook in the middle 
of the-block to an establishment that 
sells $2,000,000 worth of hardware 
a year out of a single building. 


| you lived in Milwaukee you 


HERE has been a great deal of 

discussion as to what is to be- 
come of the independent retailer. Any 
number of examples are given of 
how the chain stores and various co- 
Operatives are steadily gobbling up 
the independent merchant. The East 
and Middle West are apparently 
favored sections for the chains. Not 
a few have predicted that soon 
there would be no such thing as an 
independent retailer, that the inde- 
Pendent would either have to sell out 
fo the chain or become a mere unit 
lM some great buying and merchan- 

sing Organization. 

hen the owners of the Gross 
store read such comments they smile. 
have every reason to smile, 
se they know that such prophe- 





Milwaukee’s Largest Hard- 
ware Store Has Simple Recipe 
for Turning Over the Stock 


By Ruel McDaniel 


cies can never come true. They know 
from experience that there always 
has been and most likely always will 
be a place for the aggressive inde- 
pendent merchant. They have a 
formula, that, if followed as they 
have followed it, cannot but make the 
growth of the independent merchant 
sure and permanent. 

That formula was gradually dis- 
covered and perfected by Phillip 
Gross, founder of the company, years 
ago. It has been perpetuated by his 
heirs and kept up-to-date. It makes 
it possible for the company to show a 
steady increase in volume to-day, as 
it helped Phillip Gross build the in- 
stitution years ago. 

Sixty years ago Phillip Gross 
founded his hardware business. Ad- 
vertising was in its infancy. There 
were few “national” advertisers as 
the term is applied now, but Mr. 
Gross, even then, recognized the 
value of whatever advertising manu- 
facturers did to create a demand for 
their goods. He saw that if manu- 
facturers could afford to spend money 
to popularize their merchandise, the 
retailer could not afford to overlook 
the same opportunity. He was one 
of the first retail merchants in the 
country to recognize the value of na- 
tional advertising and to utilize it in 
selling the merchandise he carried. 


Women can sell to 
women; even hard- 
ware sales gained, 
this store found out 


the Chain 


That was an important ingredient of 
the formula that he used to build 
business ; it is an important ingredient 
to-day. 

Arthur E. Gross, president of the 
company and son of the founder, 
outlines the present-day attitude 
toward national advertising value to 
the retail merchant when he says, 
“Hardware dealers have been slow 
to realize the value of carrying na- 
tionally advertised products, thinking 
that a small extra discount or a trifle 
lower price was to be desired in 
preference to large turnover. 

“That is why hardware stores on 
the whole have two to three stock 
turnovers a year, although the turn- 
over on nationally advertised prod- 
ucts is five to six times yearly.” 


OT long ago a chain store 
executive said: 

“The average independent mer- 
chant with whom we _ compete 
thinks only of the lower prices 
at which we can buy. In his frenzied 
efforts to overcome that edge we 
have on him, they overlook the really 
important factor that gives us our 
biggest advantage. That factor is 
turnover. Taking the year round, we 
do not buy much lower than the 
average shrewd independent retailer ; 
but where we get the edge on him is 
in turning our stock about twice as 
fast as he turns his. That extra 
stock turnover we get compensates 
for the advantages the independent 
merchant has in being among his own 
people. It is not the small margin 
we save on buying that makes the 
difference.” 

Long ago the owners of the Phillip 
Gross Hardware & Supply Company 
recognized the importance of fast 


stock turnover, and as a consequence 
the company has a turnover rate 
nearly twice that of the average in- 












ste retell Oy eon ie PE apm al 


woe CE IE ae seh GT A mi 








18 


dependent hardware store. This is 
not the result of hand-to-mouth buy- 
ing, either, as some independent mer- 
chants assume. It has been made 
possible by buying merchandise for 
which there is a potential demand, 
and advertising that merchandise 
when it is in season. 

There are lines of goods in the 
Gross store that turn over eight to 
ten times in a single year, yet 
they are bought in what the average 
merchant would call heavy quantities, 
but at a time when the demand is 
ripe. They are items which have a 
reputation that helps to sell them. 

Recently the company ordered 
what executives of the National 
Enamel & Stamping Company de- 
clare was the biggest single order 
ever received from a merchant for 
garbage cans. The Gross store 
bought 2,200 garbage cans at one 
time—enough to fill a warehouse! 

The store advertised the cans in 
the local newspapers and sold the lot 
in a little less than a week. The mer- 
chandise moved out quickly because 
the line had been advertised exten- 
sively by the manufacturers and was 
known to be of reliable quality, and 
because the dealer made no secret of 
the fact that the merchandise was in 
stock. 


66Q\OME merchants use _ well- 

S known merchandise with 
which to build up their business and 
reputation,” said M. Faber, adver- 
tising manager of the Gross store. 
“When they have a reputation for 
fair merchandising, they conclude 
they are big enough and begin dis- 
carding the lines. that have brought 
them success for their own brands 
that mean nothing to the public. 

“It has been out experience that 
the higher the merchant stands in his 
community, the more _nationally- 
known goods can help him to grow, 
because he has a double force work- 
ing for him: his own reputation, and 
that of the merchandise he is known 
to carry. That combination naturally 
has greater selling power than either 
one or the other forces working in- 
dependently. 

“The minute the independent re- 
tailer fills his shelves with unknown 
merchandise he takes upon himself a 
double duty. He must create the de- 
mand for the goods, then let the pub- 
lic know he has it for sale. The well- 
known quality lines already have a 
demand established. The retailer’s 
job is to let the public know that he 
has them for sale. 

“Some merchants, who swing to 
private brands, claim that to build a 
business with well-known lines of 
merchandise as the basis is to place 
one’s establishment on the same level 
with all others carrying the same 
lines, and that one does, in a manner, 
place himself at the mercy of the 


manufacturers whose products he 
uses to build his business. But it is 
our opinion that if a merchant hasn't 
the ability to put enough individuality 
and expert service into his business 
to induce his customers to come to 
his place for these nationally-known 
goods rather than go somewhere else, 
then he certainly hasn’t the ability to 
induce them to come on the strength 
of his promise of quality to be found 
in unknown merchandise.” 

Some contend the independent 
hardware stores will be eliminated 
because they cannot get the woman’s 
trade, pointing out that the woman is 
becoming more and more the buyer 
for the family, whether of groceries, 
socks, lightning rods or automobiles. 








F. WHITING, who 

* succeeded Herbert C. 
Hoover as Secretary of Com- 
merce, believes the small man 
can meet the new competi- 
tion. “I believe,” he says, 
“that the small man has a role 
to play in the future if he will 
heighten his efficiency. Big 
business has learned that it has 
been necessary to change in 
with changing 
The little busi- 
ness must do the same if it is 
The Gross 


store example is to this end. 


accordance 


conditions. 


to be successful.” 








The Phillip Gross Hardware & Sup- 
ply Company believes at least a part 
of such a statement—the part con- 
cerning the importance of the woman 
in the family’s buying. 

Because the company saw the 
value of the woman’s patronage, it 
began a long time ago to court her 
favor. To-day, a little more than 65 
per cent. of the people who buy over 
the counters in the Gross store are 
women. Still some merchants claim 
that you cannot get women to enter 
a hardware store! 

This store works on the theory 
that women, as well as men, go 
where they are invited; and it gives 
its store the appearance of a stand- 
ing invitation to women shoppers, 
and its daily newspaper advertise- 
ments confirm that invitation. Most 
newspaper copy appears in the style 
of the better class department store 
—the style which experience has 
proved women read most consistently. 


were buying more 
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The store is in the heart of th 
downtown retail district. It Competes 
with department stores, sport shops 
and United Cigar stores for the fickle 
passersby, and it does so successfully 
because its display windows say 
“Come in!” to women as well as men 

It is apparent that women like t) 
be served by women, otherwise the 
would not go to department ang 
chain stores to get the merchandise 
that they could as conveniently pyy 
in the hardware store. Realizing this 
the Gross establishment is dotted with 
women clerks. There is one in the 
tool department. Enough women 
patronized that section to justify the 
firm in training a woman to sé¢lj 
tools and related goods. Sales im. 
mediately increased. 

The » company 
































foresaw women 
sporting and 
outing goods than the average hard- 
ware retailer realized, buying not only 
for their own use but for their 
families. The firm employed and 
trained a woman to -sell sporting 
goods. Now this department does a 
big business to women, and it sells a 
lot more goods to men and boys 
for whom a woman has previously 
come in and “made up their minds” 
as to what to get. 


is the plumbing department, lim- 
ited to bathroom fixtures and small 
mechanical items, a woman is in 
charge. She says that 75 per cent, of 
her customers are men but, being a 
woman, she knows what articles to 
suggest better than men do. For that 
reason the company is sure she can 
sell more bathroom fixtures and small 
plumbing supplies than a man cai. 
The fact that she has: more than 
doubled the business of her depart- 
ment in a year indicates that she be 
longs there. : 

The company believes that women 
like bargains, and it gives them 
plenty. It watches for special oppor- 
tunities to buy,, and then makes a 
lead of such articles to get women 
intg the store. It never ovetlooks 
the fact that nationally-known and 
quality merchandise built the busi- 
ness and nothing is bought to-sell 
that cannot stand up to the firm's 
slogan, “If It’s From Gross Its 
Good.” 

Women like service. There is al 
ways someone from the Gross estab- 
lishment to go out to a customers 
home and help her get her washing 
machine, gas stove, vacuum cleamef 
or electric heater working properly 
if it goes wrong, although it may be 
two years before that she bought it 

A customer can telephone for afty- 
thing she needs and have it delivered 
within two hours. Country deliveries 
are made twice a week. A customer 
can have the goods sent to his door 
if he is willing to wait- until regulat 

(Continued on page 44) 
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A Super- 
Industry: 


Whose Welfare 
is of Vital Im- 
port to Every 
Other Business 








Construction 
An Aggregate of Industries 


RIMITIVE construction was 
p just as much a domestic under- 

taking as spinning, weaving, 
baking, raising vegetables and tend- 
ing chickens. Every man was his 
own master-builder; he and his sons 
and his men-servants cut and hewed 
the timbers, dressed the stones and 
built the house and the barn. We 
have standing to-day in the older 
parts of America numbers of old 
houses of this crude home-made type, 
left to us from the pioneer days of 
our country. 

When we realize that most of the 
building craftsmen of to-day work 
with their own hands and use hand 
tools, we see a somewhat curious sur- 
vival of primitive processes in an in- 
dustry that is otherwise modern, 
creative and progressive. Individual- 
ism persists in building design; dif- 
ferences in the functions and sites of 
lew structures and in the require- 
ments, resources and individual tastes 
of owners strongly resist the on- 
ward push of standardization. Per- 
sistence of hand processes and of in- 
ividuality in building design explain 
many of the complexities of the mod- 
fi construction industry. 

_ If construction was to evolve from 
tS primitive status, there had to be 
Specialization in the different con- 
stfuctive functions, in manufacture 
of materials, in methods of assem- 
ling materials into structures, in the 
technique of planning (architectural 
and engineering design). With the 


By Thomas S. Holden 


Vice President in Charge of Statistics 
F. W. Dodge Corporation 


rise of the capitalistic era came also 
specialization in the functions of 
financing and selling the buildings 
and engineering structures produced 
by constructive enterprise. 

These related operations are to- 
day so enormous in magnitude and 
so varied and specialized in charac- 
ter that they represent the activi- 
ties of hundreds of businesses. What 
we usually refer to as the construc- 
tion industry is the group of pro- 
fessions and businesses having to do 
with designing and erecting building 
and engineering works. However, if 
we wish to visualize construction in 
its entirety, we must imagine a vast 
super-industry made up of five im- 
portant divisions, each one subdivided 
into a number of departments. 

The Supply Division of this imag- 
inary super-industry (or, you might 
call it, the Production Division) 
would consist of the 3,500 manufac- 
turers of building materials and 
equipment and the jobbers, agents, 
and dealers who distribute their 
products. This Division contains 
many of the largest nationally-known 
manufacturing enterprises and also 
hundreds of moderate-sized establish- 
ments that make the countless build- 
ing specialties and conveniences the 
American public demands. 

Some of these manufacturers do 


not sell their entire output to new 
construction projects, but all of them 
depend for their prosperity on the 
country’s construction activities. As 
a group they sell to new building and 
engineering projects some $4,000,- 
000,000 worth of materials and 
equipment annually. These pur- 
chases are divided approximately as 
follows: lumber and millwork, $1,- 
200,000,000; iron, steel and sheet 
metal products, $700,000,000; non- 
ferrous metal products, $130,000,- 
000; Portland cement, $235,000,000 ; 
clay products, $210,000,000; marble, 
slate, stone and artificial stone, $204,- 
000,000 ; lime, plaster and wall-board, 
$84,000,000; glass (window and 
plate), $81,000,000; heating appara- 
tus and fittings, $276,000,000 ; plumb- 
ing apparatus and fittings, $102,000,- 
000; hardware, $88,000,000; roof- 
fings, $122,000,000; paint and var- 
nish, $127,000,000; gas and electric 
fixtures, $123,000,000. 

In addition to these items which 
become integral parts of new struc- 
tures, there are many additional mil- 
lions spent annually for equipment 
and furnishings. The manufactur- 
ing industries are so widely distrib- 
uted nationally that their well-being 
has a direct and immediate effect 
on the general business conditions 
of the country and of the particu- 
lar localities where the individual 
manufacturing units operate. 

In the development of new ma- 
terials, new uses, new conveniences, 
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modern methods of efficient produc- 
tion, standardization of.types and 
sizes, elimination of waste in pro- 
duction and distribution, the manu- 
facturers in this field have shown 
themselves to be as alert and pro- 
gressive as those of any industry. 
There is probably no field in which 
modern invention has done any more 
to create new conveniences of life 
and induce in all the people the urge 
to move upward in the scale of liv- 
ing. The number and variety of 
materials and equipment items of- 
fered in the markets to-day is legion. 
For example, the standard annual 
catalogue of building products, the 
one used by architects and general 
building contractors in selecting mate- 
rials and equipment, contains in its 
current edition more than 4,000 pages 
of condensed descriptions of the 
products of 1,500 manufacturers. 
Progress in the Planning Divi- 
sion of our super-industry has con- 
sisted largely in the rise of the now 
very important group of designing 
technicians (architects and _ engi- 
neers) whose business it is to ac- 
quaint themselves with the character 
and uses of modern materials, build- 
ing equipment and structural proc- 
esses and to devise appropriate 
methods for utilizing them in serving 
the specialized purposes of particu- 
lar structures. These professional 


designers have taken over the plan- 
ning functions for all those structures 
which in size, complexity or demand 
for artistic integrity call for a high 


degree of planning skill in order 
to secure satisfactory results. Con- 
struction work of this class is the 
most important work done in Amer- 
ica, amounting to $5,500,000,000 an- 
nually, of which $4,300,000,000 is 
spent for new buildings and $1,200,- 
000,000 is for civil engineering con- 
struction. 


ATURALLY, this Planning Di- 

vision of the industry is most 
closely allied to the Assembling Di- 
vision, the group which is responsible 
for carrying out the plans, purchas- 
ing all the materials and equipment, 
hiring craftsmen to do the work, 
and conducting the entire process of 
assembling the parts into an organic 
whole; the whole that was planned 
in advance by the professional con- 
sultant who has translated the own- 
er’s needs into a definite design and 
schedule of operations. The As- 
sembling Division for the primary 
class of construction undertakings 
described above, consists of a spe- 
cialized class of general building con- 
tractors which has considerable tech- 
nical knowledge, knows how to fol- 
low the plans of architects and en- 
gineers and how to advise with them 
on the practical details involved in 
the plans, maintains a regular staff 
of technically-trained superintend- 
ents and competent foremen of struc- 
tural operations, and owns a stock 
of contractors’ equipment necessary 


for the erection of large structures 
of the modern type (derricks, eleva- 
tor-hoists, hoisting engines, concrete- 
mixers, scaffolding, and so on). 
Usually, the architect or engineer 
submits complete plans and specifica- 
tions for a particular job to a num- 
ber of general contractors known to 
him to be thoroughly competent, 
financially and professionally, to do 
the work. When the contract is let 
to one of them, he in turn lets sub- 
contracts for those portions of the 
job which his own permanent organ- 
ization is not equipped to handle. 


Ts jobs let on subcontract vary, 
but they may include wrecking, 
excavation, foundations, steel-fram- 
ing or concrete work, carpenter-work, 
plastering, roofing, electric wiring, 
elevators, sprinkler systems, and so 
on. Subcontractors would constitute 
another branch of the Assembling 
Division of our super-industry. In 
many of the trades, they supply the 
materials and are in fact the dealer- 
representatives of the manufacturers. 

There are some variations in this 
usual procedure: such as the cases 
where architects let portions of 
the work only to general contractors 
and let other subcontracts directly ; 
contracting organizations sometimes 
have designing departments and un- 
dertake the planning and erection of 
the buildings, and sometimes the 
financing, too. Some public bodies 
and some large private industrial or- 
ganizations maintain their own con- 
struction departments, regularly em- 
ploying architects and engineers; 
sometimes these departments are en- 
gaged only in planning, sometimes 
they undertake both planning and 
construction. 

The modern tendency toward elab- 
oration in.size and mechanical fea- 
tures of buildings, and broadening 
range of selection in materials and 
equipment, has brought concentra- 
tion of the larger projects under the 
control of four classes of technicians: 
architects, engineers, general build- 
ing contractors and contracting en- 
gineers. There are just about 8,000 
architectural firms, 8,000 general 
building contractor firms, and 8,000 
designing and contracting engineers 
who handle the work that comes with- 
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in the scope of professional plannj 
and execution. These professional 
men are the ones we look to for creg. 
tive originality in the art of construc. 
tion. That they have lived Up to 
their responsibility is shown in the 
fact that American architectural de. 
sign and American construction 
methods now set the pace for the 
world. 

These professional structural cop. 
sultants are far removed from the 
family man of primitive times who 
built his house and barn as one of 
the numerous domestic activities 
necessary for the well-being of his 
his family. In between these widel 
separated types of builders came the 
master-builders. When occupations 
first became diversified, it was naty- 
ral that there should arise a separate 
class of builders who could be em- 
ployed to procure materials, hire 
craftsmen and deliver a completed 
job for a suitable consideration. 

The master-builder was the fore- 
runner of all the various classes of 
designers and contractors of to-day, 
The professional classes described 
above, having developed architectural 
and engineering technique and mod- 
ern processes of large-structure pro- 
duction, have split up among them 
selves the planning functions and the 
erection-processes. But there is a 
large class of builders, more numer- 
ous in fact than all the others to- 
gether (estimated at 60,000), who 
continue to operate on the basis of 
carrying through the entire job, 
translating the owner’s requirements, 
into a finished structure. 


HESE builders operate under 

various designations, such as. 
contractor, builder, building contrac- 
tor, architect and builder, contractor 
and builder, and so on. As a general 
rule, they are employed on the 
smaller residential and commercial 
projects that are comparatively 
simple in design and demand more 
of practical building knowledge than 
of specialized architectural or en- 
gineering technique. They usually 
follow plans made by themselves or 
the owner, frequently getting the in- 
spiration for their designs from stock 
plans published in books and maga 
zines, though in many cases they ef- 
ploy architectural draftsmen to draw 
up plans for them. 

The character of published stock 
designs and of the buildings erected 
by these practical builders has im 
proved very considerably in recent 
years, but in general it maybe 
that this class of builder has done 
little in our generation to create new 
ideas in architectural design or er 
gineering features of modern builé 
ings. 

Within the lower cost brackets 0 
residential and commercial wo 
however, these men are highly pre 
ficient. They handle a larger n 
of jobs than the professional men @& 
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the total amount of their 
$3,100,000,000 annual- 


itself representing an enor- 
nous volume of business. 

This is a somewhat shift- 
-¢ class of business men, 
vany of them are craftsmen 
who go into a local contract- 
ing business part of the time; 
gocesstul ones frequently 

duate either inte the pro- 
fessional general building con- 
actor class (usually looking 
after the business end and hir- 
ing trained men for' the tech- 
sical part of the work) or into 
the real estate development 
and speculative builder busi- 
ess. 
"The construction industry 
(or what we have been pleased 
9 call the Planning and As- 
gmbling Divisions of our im- 
winary super-industry) is 
hus headed by professional 
consultants and contractors 
md practical builders. These 
are the ones who requisition 
the materials from the Supply 
Division, pay out the wages 
of the draftsmen, superintend- 
«ts, foremen, building crafts- 
men and laborers, and deliver 
to the owner the assembled 
product which he has ordered. 
These activities are so com- 
flex and the interrelations of 
the different factors so varied, 
that standardized processes 
and elimination of waste have 
probably proceeded to a less 
extent here than in the manu- 
facture of materials. How- 
ever, the various branches of 
the industry are kept well 
informed about improved 
methods, wasteful practices 
and abuses by a trade press 
which has grown mightily in 
character and influence and by 
the research activities of the 
numerous professional and 
trade associations. 


2 super-industry must 
Y have a Financial Divi- 
sion. The construction in- 
dustry is a disburser of cap- 
ital expenditures. Few people 
build on a cash basis, and it is 
iecessary to have a big finance 
and credit department to ar- 
fange for installment pay- 
ments of one sort or another 
by the purchaser of building 
aid engineering works. So, 
there is a large group of di- 
Versified businesses which col- 
lectively supply the capital and 
atrange the terms of credit by 
which new construction is 
taken care of. 

_ 4hese businesses are so va- 
tied and their aggregate oper- 
ations so large that it is 
Possible to enumerate only a 
fev of the more important 
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) is considerably less, though + 





Two-Line 
Editorials 


Reminder to climbers for boomed stocks: 
What goes up can come down. 
Se 


Nothing is so multi-useful as hard cash. 
a eae 


Wall Street has already elected Hoover. 
ae 


Another record promises to be smashed: 
By America’s Christmas trade. 


9 
Cut down your loans. 
ee 


Mexico taught us how to make Presi- 
dential changes quietly. 
s Se 


Automatic—mechanical—s elling will 


come strongly into vogue. 
a 


The canning industry plans houseclean- 
ing, by the aid of C ongress. 


Cotton looks cheaper than most stocks. 


x * * 
So does rubber. 
x * * 


If the stock market goes down badly, 
weak Investment Trusts will be shown up. 
es * 

Our best customer, Canada, is doing 
excellently. 
-: 
Exemplary: New York’s biggest banks 
haven’t loaned a dollar above 6 per cent. 
es 


Europe, slowly, is getting on her feet. 
7. 2 


Floating of aircraft companies is being 
overdone. 
ee 
Coolidge has kept cool during the cam- 
paign! 
es “S 
Large-scale farming is coming — but 
slowly. 


* * * 
The wage trend still is upwards. 
yw as 


“Stock Exchange Seat Sells for $480,000, 
New High.” Put emphasis on the last 
word. 

x ok Ok 
4 to 1 on Hoover is bet in Wall Street— 
with few takers. Very significant. 
* * * 


Bonds, at the moment, look a better buy 
than most stocks. 
* * * 


The rubber industry should do better. 
ie 


Russia’s plight becomes worse. 
oo ae 
Neither airships nor buses will seriously 
hurt our railroads yet awhile. 
ee SS 
Business promises to be good—for good 
managements only. 
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ones. Public works and pub- 
lic buildings are largely 
financed by bond issues; long- 
term loans placed by States 
and municipalities in the year 
1927 amounted to nearly $1,- 
500,000,000. Railroads and 
large industrial corporations 
are also likely to finance new 
construction through bond is- 
sues; new corporate bond is- 
sues in 1927 amounted to 
$3,000,000,000. 
Long-term real estate bonds, 
issued directly for financing 
specific building projects, 
were issued in 1927 to the 
amount of $450,000,000. 
Bonds are, of course, nothing 
but a modern type of mort- 
gage loan, split up into units 
purchasable by large numbers 
of investors. The life insur- 
ance companies of the coun- 
try have well over $5,000,000,- 
000 invested in mortgages, 
over 70 per cent. of this 
amount being invested in 
mortgages on city property. 
If we should add to these 
large items the enormous in- 
vestments of mortgage loan 
companies, savings banks and 
individual investors, we should 
have a total of many billions 
of capital funds represented 
in mortgage loans of one kind 
or another. Investigation 
would also show that the 
mortgage loan funds of the 
country have increased enor- 
mously in the last ten years, 
thus accounting for the financ- 
ing of a large portion of our 
increased construction volume. 


UILDING and loan as- 
sociations, which devote 

their assets largely to the 
financing of home building, 
had total assets of $3,900,000,- 
000 in 1923, which had grown 
to more than $7,000,000,000 
in 1927. In addition to all 
these lenders, there are also 
construction development com- 
panies who sell the buildings 
on a regular installment plan. 
In the U. S. Census Bu- 
reau’s estimate of national 
wealth for the year 1922, 55 
per cent. of the total ($176,- 
000,000,000 out of $320,000,- 
000,000) was assigned to land 
and real estate improvements. 
This emphasizes the impor- 
tance of construction to the 
national wealth of the country 
and the vital interest in the 
welfare of the construction 
industry of every investor in 
land and buildings, and of 
every individual and financial 
institution controlling any por- 
tion whatever of our existing 
capital or of new capital ac- 


(Continued on page 32) 
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HE Mississippi Valley—that 

is, the whole interior basin of 

the country—is one of the 
most productive regions of the entire 
world. It is doubtful if any region 
of equal area can be found anywhere 
on the globe which contains so great 
a variety and abundance of natural 
riches, both on the surface and be- 
neath,” said T. N. Carver, Professor 
of Political Economy, at Harvard. 

“This region includes the greater 
part of our cotton belt, and we pro- 
duce nearly three-fourths of the cot- 
ton of the world. It includes ali of 
what is known as our corn belt. Corn 
is not only our most valuable crop, 
but our most valuable single product 
of any kind or description, and we 
grow nearly three-fourths of the 
world’s production of this, the most 
magnificent of all crops. 

“In this region are also the great 
Spring wheat areas and the Winter 
wheat areas. While we produce on 
the average only between a fourth 
and a third of the world’s total wheat 
crop, we yet produce more than any 
other single country at the present 
time. Aside from these major crops, 
this region is also rich in a number 
of minor crops and grows practically 
everything which will grow outside 
the Tropics. 

“Beneath the soil in this region 
lies a wealth of minerals. Bituminous 
coal underlies a great deal of it from 
Pennsylvania to Wyoming. Petro- 
leum and natural gas abound in the 
same region, and oil fields extend 
Southward to the Gulf. Some of the 
richest and most extensive beds of 
iron in the world lie therein.” 

Carver further points out that this 
is the world’s greatest expanse of 
level and gently rolling land making 
practical large use of machinery and 
permitting cheap railroad construc- 
tion. These things, coupled with 
rivers of potential navigability 
everywhere and an ingenious people, 
point to development unprecedented 
in all the history of the world. 

From the Lakes to the Gulf and 
from the Rockies to the Appalach- 
ians there lies beneath the ground, 
and on the surface, nearly all the 


The 


natural resources for the manufac- 
ture of most of the world’s ingnite 
needs, and the soil can produce food 
and raw products beyond the needs 
of the densest population. 

Formerly abundant cheap land op- 
posed industrial development. When 
a young man could choose between 
a job in a factory at low wages and 
a farm free or at little cost, he 
naturally chose the latter, and wages 
were too high for successful indus- 
trial competition, according to S. D. 








8 dens costly Mississippi flood 
was the beginning of an 
epoch. Professor Edwards 
points out that agriculturally 
the Mississippi Valley has not 
utilized half of its produc- 
tivity and that industrially it 
has only begun to challenge 
the East. Its rich resources 
will become available with 
flood control and navigation. 








Gromer, Professor of Rural Econ- 
omy of the University of Missouri. 

Now good land is high and it is 
all taken. Carrying charges such as 
taxes and operating expenses are 
heavy. Machinery has largely re- 
placed human labor on farms, so that 
there has been a steady decline in 
rural population since 1895, and yet 
there is a surplus of rural population 
in the Mississippi Valley. The popu- 
lation of the United States is only 
fifty people per square mile, whereas 
the population of Germany is 290 
per square mile. With infinitely more 
natural advantages than Germany. 
the Valley is on the threshold of 
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The Tecumseh, the Diegg. 
driven electric tow boat, of 
which Uncle Sam is proj, 


Mississippi 


am epochal industrial developmen, 
_ While for many decades the Mis 
sissippi Valley has’been the fastes 
growing large area of the world, it 
industrial progress has been some. 
what abated by costly transportation 
The United States Army engineers 
calculate that one dollar will move: 
ton four miles by wagon, 25 mils 
by truck, 100 miles by rail and from 
300 to 3,000 miles by water. Since i 
freighting is the main item of os of 
in manufacturing, obviously the ¢-™§ 
fective improvement of the neatly loc 
10,000 miles of streams of the Mis § "8 
sissippi system is prerequisite n™ ™ 
cheap transportation. ys 

The Flood Control Bill carriesag °" 
appropriation of $325,000,000, m™ %* 
before the work is done it will like) of 
call for an expenditure of betwea 
$500,000,000 and $750,000,000. ig ™ 
not only commits the Federal Gor 
ernmen to a policy of protection fo 
the Lower Mississippi Valley, i § 
flood control and navigation go hal 


in hand. Huge sums have and at : 
being spent for improvement of fit th 


channel, but flood control will greall 
aid in taming the mighty Father 0 
Waters. 

A great benefit will be derivt 
from spending of this huge sil 
The changed psychology will be 
inestimable value to the lower Vi 
ley. The investing public will hat 
more confidence than it has ever hal 
not only in the land, but in secutitit 
of industries and public improt 
ments. This will surely be the great 
benefit of all. 

The Flood 
Control Bill 
will be the 
greatest 
stimulus 
river 
t r a ffic 
has ever 
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Dep Waterway from 
lakes to Gulf to Tap 
Valley’s Vast Riches 


poch 


By Bryce Edwards 


University of Missouri 


received in this country, but there 
are other contributing factors. 


River improvements, independent 
of the Flood Contro] Bill, have been 
progressing apace. The building of 
locks and dams on the Ohio is mak- 
ing rapid progress towards the mouth 
with a total of fifty-two dams in the 
system. Dam No. 52, a mile from 
Brookport, Illinois, will be completed 
soon at an estimated minimum cost 
of $4,250,000. This is next to the 
last lock and dam South from Pitts- 
burgh to Cairo. Dam No. 53 is near 
Grand Chain, Illinois. When the en- 
tire system is completed it is ex- 
pected the river will have at least 9 
feet of water the year around. The 
Qhio Valley Improvement Associa- 
tion plans a tour of inspection when 
the system is com- 





plete. President Coolidge and mem- 
bers of the Cabinet are expected to 
accompany the tour to see at first 
hand the possibilities and results of 
Federal co-operation in flood control. 

Traffic on the Ohio and its tribu- 
taries, which measure 2,287 miles, 
has grown rapidly. A total freight of 
&,629,138 tons moved over the Ohio 
last year. The Monongahela, a tribu- 
tary, moved 48,000,000 tons of coal 
and iron in 1927. This is the heavi- 
est traffic carried by any river in the 
United States. 

The Kentucky River, a_ small, 
winding stream, in many places only 
a few hundred feet wide, is made 


navigable with seventeen locks and - 


dams. Large boats make use of its 
entire length, though at places- they 
must reverse and twist around to. 
make the bends. It is used largely 
for the transportation of coal and 
mining products. The river empties 
into the Ohio below Cincinnati. It 
has only a fraction of the water of 
the upper Mississippi or Missouri 
Rivers, and is an example of what 
will be done there. It is only a matter 
of time. 

In two years the Illinois River 
will be ready to carry freight on its 
way from the Lakes to the Gulf. 
Already a 12-foot channel is dug 
from Lake Michigan to the head- 
waters of the river and the river 
deepened. Only a small connecting 
link remains to be finished. The 
State of Illinois is spending $20,000,- 
000 a year on this river. This sum 
is added to by the Government 
in varying amounts from year 
to year. Work on 
the Mississippi is 
progressing annually 
and now work has 
been resumed on the 
Missouri. 

The success of 
the government- 
owned Mississippi- 
Warrior Barge Line 
and its increase in 


Construction equipment of U. S. 
Army Engineers, New Orleans base 









© Ewing Galloway 


23 


capital by $10,000,000, is pointing the 
way for private endeavor. The inven- 
tive genius of the Valley folks will 
undoubtedly bring forth improve- 
ments. For instance, Carl Bauer, of 
St. Louis, former secretary of the 
Chamber of Commerce, has invented 
a caterpillar power boat which has 
great power and yet very light draft. 
He contemplates hooking a fleet of 
barges to this locomotor, which 
would switch barges in and out as it 
passes a port. It would be like a 
great water freight train, except that 
small stow boats. would do the 
switching without loss of time to the 
main procession. 


ee ite elevators are needed 
in all agricultural counties. “No 
longer is there need to fear that the 
river will change its course and leave 
the elevator stranded on dry land a 
half mile from the water, as hap- 
pened to an elevator belonging to 
Fred Tickell, in New Madrid 
County, Missouri. Excellent terminal 
docks and warehouses have been 
built at Helena, Arkansas, Memphis, 
New Orleans and Ohio ports. 


Cape Girardeau is getting ready to 
vote a bond issue to build municipal 
docks and warehouses. Cotton com- 
presses are being built along the 
river in Arkansas and other South- 
ern river States to facilitate cotton 
movement by water. It would be 
well for each county along the river 
to vote bonds for river terminals at 
railroad connec- 
tions and strategic 
points as fast as 
service becomes 
adequate. 


Railroads cannot 
cut rates to crush 
river’ competition 
as they formerly 
did. The Dennison 
Bill, passed by the 
lat Congress, 
makes it obligatory 
for railroads to 
have joint rates 
when told to by 
the Interstate Com- 
merce Commission. 
Not only does the 
government set the 
rate, but forces the 
railroads to  co- 
operate with river 
shipping. 

Hardly was the 
President’s ink dry 
on the Flood Con- 
trol Bill when this 
bill was shot 
through Congress, 
revealing the great 
power of the Mis- 
sissippi Valley As- 
sociation. That the 
appropriations to 
finance present 


(Continued page 50) 
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“With All thy Getting, 


Bact and 


By B. C. Forbes 


Nothing has occurred during the Presidential cam- 
paign to disturb the equanimity of finance. Thus far 
Governor Smith is regarded as having failed to fulfil 
the high expectations formed of him as a campaigner. 
His addresses, it is reasoned, have 


pe ond not added to his dignity or his stature. 
HOOVER Mr. Hoover’s course is commended 
VICTORY 


as befitting an aspirant for the White 
House. Admittedly, he has neither said nor done any- 
thing calculated to capture the imagination of the people. 
But his few speeches have discussed important issues in 
a statesmanlike way. His refusal to be drawn into per- 
sonal verbal battles with his opponent has at once added to 
his dignity and frustrated the opposition. Mr. Hoover’s 
demeanor has not been unlike that of President Coolidge 
and it is taken for granted that he will continue most of 
the Coolidge policies. Finance is satisfied that the Repub- 
lican Administration will be continued—and is satisfied, 
moreover, that it will be continued in a way not injurious 


to business. 
* * x 


God implanted in us a moving-picture film infinitely 
greater than any made by man: the human brain. 
* * * 
Life is thought. 
‘2 « 
A man has to be square to attain a well-rounded career. 
* %* * 


Hand-to-mouth buying by merchants has been over- 
done, declares a woman reader who has been trying to 
shop in New York. She visited a number of stores, 
including two carrying moderate-priced and two carrying 


higher-priced goods. She was in search 
SAYS 


MERCHANTS of a coat. Her experience was the 
CUT STOCKS same in every store. They were able 
TOO FAR 


to show only two or three samples 
along the lines desired, covering only one or two sizes 
and one or two colors. In each instance it was explained 
that a selection could be made from the samples and that 
a garment could be furnished in the color and size wanted 
—in two weeks. A visit to a wholesaler, a friend, brought 
the information that even high-grade stores were insist- 
ing upon having orders for one or two coats filled imme- 
diately from his samples. This shopper decided that, if 
she could not get immediate delivery of what she wanted, 
she had better go to a custom tailor and be measured for 
exactly the kind of coat she had in mind. 

All of which suggests that inventories can be cut too 
far for the good of a business. 

~ * * * 


“Money doesn’t mean happiness.” But did you ever 


find much joy in a home for the poor? 
* * * 
Each of us plays a role in the making of history. 


Get Understanding”’ 


E eaten 





Investors and others may draw a successful pointer 
from an observation made to the writer by Thomas J. 
Watson, president of the International Business Machine 
Corporation. “There is a great advantage in being the 
first to enter in a new field,” Mr 





FIRST IN : 

THE FIELD Watson pointed out. “The pioneer 
USUALLY company stands an excel 

WINS OUT pany xcellent chance of 


becoming the outstanding leader, 
Often it has the advantage of patents to protect its mar- 
ket for a number of years. It has opportunity to build 
up prestige before competitors can get a foothold. It has 
first call on the men best adapted for this particular line 
of work. As examples I would cite the National Cash 
Register Company, International Time Recorder, Inter- 
national Tabulating & Accounting, Burroughs Adding 
Machine, Remington Typewriter, Dayton Computing 
Scale, Elliott Fisher Billing, Addressograph and Todd 
Protectograph machine.” 

Studies have revealed that in most instances the most 
profitable stocks to buy have been those of the leading 
company in each important industry. Often, but not 
always, the leading company is the oldest. Nothing suc- 
ceeds like success. “To him that hath” holds true in the 
business world. 

A very able business man some time ago became iden- 
tified with a company opening up an entirely new kind of 
enterprise. Its sponsors attached tremendous importance 
to their exclusive patents. He admonished them not to 
rely overmuch on their patents but to jump in and build 
up a big business and a high reputation before imitators 
could get an effective start. This the new company did. 
The soundness of his advice was demonstrated later when 
ail sorts of rivals sprang up and for a time successfully 
defended patent suits. In the end, it is management rather 
than anything else that wins out. 

. + eS 

What makes famous hotels famous? Usually their st- 
perior food, is it not? The Chicago, Milwaukee, St. Paul 
and Pacific Railroad has hit upon a new appeal to those 
who enjoy fine food. It advertises: “The finishing touch 
to fine service—Dinner by Rectot. 


aaa Rector !—acclaimed the world over 4 
RAILWAY master of cuisine; creator of marvel 
TRAVELS 


‘ous dishes and captivating service) 
genial host to the distinguished of every land. Evety 
evening, now, on The Milwaukee Road’s famous overni 
trains, dinner is ‘by Rector.’” Is not this a master stroke 
of service? If excellent food be regarded as a drawitig 
card for a hotel, surely it is equally important to serve 
superb food during long journeys. 

Here is an example certain to be followed by other alett 
organizations—not only railroads—serving meals to P* 
trons. The genius in the Milwaukee Road who conceived 
this idea is to be congratulated. 
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Every decent business concern now prides itself on 
faving one fixed price for all customers. Haggling is a 
dic of days when business was conducted less scientifi- 
ally and less ethically. Our automobile and important 

truck companies naturally have pro- 


TAKE TERING claimed themselves adherers to the 
QUT OF one-price system. But, in effect, a good 


8) 
mrUCK SALES) sg...) of price haggling has been prac- 


,jsed—when a used car or truck has been accepted in part 
payment. The truck business has never attained the status 
of the passenger car business. It is notorious that truck- 
buyers have gone out of their way to find used cars in 
order to squeeze concessions from truck-sellers. In 
actuality, therefore, there has not been rigid adherence 
io the fixed-price principle. Now comes the announce- 
ment by General Motors Truck Company that it will no 
longer countenance huckstering. “Excessive trade-in 
dlowances will be discontinued on all trucks manufac- 
ured by us,” states O. L. Arnold, the vice-president direct- 
ing sales of General Motors trucks. “When a truck buyer 
scepts as a trade-in allowance more than a vehicle is 
worth, as established by its actual re-sale value, he con- 
tributes to a vicious chain of cause and effect that must 
finally be to his disadvantage. If an excess allowance 
goes into the truck-buyer’s pocket it cannot obviously go 
into the truck he is purchasing. Thoughtful truck-owners 
wree with us that extra value in the truck is far more 
truly a benefit than extra allowance on the trade-in.” 

This should mark an upward step in the motor truck 
industry. Other companies, if they are farseeing, will 
enforce the same principle. It is time that truck-buyers, 
in their own best interests, ceased to fool themselves that 
they can get something for nothing. The whole truck 
business bids fair to be elevated to a higher plane with 
greater satisfaction and profit to all concerned. 

* o>* 


The biggest fools usually are the biggest spenders. 
x ok x 


Half-truths usually are misleading. George B. Cor- 
tlyou, president of the Consolidated Gas Company of 
New York, points out that only half the public utility 
tory has been laid before the public thus far by the Fed- 

eral Trade Commission. The accused 


ON , . 
ny companies have not yet had their say. 
STORY HAS Admittedly, some of the evidence sug- 
BEEN TOLD 


gests that in certain instances unwise 
propaganda methods were employed by subordinates. The 
New York Times well says editorially: “The utilities are 
tardly to be blamed for taking up propaganda. They 
lave suffered at the hands of propagandists of the opposite 





‘tonomic faith, and have every right to fight back. The 
public has no cause to fear the effects. It does not frighten 
‘ewspaper editors. It is a good deal more likely to bore 
them. Much of the zeal of the utilities in paying large 
ums for the dissemination of ‘publicity material’ turned 
out by the ream is more foolish than corrupt, for most 
of the stuff finds its way into the waste basket. The public 
toes have a right, however, to demand that the utilities 
ight fairly ; that what they say and do shall be said and 
done in the open.” 

The utility companies do not ask too much when they 
isk that judgment be suspended until all the facts are sub- 
tted. Meanwhile, one cannot but reflect that anti-utility 
Mopagandists have not always been particularly punctili- 
WS concerning the tactics they themselves have employed. 
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It has become a commonplace expression in Wall 
Street that only fools have been making money lately in 
the stock market. One instance is related where a father, 
a very able, conservative gentleman, has been holding on 
to his cash all through this year and 
making no money on stocks, whereas 
his son, a newcomer in the Street, has 
cleaned up a fortune. When I asked 
an experienced bank president whether he had been mak- 
ing lots of money in the market, he replied: “No. I 
have been handicapped by having been in the game since 
before the war. Only those under forty have been clean- 
ing up.” Then this veteran banker added: “I know, 
however, that my cautious attitude is absolutely sound. 
Money in Wall Street has become worth nearly twice the 
yield on popular stocks. Our institution maintains a com- 
pilation covering 180 stocks and it shows that they are 
now selling at fully seventeen times their net earnings. 
Besides, there isn’t money enough in the country to keep 
the constantly swelling credit inflation going on very much 
longer. I'll admit that I sold most of my stocks quite 
some time ago. Of course, I would have done better had 
I kept them longer. But I have never yet seen a bull 
market end without many people getting hurt. History 
will repeat itself. And I won’t be among those who get 
hurt.” 

Them’s my sentiments. 


WHERE FOOLS 
HAVE FARED 
BETTER THAN 
THE WISE 


* * * 


How long would a business enterprise last if it took 
two-and-a-half years to attend to the wants of its cus- 
tomers? Such a condition is unthinkable. But exactly 
this condition exists in one department run by the Federal 

Government. It is a condition which 
a arummmedaiinital inflicts incalculable loss and annoyance 
FOR PUBLIC on thousands. Yet no progress is made 
ee towards remedying it. Any corpora- 
tion executive guilty of allowing such a state of affairs 
to continue year after year would be summarily dis- 
missed. But under “government ownership” anything is 
accounted good enough for long-suffering citizens. 

Chief Justice Taft, in calling upon President Coolidge 
to urge legislation permitting the appointment of addi- 
tional Federal Judges, admitted: “New York is in a hope- 
less condition. The dockets are about two years and a half 
behind, and there is no hope that the present Judges can 
ever catch up with the increased business. The judiciary 
has not been increased commensurately with the expan- 
sion of business. This is true not only in New York but 
elsewhere. But the worst condition is that in the New 
York district. 

“The Federal Government would be seriously criticized 
for its failure to supply prompt decisions in equity cases if 
the local courts were in good condition, but the local New 
York courts are also so far behind in their work that the 
Federal courts are not censured. This condition should 
not exist. The business man has a right to have his cases 
promptly decided.” 

Yet some misguided mortals persist in advocating that 
Federal ana State governments be entrusted with the ad- 
ministration of this, that and the next line of business 
now efficiently conducted by private individuals and cor- 
porations ! 

* * * 


Misstatements lead to poor statements. 
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Readers sometimes ask us to tell of what they call 
“moderate successes,’ rather than confine ‘stories of 
achievement to super-giants of the Rockefeller, Ford type. 
Here, in brief, is a story of one man’s advancement to a 
position of responsibility—and his own 
version of the reasons for his promo- 
tion. D. Murray Stewart, a Scottish 
accountant, arriving in this country in 
1913, first joined an accounting firm in New York, later 
became comptroller of a large steamship company and 
here earned his way to the position of secretary and 
treasurer. In 1922 he joined the Reuben H. Donnelley 
Corporation of Chicago as comptroller. He did so well 
that he was sent to New York to manage that office. 
Now he has just been called back to the head office in 
Chicago to look after all the finances of this large cor- 
poration, with the title of treasurer. 

When I asked Mr. Stewart why he had been able to 
climb the ladder so satisfactorily, he summed it up thus 
tersely: “I attribute such advancement as has come to 
me to, first, loyalty; second, devotion to duty; third, 
thorough accumulation and mastery of statistical detail; 
fourth, strict accounting methods, and _finally—most 
important of all—to trying always to see the other man’s 
side.” 

In other words, no extraordinary qualities are stipulated 
-as necessary to rising to a position of responsibility. 
Growth is so common in this virile, young country that it 
is within the reach of almost every capable, industrious, 
ambitious man to make creditable headway. Super-men 
are few, but only the diligent exercise of a normal amount 
of brains is essential to winning at least a comfortable 
measure of success. 


TO WHAT 
ONE MAN 
ATTRIBUTES 
HIS RISE 


* * * 


Almost everyone is sure he would be a capitalist if he 
could only capitalize his hidden mental assets. 
x * * 


The most profitless thing to create is unhappiness for 


others. 
* * * 


The idler’s life is too long. 
+... * 
_ What kind.of securities should you accumulate to build 
up your. estate? Should you adhere to “legals,” to the 
choicest bonds,. the accepted method in the past? Or 
should you invest the greater part of your funds in com- 
mon stocks? The conservative may 
eer eans throw up their hands at such a sug- 
ARE BEST FOR gestion. But the fact is that well- 
YOUR ESTATE? = lected common stocks have shown 
much better results than bonds during recent times and 
not a few profound students now give preference to stocks 
over bonds. , 
Douglas Kent, of the New York Stock Exchange firm 
of Orton, Kent & Company, submits these considerations: 


One thousand dollars in gold in twenty years, or whenever 
a bond may be due, may be worth 
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have had a purchasing power value of $1,600 based 
prices. 

It is a general economic axiom that in periods of re 
commodity prices the profits of well-managed corporat 
enhance. One thousand dollars invested in a diversified ja 
of common stocks would have more than offset the less . 
value of gold, by appreciation in market price and ines 
dividend disbursements. It is our belief the next decalia/an 
see still further expansion to our credit, broader markets 
a great growth of large, well-managed corporations, Jp 
words of a great financier, “It pays to be a bull on America’ 

Generally speaking, dividends cannot be considered <a 
tain as interest on bonds. However, in a group of ten or a 
securities, and any investment list should be diversified poe 
least this extent, the picture is changed somewhat. If intel 
is in default on one’ bond in ten, the yield for the Zroup has 
been materially reduced without opportunity to improve untj 
interest payments are started again. If a dividend is Passed 
on one of ten stocks, the situation is not hopeless, for Others of 
the list may be increased and the average yield of the gto 
maintained. The same reasoning may be applied to the per 
market value of a group of bonds and a group of stocks 
Depreciation in one bond reduced the value of the total prin- 
cipal invested and there is less chance for this reduction jp 
be made up by other securities in the list than is ‘the case 
with a group of. stocks. 

_An investment list most strongly fortified against both vicjs. 
situdes of business and changes in the purchasing power of 
gold would roughly be made up of about 25 per cent. bond 
a scattering of preferred stocks, for high yield, and th 
remainder in common stocks. 


* * x 


Self-made failures are quite as numerous as self-make 
SUCCESSES: = 


* * * * 
The prospect for those who are always ready to “sw 
red” is black. ; . Z 


ou FO! 
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Poor is the human being whose heart is barren of sf 

pathy. 
+... - 

A financier interested in organizing an important enter 
prise remarked that it was his intention to select. three 
high-priced executives and then see. which of them woill 
prove the best man. Many men have the idea thati 
they could only get a big job i 
would demonstrate that they are woill 
beaters. But such men quite offtt 
fail to make any extraordinary recitl 
where they are. They are obsessed by the notion that joi 
make men, whereas, almost every large employer th 
you that it is the men who make the jobs. Surelyi 
should not be necessary to emphasize that the best wa 
to attract promotion is to attract ‘attention by achiett 
ments. Results speak for themselves. Scores—hunditi 
—of instances could be given illustrative of this til 
Yet many men grub along complaining of lack of app 
ciation and lack of opportunity to show what is im 
The truth is, of course, that the lack is in thems 
There springs to my mind the case of ‘Charles E. Mit 
He first joined the National City Bank interests well 
presidential rank. There were dozens of otherr® 
tives, many of them having ripe experience in bi 
whereas Mitchell was relatively new in that field: 
it did not take him long to rise head and sh 

above the others in pet 


JOBS DON’T 
MAKE MEN; 
MEN MAKE 
JOBS 








but ‘three-quarters as much, or 
less, of its payment value, at the 
time of repayment. A $1,000 bond 
bought in 1897 due in 1925, would 
have been worth just about $400 in 
actual purchasing power to the in- 
vestor upon repayment. This same 
ratio is applicable to savings ac- 
counts and insurance policies. If 
the period considered had been a 
period of falling commodity prices, 
the result would have been re- 
versed and the $1,000 repaid would 


A 


by business leaders who realize the vital im- 
portance of modifying the peaks and ‘valleys of 
employment. A booklet containing the ForBES 
articles on this subject, and other information, 
will be sent free to any executive writing us for 


a copy. 








To Executives 
GREAT national conference on Co- 
ordination in Industry is being planned 


ance. The result—theg 
result—was that 
presidency of the baa 
came vacant, he was Ua 
mously chosen. And, incié F 
ally, he has since built up™ 
institution enormously. 
Make up your mind thaty™ 


THE EpIrTor. 
have to make your own jo! 
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The famous drinking scene from “Hogging It” 


How Rogge Beat 100 Men 


Selling Insurance 


C HARLES P. ROGGE is an 


insurance salesman who 
does not sell insurance. He 
does, of course, sell insurance 
policies. There is a difference— 


measurable in millions. 

For that matter, A. P. Sloan 
or Walter P. Chrysler or John N. 
Willys do not sell the automobile. 
Barring a few sequestered clans 
in the Southern Appalachians, every 
man, woman and child in America 
was long since sold. How superog- 
atory it would be to argue the merits 
of quick, reliable, flexible transporta- 
tion to the business man, the well- 
paid mechanic, the modern house- 
wife, the alert boy and girl of this 
era. They know the story. They 
are in the market. Their only ques- 
tion is, “What have you?” The job 
of master minds in the motor indus- 
try is not to convert them to the idea 
of the automobile, but to attract them 
to specific automobiles. 

There are still some Americans 
not sold on life insurance. But not 
in the higher brackets. Even com- 
paratively far down in the economic 
scale it is no longer necessary to use 
the old widow-and-orphans argu- 
ment. To spread that argument be- 
fore the manufacturer, the banker, 
the broker, the executive, men whose 
very position is prima facie evidence 
that they understand the world they 
live in, is an absurdity and a waste 
of time. Yet it is being done daily 
by numerous earnest salesmen who 
wonder why they do not break into 
the big money. But not by Charles 
P. Rogge. His clients know they 
should have life insurance, and he 
knows they know it. He meets them 
on the plane of their own business 
intelligence, displays the Rolls-Royces 
and Packards among policies—and 
makes a million grow where half a 
million grew before. And that is one 
of the reasons why he is one of the 
tmaost successful life insurance sales- 
men in the world. 


R. ROGGE has been in insur- 

ance about twenty years. The 

first dozen were the hardest—he sold 
insurance much as others do. About 
1920 a light dawned on him. The 
date is significant. Few remember 
to-day the slump, the depression, the 
buyer’s strike of 1920-21. But every- 
one dates from those years the con- 
temporaneous business era; the era 
of business so big that it makes the 


Master Salesman Tells How 
Million Dollar Policies Are 
Written — The Story of a 


New Sales Approach 


By Shaemas O’Sheel 


early days of “big business” seem al- 
most primitive; the era of the new 
“Wall Street” in mid-town New 
York; the era of run-away bull mar- 
kets, of building activity that would 
stun Aladdin, of motor cars - that 
would make a Caliph revise his no- 
tions of luxury. Charles P. Rogge 
caught the new tide at the turn. Since 
then his only worry has been his in- 
come tax. 


EVERTHELESS he succeeded 

in keeping out of the news- 
papers and the public eye until a few 
weeks ago. Then he challenged the 
entire full-time organization of the 
R. H. Keffer Life Insurance Agency 
to a production contest covering the 
month of September. That meant 
challenging one hundred men. On 
their past recotds they were appar- 
ently good for fully $3,000,000 of 
business during the month. On their 
toes to meet this challenge, no one 
could guess what they might do. 
Nevertheless Mr. Rogge offered 
prizes to the two highest producers, 
instituted a class to teach his hun- 
dred rivals how he does it, and un- 
dertook to beat them all. And he 
did beat them all. Plainly the days 
of modest anonymity are over for 
this super-salesman. A lot of peo- 
ple want to know more about how he 
does it. And so he gave this first 
interview for the benefit of the read- 
ers of ForBEs. 

Mr. Rogge lives in a penthouse 
atop a tall Park Avenue apartment 
hotel. His office opens off the lobby 
on the ground floor—two parlors, 
richly but quietly furnished, with a 
few desks and typewriters casually 
distributed about them. Half a 
dozen clerks work silently. A _bat- 
tery of French-type telephones is 
within Mr. Rogge’s reach. His 
flaxen-haired son, aged two, romps 
in for a kiss from Daddy. He is at 





his desk every morning at eight 
out by nine, back by five. He die. 
tates letters and memoranda with 
unhurried dispatch but with yp. 
mistakable zest. When I arrives 
he was dictating a letter that wen 
something like this: 


Dear Mr. 
It is said you are a keen sportsman, 
In that spirit I will match you om, 
proposition. The Company's 
Special Policy designed for Floor Mem. 
bers on whom their firm’s success largely 
depends, is still available. If you will & 
tach the stub of the enclosed card ani 
hand it to my messenger, I will take tw 
minutes of your time tomorrow to shoy 
you an exact analysis of your situation ani 
why you should have $1,000,000 of this 
Special. 








This letter was written on small 
size note-paper. A copy of it went 
into one of the several neat loos- 
leaf books that stand on Mr. Rogge’ 
desk. I was allowed to look through 
one of these books. Very few le 
ters were longer than this one. Many 
were briefer. There were hundreds 
of them. Every one of them wa 
different—individual. 

Mr. Rogge never approaches i 
prospect without writing him first 
If a feeling for the big way of do- 
ing things in a big era is the first 
element in his success, and the te 
alization that big men do not have 
to be sold on life insurance is his 
second, the third element is his recog: 
nition of the fact that busy busines 
men to-day are much more et 
trained then ear-trained, much mor 
eye-sensitive than ear-sensitive. They 
are accustomed to many words i 
print, few in speech. They follow 
the market and the state of business 
through the eye; and through the 
eye, reasons Mr. Rogge, is the wa 
to present an insurance proposition. 





























E has a formula for the inter 

view: “Get in, get through, 
out.” He never spends more than 
few minutes with a prospect. 
says just as little as possible. Ne 
long ago during an attack of latyr 
gitis, he sold one man 
worth of insurance in ten_miit 
without saying a word. The 
through and get out” parts of hi 
formula are merely a kind of flow 
ish. It is the “get in” that is Mt 
Rogge’s specialty. That is acc 
plished by two devices—ap i 
the eye, and getting the prospet” 
invite the call. Obviously, m thos 
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A “CLEMCO” Emerson Suite in the private office of H. H. Hensley, W. B. Foshay Co., Minneapolis, Minn. 


Results of Construction 


Our sheer beauty of fine old woods, true artistry of design and exclu- 
he firs sive convenience features of “CLEMCO” Desks and Fine Office Suites often 
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— make structural strength seem unimportant. You are interested in the re- 


- is his A da sults of construction for it assumes increasing importance as decades pass. 
5 recog: 


usines : “If it’s a ‘CLEMCO’ Desk I know it’s built right.” We are proud of a 
hat reputation that prompts such a remark from a buyer. A “CLEMCO” Desk 


h more 

>, They possesses such outstanding— yet invisible—features that make it advanta- 

ro! F geous for our representatives to discuss “the results of construction” with you. 
ollow 

yusiness R? 

gh the A helpful booklet, ‘‘Pointers in Planning an Office’’, Office 

he way Plan Material and name of your ‘‘CLEMCO”’ Represen- 

sition. \ tative will be mailed when requested on your letterhead 


e inter: 
THE CLEMETSEN CO., 3419 Division Street, Chicago, Illinois 
Export Office, 17 Moore Street, New York City 


Makers of a Complete and an Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use 
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Mention of “Forbes” insures good service 
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circumstances, the policy in a large 
number of cases is as good as writ- 
ten before he says a word. 

The whole process deserves de- 
tailed description. It is very simple. 
It is very subtle. Infinite care is 
taken of every detail. Mr. Rogge’s 
stationery and printing bills are 
prodigious. His note-paper is of 
the finest quality. The cards, 
which we will examine presently 
are beautifully printed 
on fine stock. His enve- 
lopes are made of safety 
paper like that used for 
checks. None of his 
“approach” letters ever 
benefits the Post Office ; 
each is sent by special 
messenger, who waits 
for a reply. And the de- 
sired reply is made ex- 
tremely easy. Enclosed 
with the letter is a white 
card succinctly present- 
ing the proposition and pro- 
vided with a detachable stub. 
The prospect is requested 
merely to tear off this stub and 
hand it to the messenger. 
What a lot of “sales resist- 
ance” that is merely lack of 
time or inclination to write or 
dictate a letter, is overcome 
by that simple device! 


Usually there is at least one 
other card enclosed, containing 
actual figures, an analysis in 
skeleton form, instantly intel- 
ligible to the business eye. 
These cards are on tinted 
stock, and at the head of each 
is fixed the seal or device of 
whichever great insurance 
company is issuing the recom- 
mended policy. These seals 
are embossed on incredibly 
thin sheet metal, and are af- 
fixed to the cards with collo- 
dion—the only thing discoverable 
that will hold metal and paper to- 
gether. 

Sometimes, too, there is enclosed 
a card listing the firms, members of 
which have taken the special policy 
in question. On one such card I ex- 
amined, only two of the largest bank- 
ing houses failed to appear, and the 
list of brokerage houses was a veri- 
table roll-call of “the Street.” 


Such are the mechanics of the sys- 
tem. They seem very simple to 
produce such phenomenal results. 
Mr. Rogge frankly admits that he 
does not know wherein lies the pull- 
ing- power of his letters, but he 
naively adds that apparently they are 
extraordinary. “They tell me my let- 
ters have uncanny effectiveness, and 
it seems to be so. Since 1920 I have 
beem writing these letters that ‘coax 
the birds from the tree.’ I use the 
fewest possible words, and enclose 
these cards which create desire based 
on sound reasons. But there is one 
thing I always do. Every man has 
a foible, a hobby, yes and a particular 





outside the door. 


conceit. All women know this— 
most salesmen don’t. I find out 
what my man’s foible, or hobby, or 
conceit is—and I aim at that. Look 
here 4 

He turned to a letter and indicated 
certain sentences. “We have re- 
cently been hearing a lot about 
your remarkable success in busi- 
ness in the past year. In this con- 
nection will you permit us to submit 
our special offer to 
you?” He turned to an- 
other letter: “Last eve- 
ning at the — Trust 
Company I overheard 
several men discussing 
your remarkable _ busi- 
ness genius. In our re- 
cent brief chat you were 
so simple and unaffected 
that it did not occur to 
me what a very import- 


Charles P. Rogge 








" AMON AND PYTHIAS,” they 
might call each other but the re- 
lationship is much more practical than 
that of the two heroic Syracusans. 
Sechtman is at Mr. Rogge’s side constantly 
when they are making their calls on the 
big insurance prospects. Rogge goes in tog 
make the sale, but his “alter ego” remains 


figure out the right approach. 
makes the ammunition, I fire it,” he says. 


Louis Sechtman 


ant person you really 
are.” 

He turned to other 
letters, pointed out other 
passages—references, for 
instance, to a man’s vital 
importance to the success 
of his firm. ‘“‘No man,” 
said Mr. Rogge, “can re- 
sist that sort of compli- 
ment. No man ought to 
—because it is true, and because after 
all every man likes to be appre- 
ciated. I am never familiar—but 
sometimes there is just the lightest 
pat on the shoulder. And I never 
sell my friends—but they are my 
friends afterward. 

“Some time ago,” he continued, “I 
—well, I guess I boasted—that two 
out of any six prominent men could 
be sold more insurance if approached 
in the right way. One of the gentle- 
men dining with me made out a list 
of six men, all prominent in ‘the 
Street,’ and challenged me. In two 
weeks I had seen the six men and 
sold three of them. 


Mr. good-natured game, requiring 


Mr. Rogge credits Mr. 


Sechtman with an uncanny ability to 
“Ee own modest wishes, but at Mr. 
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“The life insurance field hasn't 
even been scratched. Time afte, 
time I have got ‘No’ from men who 
within sixty days, without furthe 
approach on my part, have voluntary. 
ily called on me to write addition 
protection for them. That was hy. 
cause I had planted the seed in th 
right way. But insurance is py } 































































longer groceries, and it cannot be sol 
like groceries. Neither can it 
sold on the old argument of fea 
Why, that approach lost more jp. 
surance than has ever been written, 
It made insurance seem somethi 
ominous and sinister. The average 
man, until recently, until the trys 3 
companies got after him, was yer 
reluctant to make his will. He was 
really afraid to. He was supersti. 
tious. And the same innate, instinc. 
tive superstition held him back from 
insurance. But with us — and our 
doctors—a man is never going 
to die! That’s the way we 
make him feel. 

“That, I hope, does not 
sound frivolous. Perhaps it 
is a reflection of my own sens 
of fun in the game. [I treat 
my vocation as if it were a 


good-natured sportsmanship. 
I find I get a similar reaction 
from most big men.” 

There is no mistaking that 
Mr. Rogge does consider it 
game, and gets a great deal oi 
fun out of it. When he spoke 
of “us,” he was including one 
who must now be brought into 
the picture—much against his 


Rogge’s emphatic insistence. 
For Mr. Rogge has a kind of 
“alter ego” in the person of 
Mr. Louis Sechtman. “De 
mon and Pythias,” Mr. 
Rogge suggested; bt 
the relationship is more 
like that of Bismarck 
and Von Moltke or 
Lindbergh and the Spitit 
of St. Louis. Mr. Secht § Nz 
man is at Mr. Rogges & ta, 
side constantly in the oF § th, 
fice, on all trips, bit th; 
seldom during the inter- 
view. Mr. Rogge credits | 
’ Mr. Sechtman with um § cal 
canny ability to figure out exactly § to 
what is required in a given case. “Ht § |,, 
makes the ammunition, I fire it’ C 
Mr. Sechtman waves the credit aside Uh 
It is a remarkable business teat. lq 
I asked Mr. Rogge to sum th & te 
matter up for the readers of Forsé. 
“There are three cardinal requisites 
for success in the life insurant 
field,” he replied. “They are cout @ ne 
age, tact, and—a sense of hum. SD 
With a sense of humor a man @ 
always laugh and smile at the “right 
time. The big man at heart is simp) 
a big boy. You flatter him when yo 
talk business with a friendly smile 
(Continued on page 32) 
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Now only " 


to telephone 


half way Across the (Continent 




















«t An Advertisement for Bell Long Distance Telephone Service 


Next to how much may be accomplished by long dis- 
tance telephone calls, and the speed with which 
they are now being put through, the most surprising 
thing about them is: How little the calls cost. 

Picture a man in Smith Center, Kansas, geographi- 
cal center of the United States. Under the new station 
(0 station day rates he can now “‘travel’’ to the At- 
lantic or the Pacific coasts and return for $5. From 
Chicago one can go to New York and back for $3.25. 
'0 Los Angeles and return for $6.25. To Dallas and 
feturn for $3.25. All the way to London and back 
for $48. 

Every long distance call is a round-trip jour- 
fey. In a long distance call a man not only 
speaks what is in his mind but gets the answer. 





Mention of “Forbes” insures good service 


From his office in any city, a man whose time is val- 
uable can speed from one concern and market to 
another, regardless of distance, in a few minutes 
and at small expense. 

A Nashville lumber company relies on long dis- 
tance calls for collecting slow accounts. 

A Portland, Oregon, fruit company figures its 
sales overhead, where the telephone is used, at 2%. 
Where personal solicitation only is used, 7%. 

A Chicago miller, by a telephone call to. Philadel- 
phia, costing $3.10, sold 60 carloads of flour for more 
than $100,000. 

Why not let Long Distance help your busi- 
ness? What distant places could you profitably 
reach by telephone, now? . . . Number, please? 
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No man without a sense of humor be- 
longs in the insurance game. No 
man can sell insurance who cannot 
take it as a game. No man can suc- 
ceed without tact—thoughtfulness for 
the other fellow’s problems and points 
of view, weaknesses and conceits. 
As to courage—why, any fool could 
do, with my courage, what I have 
done! 

“Courage, tact, a sense of humor— 
welded together by hard work. And 
as few words as possible. I’ve heard 
many a good man talk himself out 


of big sales. Remember it’s the eye 
to-day, not the ear, that weighs and 
judges. Be aware of the times you 
live in. In dealing with men of af- 
fairs, credit them with knowing the 
fundamentals of every major aspect 
of modern affairs. Don’t waste their 
time telling them what they know. 
Offer them nothing that is not suit- 
able to their needs, and strip your 
proposition as bare as a warship go- 
ing into battle or a prizefighter going 
into the ring. The general adoption 
of these methods would bring a new 


FORBES for November 1, to 


note, not only into insurance, but jp. 
to all selling. I may retire soon, » 
I would like to pass on my methods 
to others. 

“For my methods are simpl 
manship, 1935 model!” Boh 

I thought of “insurance salesmen” 
arguing by the hour to write a $1.0) 
policy, or plodding from door to door 
collecting 50 cents a week premium, 

A wonderful business, that has 
these striving figures at one end— 
and Charles P. Rogge at the other 
end. 


There’s Cash in Your Ideas 


ARGE fortunes have been 
made out of the word, “pro- 
prietaries.” The word means 

that the owner of the article is the 

proprietor or the owner of a trade- 
marked article or line of merchandise. 

Anyone can buy talcum powder 
and season it with scents, but Men- 
nen and Colgate, proprietors of two 
standard trade-marked talcum pow- 
ders, worry very little about the 247 
other known brands. 

Every once in a while a bright 
young man or a bright young woman 
stumbles on to something that works 
wonders. By a little persuasion they 
induce their friends to try the same 
article. If these new users report 
favorably you may have in your 
grasp the makings of a successful 
business and one which will call for 
a trifling investment of money plus 
a whole lot of head work and foot 
work on your part. 

The first thing to do is to assure 
yourself that you are going to enter 
a non-competitive field—that you 
have in your possession something 
that does something different from 
anything that has ever before been 
offered in package form. 

Nu-Skin and Dioxygen will illus- 
trate my point. When a bright young 
man took collodion, put it in a bottle 
and called it Nu-Skin he did the pub- 
lic a service, for it brought the at- 
tention of thousands of people to a 
useful preparation of which, previ- 
ously, they had no knowledge. 


oo oa man who took peroxide of 
hydrogen and labeled it Di- 
oxygen did the same thing. In these 
cases and many others the proprietors 
of trademarks made it convenient for 
the public to buy these articles and 
through their advertising create many 
new users for the products. It takes 
but a very simple thing on which to 
found a business built around a pro- 
prietary. 

First choose for your trade-mark 
a name that any school child can 
pronounce; then select a symbol or 
illustration. Having chosen your 
mame, you will find scores of box, 
can and bottle makers eager to co- 
operate, for these men have learned 
that it is good business to encourage 


By John Daley 


new ideas, as they have seen their 
biggest accounts grow from small 
beginnings. Then search about and 
you will have no trouble in soon find- 
ing businesses that make any article 
for the drug or toilet articles trade 
exactly in accordance with your for- 
mula. Some are equipped to fill your 
packages, and even go so far as to 
ship goods for you, and, for a slight 
commission, do the billing and collect- 
ing. 

All this means that you do not have 
to worry about a factory, bookkeep- 
ing, shipping or anything else that 
goes to make up a payroll. 

A gross, 144 packages, is often 
enough with which to start a pro- 
prietary business. 


OW that you have the goods in 
a beautiful package you have 
really started in business. 

But no one is going to come and 
snatch the goods from you. Go to 
the buyers of retail stores; tell them 
of the virtues you claim for your 


article ; persuade them to use it per- 
sonally, and to get them to agree to 
show it in their stores, and to talk 
about it. 

You will do all the gambling your. 
self and trust to the goods to bri 
home the money. Show confidence 
in what you have to sell when you 
are offering a new article by letting 
the man, who is going to give you 
space on his counters, have the 
with the understanding that he will 


not have to pay for them unless he 
can sell them. 





OWER by radio may bring a 

smile, but the Congressmen who 
voted $40,000 to enable Morse to 
demonstrate the telegraph were 
looked upon as exploiters of the pub- 
lic funds. In the light of events we 
can not appreciate such a lack of 
vision, but are we any more pro 
phetic than their critics? With the 
mistakes of the past and the future in 
mind, let us leave our business men 
free from legislative interference and 
academic regulation to meet and solve 


our business problems.—Floyd A. 
Deahl. 


Construction—a Mass of Industries 
(Continued from page 21) 


cumulations that are becoming avail- 
able. 

Finally, the construction industry 
has a very important relationship 
with another large group of busi- 
nesses, which might be roughly de- 
scribed as. a Sales Division of the 
super-industry. The real estate busi- 
ness is concerned with both land and 
buildings, of course, but land values 
are very largely influenced by poten- 
tialities as building sites, accessibility 
to existing buildings, transportation 
facilities and other values created by 
construction. The real estate busi- 
ness creates and keeps active the mar- 
ket for mew and used buildings of 
all classes, and the market for space 
in buildings which have been erected 
to produce rent-income. It is esti- 
mated that there are close to 12,000 
real estate brokers in the country who 
are actively engaged in the promotion 
of real estate. Some real estate firms 
do a considerable amount of con- 


struction development work on their 
own, financing and erecting buildings 
for sale, thus allying the real estate 
business with the business of com 
struction development companies and 
speculative builders. 

This sketch of the construction it- 
dustry, considered as one department 
of a super-industry which also ir 
cludes the material-producers, the 
financial interests, and the real estate 
and construction development bust 
ness, gives some idea of the enor 
mously diversified relationships that 
construction maintains directly wi 
these allied lines; some conception, 
beyond mere statistical tabulations of 
the value of output and number of 
people employed, of the far-reaching 
importance of construction in ou 
general economic scheme; some fe 
sons why the welfare of the construe 
tion industry is a matter of vital mi 
port to every other business im 
country. 
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STANDARD —Suits most writers. A splendid corres- 





pondence point. 


Medium flexibility. 
general use. 


For home and 


RIGID — Tempered to armor-plate hardness. Will not 








Rad 
a Green shade even under heavy pressure. Unequaled for mani- 
folding. The salesman’s friend. 


STIFF — FINE —Writes without pressure. Makes a 





thin, clear line and small figures with unerring 
accuracy. Popular with accountants. 


FLEXIBLE—FINE—As resilient as a watch-spring. 


a 
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$700 


AGumber 


even 


Six styles of pen 
point. Gradua- 
ted from fine to 


Desk Set No. 7167—On 
gold finished frame a 


3 x 44; price $18.00 


AN, 


PS 


aan tee 


Desk pens may be had in alt color 





a? 


Fine, tapered point; ground fine to shade at any 
angle. Loved by stenographers. 


BLUNT—An improved stub point. This point 





ae 


makes a broad line. May be held i ition. 
Liked by rapid clean i li att 





ROUNDED ~— A different pen point. The tip 
is ball shape. Makes a heavy, characteristic line 
without pressure. Suits left-handed writers. 


The Color Band Inlay on 
the Cap Identifies the 
Character of Every Pen Point 


Waterman's 
Number 


G |re popular way today is to pick your pen 
point by color. Thousands by this simple 
method are now enjoying real writing com- 
fort for the first time. Quickly and accurately, 
from six different styles, you select the pen 
point best suited to your way of writing. The 
perfectly balanced No. 7 stainless holder of 
Ripple Rubber, fitted with a personally selected 
point, assures permanent fountain pen satis- 
faction. Without further delay ask the nearest 
merchant to show you all six styles of No. 7. 





os “i 











Number Seven Desk Sets 


The same accurate method for securing perfect pen point performance is now 
available in Waterman’s new movable Gyrotinaeeh Desk Sets. By far the 
most practical desk ornaments ever offered. Of onyx and marble in modern- 
ized classical outlines, they are creations of rare beauty. And the Special 
No. 7 pens, with color band inlay on artistic tapering holders of Ripple- 
Blugreen, Ripple-Olive and Ripple-Rose, complete a variety of ensembles of 
exceptional charm. Ideal for office or home use, or, as gifts of distinction. 





L. E. Waterman Company, 191 Broadway, New York 


Chicago ston San Francisco Montreal 
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No man without a sense of humor be- 


longs in the insurance game. No 
man can sell insurance who cannot 
take it as a game. No man can suc- 
ceed without tact—thoughtfulness for 
the other fellow’s problems and points 
of view, weaknesses and conceits. 
As to courage—why, any fool could 
do, with my courage, what I have 
done! 

“Courage, tact, a sense of humor— 
welded together by hard work. And 
as few words as possible. I’ve heard 


of big sales. Remember it’s the eye 
to-day, not the ear, that weighs and 
judges. Be aware of the times you 
live in. In dealing with men of af- 
fairs, credit them with knowing the 
fundamentals of every major aspect 
of modern affairs. Don’t waste their 
time telling them what they know. 
Offer them nothing that is not suit- 
able to their needs, and strip your 
proposition as bare as a warship go- 
ing into battle or a prizefighter going 
into the ring. The general adoption 
of these methods would bring a new 





FORBES for November 1, 92 


note, not only into insurance, but jp. 
to all selling. I may retire soon, » 
I would like to pass on my methods 
to others. 

“For my methods are simpl 
manship, 1935 model!” Py Sales 

I thought of “insurance salesmen,” 
arguing by the hour to write a $1,00 
policy, or plodding from door to door 
collecting 50 cents a week premium, 

A wonderful business, that has 
these striving figures at one end— 
and Charles P. Rogge at the other 
end. 
















There’s Cash in Your Ideas 


many a good man talk himself out 
ARGE fortunes have _ been 
made out of the word, “pro- 


L prietaries.” The word means 
that the owner of the article is the 
proprietor or the owner of a trade- 
marked article or line of merchandise. 

Anyone can buy talcum powder 
and season it with scents, but Men- 
nen and Colgate, proprietors of two 
standard trade-marked talcum pow- 
ders, worry very little about the 247 
other known brands. 

Every once in a while a bright 
young man or a bright young woman 
stumbles on to something that works 
wonders. By a little persuasion they 
induce their friends to try the same 
article. If these new users report 
favorably you may have in your 
grasp the makings of a successful 
business and one which will call for 
a trifling investment of money plus 
a whole lot of head work and foot 
work on your part. 

The first thing to do is to assure 
yourself that you are going to enter 
a non-competitive field—that you 
have in your possession something 
that does something different from 
anything that has ever before been 
offered in package form. 

Nu-Skin and Dioxygen will illus- 
trate my point. When a bright young 
man took collodion, put it in a bottle 
and called it Nu-Skin he did the pub- 
lic a service, for it brought the at- 
tention of thousands of people to a 


useful preparation of which, previ- 
ously, they had no knowledge. 


HE man who took peroxide of 
hydrogen and labeled it Di- 
oxygen did the same thing. In these 
cases and many others the proprietors 
of trademarks made it convenient for 
the public to buy these articles and 
through their advertising create many 
new users for the products. It takes 
but a very simple thing on which to 
found a business built around a pro- 
prietary. 
First choose for your trade-mark 
a name that any school child can 
pronounce; then select a symbol or 
illustration. Having chosen your 
mame, you will find scores of box, 
can and bottle makers eager to co- 
operate, for these men have learned 
that it is good business to encourage 


By John Daley 


new ideas, as they have seen their 
biggest accounts grow from small 
beginnings. Then search about and 
you will have no trouble in soon find- 
ing businesses that make any article 
for the drug or toilet articles trade 
exactly in accordance with your for- 
mula. Some are equipped to fill your 
packages, and even go so far as to 
ship goods for you, and, for a slight 
commission, do the billing and collect- 
ing. 

All this means that you do not have 
to worry about a factory, bookkeep- 
ing, shipping or anything else that 
goes to make up a payroll. 

A gross, 144 packages, is often 
enough with, which to start a pro- 
prietary business. 


OW that you have the goods in 
a beautiful package you have 
really started in business. 

But no one is going to come and 
snatch the goods from you. Go to 
the buyers of retail stores; tell them 
of the virtues you claim for your 


article ; persuade them to use it per- 
sonally, and to get them to agree to 
show it in their stores, and to talk 
about it. 

You will do all the gambling your. 
self and trust to the goods to bring 
home the money. Show confidence 
in what you have to sell when you 
are offering a new article by letting 
the man, who is going to give you 
space on his counters, have the goods 
with the understanding that he wil 
not have to pay for them unless he 
can sell them. 





Poe by radio may bring a 
smile, but the Congressmen who 
voted $40,000 to enable Morse to 
demonstrate the telegraph were 
looked upon as exploiters of the pub- 
lic funds. In the light of events we 
can not appreciate such a lack of 
vision, but are we any more pro 
phetic than their critics? With the 
mistakes of the past and the future in 
mind, let us leave our business men 
free from legislative interference and 
academic regulation to meet and solve 
our business problems.—Floyd A. 
Deahl. 


Construction—a Mass of Industries 
(Continued from page 21) 


cumulations that are becoming avail- 
able. 

Finally, the construction industry 
has a very important relationship 
with another large group of busi- 
nesses, which might be roughly de- 
scribed as a Sales Division of the 
super-industry. The real estate busi- 
ness is concerned with both land and 
buildings, of course, but land values 
are very largely influenced by poten- 
tialities as building sites, accessibility 
to existing buildings, transportation 
facilities and other values created by 
construction. The real estate busi- 
ness creates and keeps active the mar- 
ket for mew and used buildings of 
all classes, and the market for space 
in buildings which have been erected 
to produce rent-income. It is esti- 
mated that there are close to 12,000 
real estate brokers in the country who 
are actively engaged in the promotion 
of real estate. Some real estate firms 
do a considerable amount of con- 


struction development work on their 
own, financing and erecting buildings 
for sale, thus allying the real estate 
business with the business of coir 
struction development companies and 
speculative builders. 

This sketch of the construction it 
dustry, considered as one departmett 
of a super-industry which also i 
cludes the material-producers, the 
financial interests, and the real estalt 
and construction development bis 
ness, gives some idea of the enor 
mously diversified relationships th 
construction maintains directly ¥ 
these allied lines; some concept, 
beyond mere statistical tabulations af 
the value of output and number? 
people employed, of the far-reachilf 
importance of construction in of 
general economic scheme; some 1 
sons why the welfare of the consttit 
tion industry is a matter of vital i 
port to every other business if 
country. 
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STANDARD —Suits most writers. A splendid - 
. ss dg pondence point. Medium flexibility. For Sean end 
general use. 
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$700 


AGumber 
even 


Six styles of pen 
point. Gradua- 
ted from fine to 
blunt. 


Desk Set No. 7167—Onyx base, green 
gold finished frame and name plate, 
3 x 44; price $18.00 : 


RIGID — Tempered to armor-plate hard . Will 
ae Green shade even under heavy pressure. "‘leteeded for eer 


folding. The salesman’‘s friend. 





STIFF —FINE—Writes without pressure. Mak. 
pi — a thin, clear line and “a iene ob iaeaabne 


accuracy. Popular with accountants. 


r( D; FLEXIBLE—FINE—As resilient as tch-spring. 
oe {Se ink Fine, tapered point; ground fine fas ae oe 


angle. Loved by stenographers. 


BLUNT—An improved stub point. Thi i 
— a 3-2 makes a broad line. May be held in any ree > 
Liked by rapid writers, 
a eo ee ROUNDED -—A different pen point. The ti 
Sieg, | : s : So Mellow is ball shape. Makes a heavy, nhamnecntiaiie tne 


without pressure. Suits left-handed writers. 


The Color Band Inlay on 
the Cap Identifies the 
Character of Every Pen Point 


Waterman's 
Number 


he popular way today is to pick your pen 

point by color. Thousands by this simple 
method are now enjoying real writing com- 
fort for the first time. Quickly and accurately, 
from six different styles, you select the pen 
point best suited to your way of writing. The 
perfectly balanced No. 7 stainless holder of 
Ripple Rubber, fitted with a personally selected 
point, assures permanent fountain pen satis- 
faction. Without further delay ask the nearest 
merchant to show you all six styles of No. 7. 


Number Seven Desk Sets 


The same accurate method for securing perfect pen point performance is now 
available in Waterman’s new movable Greodicas Desk Sets. By far the 
most practical desk ornaments ever offered. Of onyx and marble in modern- 
ized classical outlines, they are creations of rare beauty. And the Special 
No. 7 pens, with color band inlay on artistic tapering holders of Ripple- 
Blugreen, Ripple-Olive and Ripple-Rose, complete a variety of ensembles of 
exceptional charm. Ideal for office or home use, or, as gifts of distinction. 


















L. E. Waterman Company, 191 Broadway, New York 


Chicago Boston San Francisco Montreal 


























Desk pens may be had in all color 




















YOUR BEST 
CUSTOMERS 


are your competitors 
best prospects 


~~ 
¢ 
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HEN you fish, you go where 

you believe fishing to be 
good. When you hunt, you go 
where you think there is game. 
When you are after business, you 
go where business is.  Fishless 
streams, gameless country, arid 
markets are not knowingly sought 
by any man with a predilection for 
results. 
It is obvious then why your best 
customers are your competitors’ 
best prospects. They are known 
producers of rich profits. The 
keenest directing minds, the most 
resourceful salesmen combine their 
efforts to divert these profits into 
a competitive till. 
Whether this diversion will be 
prevented depends not altogether 
upon your ability to out-think and 
out-sell your competitors, but 
largely upon the loyalty of your 
customers. How strong is the bond 


ST. PAUL - SAULT STE. MARIE - CHICAGO = NEW YORK = SAN FRANCISCO 


HAVANA = MEXICO CITY =- 







; si 
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by which you hold them? If you 
render a satisfactory service, if 
your goods fill your customers’ 
needs, you have established the 
basis of loyalty, it is true. But 
don’t forget that loyalty is strength- 
ened tenfold by friendship. 

To keep your customers make 
them feel this personal relationship. 
Make them feel your own friend- 
liness. You can do it through 
Remembrance Advertising. 
Remembrance Advertising is the 
friendliest advertising in the world. 
It is friendly both in expression and 
in intent. Let us tell you about it 
—how it fills a gap in the campaigns 
of corporations spending millions 
in national advertising—how it does 
a complete advertising job for the 
small business concern. Send for 
booklet. A Remembrance Advertis- 
ing plan for your business will be 
outlined on request. No obligation. 


HONOLULU 


BROWN & BIGELOW 


Remembrance Advertising 





No obligation incurred. 
Name_ 


Brown & Bicetow, Dept. M, St. Paul, Minnesota 
Please outline Remembrance Advertising plan for my business, and send booklet. 








Nature of Business 





Address 
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ONALDSON BROWN, vice- 
D president, General Motors Cor- 
ration, regards correct forecasting 
and planning as the most vital essen- 
tial if we are to 
maintain indus- 
trial prosperity. 
He puts the 
thought in the 
form of a per- 
sonal experience: 
“A friend, of 
precise and ana- 
lytical habit of 
mind, gave expression to a thought 
after foozeling a very easy golf ap- 
proach. For many years, this gen- 
fleman, in an apparent futile pursuit 
of par, had given intensive study to 
form and stance and all those intrica- 
cies of execution so enamoring to the 
mind of both the tired and the retired 
business man. But the more he 
studied the theory of the game, the 
less effective he seemed to become in 
playing it. Finally, in desperation 
he put into words what most of us 
have thought at one time or another. 
‘If I only could find,’ he said, ‘some 
practical way of telling where the 
damn ball is going to go when I[ hit 
it, 1 would be able to play a respect- 
able game !’ 

“IT am sure that most of us have 
had this same thought, not only about 
golf, but also about business. If we 
could only find some simple and prac- 
tical way to forecast the future fluc- 
tuations in demand, how much easier 
would become the task of properly 
controlling industrial activity! It 
would remove many of the most dan- 
gerous hazards from the course of 
business and enable us to play a bet- 
ter and more consistent game.” 


LONEL ERNEST McCUL- 

LOUGH, the consulting engi- 
neer, was amused with the story that 
appeared recently in Forses about 
Philip D. Armour and the thirty-dol- 
lar suit. He knew Mr. Armour’s 
suit giving habit, having been the 
recipient of such gifts. 

After he graduated from high 
school in Wyandotte, Kansas, he en- 
tered the employ of the Armour 
Packing Company in Kansas City, 
Missouri, finally becoming a sales- 
man. His father went to San Fran- 
cisco in 1885 to represent the Armour 
interests on the Pacific Coast and 
took his son with him. 

When he broke the news to his 
father that he intended entering a 
technical school, his father told Mr. 
Armour and the latter, the immortal 
Phil,” undertook to give the boy 
some advice. 

“If you want to study for the fun 
of it, all right, Ernie,” he said; “but 
if you want to earn a living you must 
§0 into a good business.” 

‘“What business would you advise, 

t. Armour ?” 

“Shucks. Go into one that you 

K you will like, but if you get far 
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away from the belly or the back you 
will have hard sledding.” 

“And,” said the Colonel, “it has 
been even so.” 


ERBERT HOOVER’S “se- 
cret”’ as he outlines it, is very 
simple: 

“You have heard of the old saying, 
‘There is someone who knows how 
to do that thing better than anyone 
else; find him, 

“We operate on that principle. 
After deciding what needs to be done, 
select the man who can do it; give 
him a desk, but don’t give him a 
chart. Let him use his initiative. 

“He'll select others he knows can 
do what has to be done. They'll se- 
lect others and so on until there is 
functioning a group of loyal people 
selected for their particular work, 
exercising their own initiative, and 
doing a day’s work—one day’s work 
after another.” 

The apex of this business pyramid 
would appear to be a leader, rather 
than a “hard boss.” 

“There is plenty of material from 
which to choose,” Hoover declares. 
“The problem is to select the best. 
Especially here in America is 
there good leadership, more than in 
any other country: that fact alone 
might well make one optimistic about 
the country’s future.” 


Gs H. JONES, chairman 
of Standard Oil of New.Jer- 
sey, rose to make a speech at an an- 
nual meeting of Standard Oil men 
two or three years 
ago. He astound- 
ed them by the 
amazing grasp of 
detail he dis- 
played. 

Millions in bar- 
rels and in dol- 
lars, correctly ap- 
portioned to dis- 
tricts and refineries, shipping, pipe 
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lines and sales groups rolled off 
his tongue—an exhaustive history of 
achievement, some part vital to each 
man there, since each had had a hand 
in building the totals. 

To a friend later he showed that 
speech. It fitted into the palm of his 
hand. 

He began his business life as a 
stenographer and bookkeeper, and 
writes a copper-plate short-hand still. 
This speeech was done into almost 
microscopic shorthand on a long strip 
of paper which folded small enough 
to fit the palm. 

Although all this “unremember- 
able” detail was there in his hand 
ready to be tapped—he actually did 
not look at it. He remembered! 

He claims it was luck, as much: as 
anything, which put him where he 
is; but associates look at such feats 
as this one and declare it was brains 
and work-capacity which brought him 
from a bookkeeper’s desk in’ Oil City, 
Pennsylvania, to the paneled room 
high in 26 Broadway. 


R J. CROMIE, publisher of the 
e Vancouver Sun, is regarded by 
shrewd judges of men as a business 
genius. 


He was secretary to Gen- 
eral Jack Stewart, 
railroad builder, 
and has been as- 
sociated with Ca- 


nadian develop- 
ment in many 
lines. The story 


of his rise is best 
told in an anec- 

' dote related by a 
commercial traveler from the East 





‘who spent a lifetime calling on cus- 


tomers in Canadian territory : 

“T was stopping in a hotel down 
in a little Quebec city. It was a hot 
evening and I had been lying there 
on the bed reading. I began to feel 
a bit parched and dry, so I rang for 
a boy. When he came I ordered a 
glass of ice water. He was back in 
a minute or two, set down the glass 
and a tumbler on the stand and 
started for the door. I reached in 
my pocket and pulled out a quarter. 

“ ‘Here,’ I said. ‘Just a minute. 
There’s a tip.’ I flipped the quarter 
through the air and it landed at his 
feet. He picked it up gravely, 
reached in his pocket and got some 
change, then came over and gave me 
a ten cent piece and a nickel. 


“When I gasped a protest he said 
very seriously, “Ten cents is enough 
to pay for a glass of ice water.’ 

“Well, say, no bell boy ever said 
that to anyone before or after in the 
history of the world. It nearly struck 
me dumb. I began to take an inter- 
est in the one and only bell boy of his 
kind. ‘What’s your name, sonny?’ 
I asked. ‘Bobby Cromie,’ he said.” 

The story indicates a certain inde- 
pendence and ready departure from 
the conventional that has been passed 
on from boy to man. 


FARGO CLIPPER SEDAN — ideal for salesmen, 
for merchandise display, for station wagon or bus 
service. Seating capacity can be provided for nine, 
with seats instantly removable to permit use of 
compartment for standard load. 


Vast production permits such engineering and 
manufacturing refinements as the die-moulded 
rear corners that add to Fargo beauty and con- 
struction. Rear doors are equipped with heavy-duty 
door checks. Key-locking handles are also provided 
for the rear doors, with key interchangeable for 
front and rear doors. 


Selected hardwood interior is in natural finish. Hand- 
some instrument panel, vision-ventilating windshield, 
rubber mat, well-placed controls, floor draft plates, 
genuine leather seats unusually comfort ble for the 
driver,are Fargo features,unusual in commercialcars. 
Pillars, roofrails and sills are of sturdy construction. 
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FARGO PACKET PANEL 
( Complete with Body ) 


SSS 


F.0.B. DETROIT 


Now, in the New ¥%-ton Fargo Packet and in the 
%-ton Fargo Clipper —first of a new series of deliv- 
ery trucks—Chrysler enters the commercial car field. 
Announcement of the 1-, 142- and 2-ton trucks wil 
be made later. 


In these commercial cars low-cost transportation 
receives tremendous advantages from the smartness, 
power, dependability and economical operation which 
have lifted Chrysler, in four years, to its preset 
position of leadership. 


From the day that the first great wave of Chryskt 
preference swept over the country, American busines 
has insistently demanded commercial cars worthy of 
Chrysler traditions. 


The New Fargoisessentially and unmistakably Chryslet 


It brings to the business world commercial cars, de 
signed and built for commercial purposes, which a:¢® 
themselves advertisements of the progressiveness, high 
standing and efficiency of the merchants whom they se 
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In both the one-half and the three-quarter ton 
‘apacities—in four-cylinder and six-cylinder 
lypes—Fargo clearly establishes the results 
which artistic designing skill can produce in 
ars of strictly utilitarian purpose. 


Here, for the first time in standard production, 
jou obtain the type of construction and the 
distinctive appearance you have in the past 
pected only in special custom-built com- 
netcial bodies. 


To this entirely new phase of practical beauty, 
the New Fargo adds a new degree of economy 
operation, dependability, service assurance 


FARGO MOTOR CORPORATION, DETROIT, MICHIGAN | 
{ Division of Chrysler Corporation} 





Mention of “Forbes” insures good service 


and performance brought about by enginees. 
ing developments in the ‘Silver-Dome”’ 
high-comptession engine, using any gasoline. 


Any Fargo dealer will gladly arrange to dem- 
onstrate the superiority of the Fargo—and to 
prove to you the economic advantages which 
Chrysler Standardized Quality now makes 


available for your business cars. 
a LA e 


Fargo %-Ton Packet Prices— Panel $795; Sedan $895; Chassis $545. 
Fargo %-Ton Clipper Prices—Panel $975; Sedan $1075; Chassis $725. 
{ Prices of the Fargo 1-, 1% and 2-ton trucks will be announced later.} 


All prices f. o. b. Detroit. Fargo dealers are in a position to extend 
the convenience of time payments. 
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ECOGNITION should not be 
granted to the Soviet Govern- 
ment by the United States. Moscow 
should, first of all, stop all of its 
subversive activities in the United 
States; second, reimburse American 
citizens for the property stolen from 
them ; third, pay its debts to our Gov- 
ernment, and fourth, establish a re- 
“gime which, recognizing the sanctity 
of international obligations, would be 
fit to associate with civilized nations. 
—Matthew Woll, vice-president, Am- 
erican Federation of Labor. 
* t¢. 

There are men who believe they 
are honest and yet practice a small 
element of dishonesty under the be- 
lief that it is shrewdness.—Exchange. 

Ss 

A_business man should have four 
Wills and here they are: A good will 
made in favor of his family ; the good 
will of the public; the good will of 
those who work with him, not just 
for him; and the good will of his 
banker.—The Silent Partner. 

x * * 

Doing something for somebody is 
the quickest way I know to plant, 
raise and harvest a crop of happiness. 
—Col. William C. Hunter. 


* + © 
BLE administrators, _ skilled 
workers, professional and 


moral leaders cannot be made by 
birth or money. They cannot be se- 
lected by divine right or through 
bureaucracy. Nor can their ranks 
be filled from a limited class. Our 
leadership can be found and it will 
be sympathetic to our ideals if we 
maintain the decency and dignity of 
family life; if we maintain free and 
universal education; if we maintain 
for every individual an equality of 
opportunity to attain that position in 
the community to which his character 
and his ability entitle him. Then our 
supply of leadership will stream for- 
ward of its own impulse.—Herbert 
Hoover. 
ee oe 

No men can act with effect who 
do not act in concert; no men can 
act in concert who do not act with 
confidence ; no men can act with con- 
fidence who are not bound together 
with common opinions, common af- 
fections, and common interests.— 
Burke. 

From J. Stanley Bien, Lansing, Mich. 


— 


HE government in business may 

waste time and money without 
rendering service. In the end the 
public pays in taxes. The corpora- 
tion cannot waste or it will fail. It 
cannot make unfair rulings or give 
high-handed, expensive service, for 
there are not enough people willing 
to accept inferior service to make a 
volume of business that will pay 
dividends.—Henry Ford. 

s + 


The present renewed interest in 
voting is a fine sign of the times and 
in line with Christ’s spirit. Were 


‘Jesus on earth to-day He would vote. 


He was not phlegmatic about the 
State of His day. Jesus dreamed of 
His disciples reshaping the social 
order, as well as individual souls— 
and to that purpose political. interest 
is essential—The Rev. Dr. Henry 
C. Offerman. 





A Gext 


O your way, eat the fat, and 
drink the sweet, and send por- 
tions unto them for whom noth- 
ing is prepared.—Nehemiah 8:10. 
Sent in by F. D. Niedemeyer, 
Perth Amboy, N. J. What is 
your favorite text? A Forbes 
book is presented to senders of 
texts used 











Blessed be the man who thinks 
and talks with facts! He is needed 
in the world to-day, where more is 
being wasted and more money spent 
by doing things wrong than by not 
doing them at all. To the man with 
facts life offers greater resources, 
greater responsibilities and more 
satisfactory achievements than at 


any period in  history.—Electrical 
World. 
owe 
What America needs is evangelism, 
something that will set the people 
afire with love of.Christ. Nobody 
ever followed an ice wagon. They 
follow the fire engine, which seems 
alive and breathes fire—The Rev. 
Henry Bell Hodgkins. 





Send us sparkling “Thoughts,” and 
we will send you a Forbes book if your 
contributon is printed. If not com- 
posed by you, state source of quotation 
and author's name. Names of winners 
will be. printed 





A R. ERSKINE, president (j 
e the Studebaker Corporation 
reduces the objects of  successf) 
management to three: 

1. Keeping faith with the public 

2. Reasonable and fair treatmey 
of employees. 

3. Making profits for the owne; 
of the business. 

“Management which attains they 
goals will be generally regarded x 
successful management,” he 
Mr. Erskine believes that an efficient 
accounting system is one of th 
necessities of good management. “Big 
business, and small business aly 
after it passes. the stage of one-ma 
control, cannot be successfully oper 
ated without an accounting gy 
tem.” 

x * * 


The most significant social service 
is not rendered in and through pub- 
lic movements, but is rendered in ant 
through private business and pro 
fessions.—Glenn Frank, president o/ 
University of Wisconsin. ’ 

From Albert L. McRill, Oklahoma City, 
Okla. 

e 2% 


NEW type of business man ha 
emerged very rapidly durig 
recent years. This new busines 
leader is a man of vision. Hes 
educated, educated either by his ow 
efforts entirely or through the assit 
ance of a college. He is a dail 
student of social and economic cor 
ditions throughout the world. He 
Jeads a large life. He is broadmindel 
He thinks in national and intem 
tional terms. President Lowell « 
Harvard, speaking of modern bg 
business, calls it the “oldest of tht 
arts and the newest of the proit 
sions.” Business has developed inti 
a profession.—Charles Cason, vit 
president, Chemical National Banh 
of New York. 
* 


* * 


One sound always comes to th 
ear that is open, it is the steal] 
drumbeat of Duty. No music mt 
perhaps—only a dry rub-a-dub. Ab 
but that steady beat marks the tit 
for the whole orchestra of earth 
heaven! It says to you: “Do yn 
work—do the duty nearest you 
Keep step to that drum-beat, and ti 
dullest march is taking you home~ 
George S. Merriam. 
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A manufacturer saved $11,000 

















HEREVER National Accounting Machines have been installed 
results can be definitely measured in dollars saved. 


The three instances mentioned here, Paramount Famous Players 
Lasky Corporation, Household Furniture Company of San Antonio, 
and Bauer & Black of Chicago, are not unusual or exceptional. 


In the large office and the small, wherever accounts are posted or 
wherever sales and cost figures must be analyzed and classified, there 
are opportunities for savings which are not possible with other 
methods. 


A small office in Newark, N. J., saved $262 a month by installing one 
machine. A credit jeweler in Detroit reports that one machine is 
saving twice its cost each year through reduction in clerk hire. 
Similar examples covering every line of business could be given al- 
most without limit. 


Money saved is just one of the advantages of this equipment. In- 
creased accuracy, work up to date, less time for reports, postings com- 
pleted at the time the original entry is made, all these are advantages 
which make this machine far exceed the expectations of those who in- 
stall it. 


Our Accounting Machine Division at Dayton or our repre- 
sentative in your city will be glad to give detailed information. 


The National Accounting Machine 
Product of The National Cash Register Company 


Dayton, Ohio 
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A motion picture company saved $22,000 
A furniture house saved $12,000 





See 
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The Pulp 
and Paper 
Industry is 


Moving West 


By T. Edward Lloyd 


O nation has a paper appetite 
N like Uncle Sam. In 1927 he 

demanded’ 200 pounds of 
paper of all kinds to satisfy the de- 
mands of each of his 120,000,000 
citizens, a national consumption of 
12,000,000 tons. That’s what it was 
in 1927, but his appetite is growing. 
Between 1914 and 1925 he virtually 
doubled his annual paper consump- 
tion, going from 5,490,000 tons to 
10,580,000 tons, and the indication is 
that by 1930 Uncle Sam will ask for 
13,500,000 tons before he calls it a 
full meal. 

Our newspapers and periodicals, 
of course, have had much to do with 
this increasing consumption. In 1880 
we were satisfied with a per capita 
annual consumption of only three 
pounds of newsprint, but in 1926 we 
had to have 60 pounds. 


S nearly as can be ascertained 

world production of newsprint 
in 1927 was 6,600,000 tons. North 
American production was more than 
28 per cent. of this total and con- 
sumption even greater. 

But, further than that, consider 
our present method of buying pack- 
aged goods—all in paper—the dis- 
placement of wooden and other con- 
tainers by those made of wood fibre, 
the increasing trend for sanitation 
with the attendant demand for paper 
wrappers and the kindred changes in 
our life which go to explain why 
Uncle Sam needed 200 pounds of 
paper in 1927 for each citizen, while 
England got along with 80 pounds, 
Germany with 45, Russia with only 
5, and many other nations with 
scarcely any. 

To-day the fibre from wood—cellu- 
lose—is used not only to make these 






Feverish Activity on Pacific Coast Re- 
sults from Tremendous Paper Appetite 
of Uncle Sam—An Industrial Review 


thousands of tons of paper, but to 
make rayon silks, explosives, roofing, 
wall board, paints, and is even becom- 
ing a real competitor of cotton. 

Wood is the backbone of to-day’s 
paper although wood pulp as a paper 
source has been developed largely 
since the days of the Civil War. Our 
voracious paper appetite has taken its 
toll of our pulp timber resources in 
astonishing fashion until the picture 
is changing at a rate that is causing 
concern. 

Our earlier mills were centered in 
New England, but as they dug more 
deeply into the forests the industry 
spread into Michigan, Wisconsin and 
Minnesota. These States in turn 
swung a ruthless ax and many of 
the mills to-day have no wood in 
sight. In 1926 we had to have 
5,489,417 cords of wood to meet the 
demands of American mills, but we 
had to reach across the border for 
1,276,490 of these cords. As an indi- 
cation of the extremities which the 
situation has reached experimental 
shipments of pulpwood have even 
been brought in from Scandinavia 
and Russia. 

The wood which we have been 
unable to find in our own forests has 
come from Canada. Much of the 
Canadian wood can be brought down 
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The large tree 


is a Douglas fir, 
The left is a 
hemlock 


to the shore of 
the Great Lakes 
with facility 
and from that 
point it is am 
easy matter to 
tow across the 
lakes. Many of 
the mills are 
easily reached 
from the lake 
shores on the 
American side. 
Canada has not looked too favor- 
ably upon this outgo of raw material 
The result has been that American cap- 
ital has moved across the border and 
followed the forests into Quebec and 
Ontario. The growth of the Cat 
adian news print industry has been 
meteric. In 1913 the United States 
made 1,300,000 tons of newsprint 
and Canada made only 300,000 tons. 
But in 1926 Canada sailed past and 
the 1927 figures show that Canada 
had made 2,086,949 tons of news 
print during the year whereas the 
United States could only muster 
1,485,495 tons. That is the trend 
The American mills with their wast 
ed supplies of wood are finding t 
increasingly difficult to stay on news 
print production and are being forced 
into production of the better grades 
of paper. It is needless to state that 
the comparatively small population 0 
Canada could find no use fort 
more than 2,000,000 tons of news 
print produced and that of the % 
per cent. exported the overwhelming 
portion came to the United States. 
In addition to the huge demands 
that the United States has been mia 
ing on Canada for pulp wood 
newsprint, our Eastern and Mi 
West mills have had to go outside ® 
inake up the deficiencies which 
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fany of 
ls are 
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ee" Foe comparisons with last week... With the help of Elliott-Fisher accounting- 
on the writing equipment, this invaluable daily informa- 


n side. last month .. . last JCat—On YOut — sonis easy to obtain. Elliott-Fisher’s remarkable 


favor- 


terial, desk each day at nine capacity to combine details and simplify complex 
an cap- operations does the job. Elliott-Fisher fits smoothly 


- e AR-SIGHTED business men are now securing into any established accounting system—and im- 


e Can- ) firmer, closer control of their business with- proves it almost beyond belief. 
s been § out adding a single name to their payrolls. Thousands of firms are using the Elliott-Fisher 


States : . F : : 
wsptil To their desks each morning at nine comes a_ method for business control. If you will ask your 


0 tons, § complete report of what happened in every de- secretary to fill out and mail the coupon, we will 


wb: partment yesterday. Sales; inventory, production, immediately send you complete details showing 
L : ° 
news | cash, stocks—all the vital figures are there. Com- how this method can 


as the § parisons with any previous period are easy. profitably be used in 
‘oa You, too, can get a picture of your business your own business. 
- wast: | ‘aily—instead of monthly. You can have daily 
ling t § facts for daily decisions. You need never be more 
‘tou than twenty-four hours behind the actual oper- 


grades § tions of your business. 
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pulp mills could not meet. In the 
past five years the American pulp 
mills have demanded an average of 
5,400,000 tons of pulp annwally. Of 
this amount they had to go to Canada 
and Europe, principally to: Norway, 
Sweden, and Finland, for about 1,- 
400,000 tons each year. 

This increasing dependence of the 
United States on outside sources to 
satiate the paper appetite has turned 
attention to the pulp timber resources 
still existing within the Nation’s 
borders. There are two principal 
sources remaining, the South and the 
Pacific Coast. 

The South has great stands of pine 
and the warm climate is conducive to 
rapid growth of pulp timber. Labor 
costs there, too, are favorably low. 
Some invasion of this Southern tim- 
ber has already been made by the 
pulp mills, but pine is a resinous 
wood and resinous woods under 
present known methods of manufac- 
ture lend themselves readily only to 
the sulphate pulp process. Sulphate, 
or kraft, meaning “strong” pulp 
finds its chief use in wrapping papers. 
Thus, while the potential develop- 
ment of the South for the wrapping 
paper industry is very good, it is 
readily seen that a general develop- 
ment to include all grades of pulp and 
paper is limited until the discovery of 
new reduction processes. 


HE Pacific Coast, however—and 

we refer now to the Douglas fir 
region which stretches from about the 
California-Oregon line to Southeast- 
ern Alaska, and from the Pacific 
ocean to the Cascade Mountains— 
has three principal pulp species, and 
from this selection all classes of 
pulp can and are being made. These 
three are the Douglas fir, Western 
hemlock, and the Sitka spruce. There 
are others, the pines of California, 
Eastern Washington and Oregon, 
Idaho, Montana and interior British 
Columbia, all of which will help to 
meet our paper appetite in the future, 
but which are not in the immediate 
economic picture. 

This coastal belt of timber has 
come rapidly to the fore as a pulp 
and paper manufacturing center in 
the past two or three years. There 
are a number of very good reasons 
behind this development, some of 
which are enumerated below. 

The moist and equitable climate of 
the Coastal timber belt is very condu- 
cive to the growth of pulp timber. 
Not only can a suitable pulp timber 
tree be grown in fifteen years as 
compared to thirty or more years in 
Wisconsin or Quebec, but against a 
stand of 6 to 8 cords of wood to the 
acre there, the Pacific Coast will pro- 
duce from 20 to 40 and even as much 
as 100 cords per acre on the second 
growth lands, the higher growths be- 
ing attained in the Coastal fog belt, 


where the rainfall is 100 inches a 
year. 

The Coastal belt is narrow. and 
dotted with protected salt water har- 
bors. Such an arrangement permits 
the building of mills on tide water 
where deep sea shipping can serve 
them directly and at the same time 
does not necessitate going far afield 
for wood. 

Ready access to ocean carriers 
means that the markets of the coun- 
try, lying in the thickly populated 
Eastern States, can be reached on a 
competitive basis through the Pana- 
ma Canal. 

Cheap power, an important requi- 
site in pulp and paper manufacture, is 
a further asset of the Pacific Coast, 
thanks again to the moisture laden 
winds from over the Pacific and the 
mountainous slopes to catch the rain. 


THER raw materials necessary 
to paper manufacture are as 
readily available to the Pacific Coast 
as in the other sections of the country. 
Lime rock is plentiful on the Pacific 
Coast. Sulphur, another important 
element in pulp manufacture, comes 
at a low water rate from the fields 
in Texas through the Panama Canal. 
Thus far, we see, the stage is nicely 
set for economical manufacture on 
the Pacific Coast. The assets named 
are natural ones, over which man has 
no control. Another important ele- 
ment is laid directly at the door of 
man. It is the method of logging on 
the Pacific Coast and the man-made 
economic situation which brought 
about those conditions. 

Western hemlock—and this, by the 
way, is not to be confused with the 
Eastern hemlock—is an_ excellent 
pulp wood. As a wood for lumber it 
has been classed as a weed until very 
recent years when a little research on 
the part of the lumberman has shown 
it to have some superior qualities for 
flooring and other lumber uses. But 
Nature in her scheme of things has 
not seen fit to plant pure stands of 
Douglas fir or Western hemlock or 
Sitka spruce. She has quite liberally 
mixed them up. The logger has been 
after the fir only, but he has had to 
meet Pacific Coast conditions and 
battle the big trees with big machin- 
ery. Big machinery costs money to 
operate. You have to have volume 
production and you can’t afford to 
fool with the little stuff. “Little 
stuff” on the Pacific Coast means 
ordinarily anything under 24 inches 
in diameter. 

The result has been that the “high 
lead” loggers of the Pacific Coast 
have been skinning the green slopes 
with a reckless abandon to get out 
the big fat fir logs,.knocking down 
every standing stick and leaving in 
the woods hundreds of thousands of 
cords of good sound pulp wood that 
they simply cannot afford to take out 
under present conditions. No one as 
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yet has an accurate figure on this 
great “woods waste,” but few will 
estimate it as less than 40 per cent 
of the timber standing before the 
logger came on the scene. 

Naturally this great waste of wood 
is appalling to the pulp manufacturer 
of Wisconsin or Quebec, where a 
pulp wood log 8 feet long and 3 to 4 
inches in diameter at the small end js 
more the rule that the exception. The 
more far-visioned pulp manufactur. 
ers of the Pacific Coast recognize this 
woods waste as a waste and are turn- 
ing their attention to methods of sal- 
vage, but there is to-day no satisfac. 
tory and economic method of making 
the recovery. It is coming, however, 
they will tell you. 

This tremendous advantage of 
cheap wood is providing a great in- 
centive to pulp and paper develop- 
ment on the Pacific Coast. The 
Pacific Coast has risen to the oppor- 
tunity and during the last two years 
the press has been full of new pulp 
mill projects. Communities have 
talked pulp with great enthusiasm 
and the opportunities to bring a great 
wood using industry to the Coast are 
fully recognized. The older pulp and 
paper mills in the Middle West and 
the Atlantic States have watched the 
new development with concern, There 
are strong indications that a good 
portion of the pulp and paper family 
will pack up and move in accordance 
with Greeleys’ advice to young men, 
a move that is forced by the old 
Mother Hubbard condition of the 
wood cupboard of the Eastern States 
and the voracious paper appetite of 
the Nation. 





P ACIFIC Coast pulp development 
has some of the earmarks of the 
Florida boom. Fortunately for the 
condition of over-production which 
now exists in the pulp and paper in- 
dustry the infant mortality of the 
many pulp projects on the Pacific 
Coast has been high. But, irre- 
spective of this high mortality, there 
has been a high survival. In the two 
years ending December 31, 1927, 
some $27,000,000 in new capital was 
poured into the pulp and paper i- 
dustry in Oregon, Washington, and 
British Columbia. Since that time 
one $2,000,000 expansion job has 
been completed, and right now there 
are under construction several mills 
representing an investment of not less 
than $14,500,000. In addition about 
$8,750,000 in new projects have been 
announced. ; 
Engineers are now cruising the 
coast of Southeastern Alaska looking 
toward the establishment of 
that will mean the investment of from 
$20,000,000 to $50,000,000 in our 
Northern possession within the next 
five to ten years. Three potential 
projects in British Columbia are now 
proceeding conservatively with i 
vestigations that will quite certainly 
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Within Los Angeles County, rated by the 
Dartnell Corporation and by the exhaustive 
market research of General Motors as the most 
prosperous county in America, dwell more 
than 2,000,000 people! 


One city in that county is an industrial bee- 
hive with 1,300,000 population; yet the county 
itself is a veritable agricultural heaven produc- 
ing $89,000,000 from its farms, groves and 
ranches annually—an amount greater than the 
agricultural production of any other county in 
this nation! 


Los Angeles’ savings deposits are greater 
than those of any city in America except New 
York; its people have enough motor cars to 
provide one for every 2.9 persons; Los Angeles 
spends $10,000,000 a month in building, and 
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Los Angeles 


is America’s 


Most Prosperous Market! 


more than 5,800 factories produce a billion and 
a half worth of products yearly! 

It is a good market in which to sell stocks 
and bonds. For the first 9 months of 1928 trans- 
actions on the local stock exchange totaled 
$603,000,000, the highest in its history, and ex- 
cept for Chicago, Los Angeles does a heavier 
trafic with Wall Street than any outside city. 


The Los Angeles Examiner saturates this 
market. It popularizes interest in things 
financial through the writings of B. C. Forbes, 
W. Kenneth Hayes, formerly of the Wall 
Street Journal, Merryle Stanley Rukheyser and 
others. It goes into more homes than any 
other Los Angeles medium, and more people 
read it, at a higher price, than read any other 
morning and Sunday paper West of the 
Missouri. ' 
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lead to the investment of from $30,- 
000,000 to $60,000,000 in the next 
decade or less. Several big projects 
are at the moment hanging fire in 
Washington and Oregon and the new 
millions that they will bring to the 
Pacific Coast in the next five years 
cannot be estimated with any reliabil- 
ity. 
Up to the present time the Pacific 
Coast has been a unit apart in pulp 
and paper production. Paper has 
been made on the Coast for many 
‘years, but the mills have generally 
been content to take care of the home 
market, that is, of the 18,000,000 
souls who make their homes in the 
eleven Western States. The indus- 
try has grown entirely within the 
Coast. Late in 1927, however, a $3,- 
000,000 mill was completed which 
was financed and engineered entirely 


by Wisconsin paper men. On Jan- 
uary 1, 1928, another big Eastern 
concern began construction of a $2,- 
500,000 mill on the Pacific Coast. 
These two are leaders, but the Street 
rumors of more mills seeking Coast 
locations or connections are thick, 
and the likelihood of future events 
substantiating these rumors is very 
excellent. 

The existing Western mills have 
not taken too kindly to the flurry of 
expansion which has sprung up 
among them. With regard to this 
bountiful Pacific Coast wood supply 
there prevails an attitude of “J saw tt 
first.” On their part there has been 
a rather marked note to discourage 
expansion of the pulp and paper in- 
dustry in the West because of the 
tendency to upset a present comfort- 
able status. In view of this attitude 


Industrial Real 


tice of keeping a sharp watch on 

industrial developments for the 
purpose of anticipating new sources 
of corporate revenue which may be 
reflected eventually in stock prices 
are to have opportunity now to check 
the actual increment of decentraliza- 
tion in one widely discussed instance. 
What happens here may be a guide to 
possibilities in other industrials. 


Reference is had to the final re- 
moval of the Baldwin Locomotive 
Works from its twenty acre plant in 
the heart of Philadelphia to a vast 
tract in the industrial area along the 
Schuylkill River south of the city. 
Announcement was made recently by 
Samuel M. Vauclain, president of the 
Baldwin company, that he had turned 
the city property over to Albert M. 
Greenfield and Company for sale. 


| eeeee who make a prac- 


HE Baldwin company has 
owned some of its city tract for 
upwards of a century. Matthias 
Baldwin, founder of the company, 
was originally a watchmaker. He 
was asked by Franklin Peale, pro- 
prietor of the Philadelphia Museum, 
to construct for exhibition pur- 
poses a miniature locomotive in 1830. 
This novelty led to an order from the 
Philadelphia, Germantown and Nor- 
ristown Railroad for a full-sized lo- 
comotive to replace the horses on its 
six mile line out of Philadelphia. As 
a consequence Baldwin gave up his 
watch business and located at Broad 
and Spring Garden streets in 1835. 
In the opinion of most investors 
the possible revenue to be derived 
from the sale of the city tract has 
been pretty well discounted by the 
speculation in Baldwin issues during 
the past few years. At the time the 
lan to move the plant became na- 
tionally known, the value of the tract 
was said to have been estimated by 


By Forrest Dunne 


financial interests at $30,000,000. It 
was this that led to the establish- 
ment of the Fisher brothers’ interest 
in the company, represented now on 
the board of directors by Arthur 
Bitting and Fred Fisher. 


CORES of other great American 

corporations are still occupying 
city sites comparable to the Baldwin 
tract in Philadelphia, although not so 
large. Most of them have been tak- 
ing care of natural expansion during 
recent years by plants built away 
from the congestion, where land is 
cheaper and other facilities are bet- 
ter. For a time the increased cost of 
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it is hard for the layman to unger 
stand the paradox of discourag: 
talk by these mills on the one hang 
and, on the other hand, a feverish 
program of expansion by those sam 
mills. 

The American Paper & Pulp Aggp. 
ciation made formal recognition ¢ 
the rapid development on the Pacify 
Coast by sending its secretary, Dr 
Hugh P. Barker, on a six weeks toy 
of the Coast States. Dr. Baker te. 
ported that “the Pacific Coast hag 
shown more activity in pulp ané 
paper than any other section in a like 
period of time.” 

The statement is very signifi 
The Pacific Coast Se howe 
markable activity. And the con- 
sensus of opinion is that sy. 
ceeding years will show even greater 
activity. 


, state 


city operation and the lack of facili- 
ties provided the only reason for re- 
moval, but to-day many great manu 
facturing corporations seeking to 
make their capital more fluid are be 
ginning to recognize that the huge 
amounts invested in city plants might 
yield a higher return if devoted to 
some other phase of the business, 

Sale of the Baldwin tract there 
fore will be watched with interest by 
manufacturers as well as investors. 
The tract is the largest single prop 
erty ever offered in the history of 
Philadelphia and possibly the largest 
in any other city. In the opinion of 
Mr. Greenfield and other real estate 
experts its development for office 
buildings will have a far reaching it- 
fluence on the development of Phil 
delphia. 
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An Independent That Beats Chain 


(Continued from page 18) 


delivery is made to his locality. 

The firm finds that it pays to be 
public spirited. Accordingly, there is 
something at every industrial func- 
tion in Milwaukee to remind those 
present that Gross sells hardware. 
The store has a large exhibit at every 
building show for which Milwaukee 
is famous. It has booths at industrial 
fairs. Wherever you see men and 
women gather to view the signs of 
progress made by local enterprise, 
you see evidence of the progress of 
the Gross Company. 


The company sells on a budget 
basis. At the first of each year it 
takes the total of the previous year’s 
business, adds 10 per cent. and sets 
the sum as the quota for the coming 
year. That quota is divided into 
twelve parts for each month. Each 
month’s quota is then divided into as 
many parts as there are departments. 


_your salary. Each month thereafte 


Then each departmental quota is 
divided into as many parts as there 
are clerks in the section. Thus every 
sales person has a quota for the 
month, and the year. 

“You are being paid a salary,” the 
firm tells its employees, “but we aft 
going to make it possible for you # 
earn more than your salary if yol 
earn for us more than we are paj- 
ing you to earn. We will pay yal 
3 per cent. on everything you 
above your yearly quota. If you 
$500 more than your quota in Jan 
ary, we pay you $15 in addition ® 












































we will do the same, except that i 
you fall below your quota any 0 
month, you must exceed your qud# 
by that amount during some s 
ing month before you earn ft 
bonus.” 

Nearly 200 alert, efficient men ant 
women are on the payroll. 
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Financial and industrial executives 


interested in the Southwest arc in- 
vited to write for the complete and 
comprehensive reports described be- 
low. 


Industrial Dallas, Inc. 
1161 Chamber of Commerce Building 
Dallas 


MARKET MAP OF THE 
SOUTHWEST—seven 
colors. A Graphic Market 
Chart. 

THE SOUTHWEST—Six 
Billion Dollar Market. A 
Market analysis and com- 
parison wih other major 
markets. 


. DALLAS — DISTRIBU- 


TION CENTER. Showing 
the facilities of Dallas for 
serving the entire South- 
west. 


. INDUSTRIAL SURVEY 


OF DALLAS. Showing 
opportunities for specific 
“Industrial Investment.” 


. DALLAS AS A CITY IN 


WHICH TO LIVE, prov- 
ing that it’s not all work 
and no play in Dallas. . 
THE GROWTH OF 
DALLAS. Showing a 
trend of progress that safe- 
guards Industrial Invest- 
ment. 
= CORPORATION 
LAWS. An analysis of 
Texas Laws as they affect 
foreign corporations enter- 
ing the State. 









All or any of the seven of 
these special informative 
reports will be mailed 
executives who request 


them. A copy of each 
should be on your desk. 





fundamental. Therefore, all com- 
mercial attaches and agents through- 
out the world were charged with re- 
porting at stated times the location 
and quantities of various staple food 
supplies, together with current prices, 
crop expectations, and condition of 
the commodity. This was a routine 
job. 

On Saturday noon, September 1, 
1923, Japan was rocked by an earth- 
quake. The news reached this coun- 
try by Sunday morning. By Mon- 
day a meeting had been called of 
Cabinet officers and other Federal 
officials, relief workers and represen- 
tatives of Japan and other nations. 
It was agreed that the first prob- 
lem to be solved was that of food, 
and since this was Mr. Hoover’s 
' specialty, all eyes were turned on 
him. The Secretary reached into his 
pocket and pulled out a slip of paper. 
It gave the total available tonnage of 
rice in Japan ; the amount in storage ; 
the amount on shipboard, together 
with the names, destinations and 
probable arrival dates of the vessels 
as of September 1, the time of the 
earthquake. 

“It happened that September 1 
was one of the fixed dates for report- 
ing food stocks and _ conditions 
throughout the world,” said Dr. 
Klein in discussing this incident, “but 
that only helped us a few hours. The 
cables were all here Monday morn- 
ing, and all we had to do was to de- 
code them and tabulate their con- 
tents. If the earthquake had hap- 
pened at any other time we should 
have had to send out special calls. 
Tests have shown, however, that in 
most instances we can get answers 
from anywhere in the world on the 
day of inquiry if the situation is 
urgent.” 


T has been stated that the process 

of sending in this and similar in- 
formation is a matter of routine; but 
that is not altogether accurate. The 
term implies a perfunctory job, and 
Dr. Klein knows that facts collected 
in that manner are likely to be out of 
date. So he keeps his agents on 
' their toes. One method is by bring- 
ing them home almost every year for 
a rebaptism of Americanism. An- 
other is by sending them all over the 
country to talk to groups of business 
men during their periods in this 
- country. 

“Every man does better work 
when he can see the use being made 
of the products of his toil,” he re- 
marked. “From the outside the busi- 
ness of collecting trade information 
may appear to be a dull occupation, 
but our men enjoy it because their 
jobs are vitalized by human contacts. 
They know at first hand not only the 
use.which is to be made of the in- 


The Man Behind Hoover 


(Continued from page 14) 


formation they obtain, but also the 
anticipated and probable national 
effect of this action. 

“Before a man is sent abroad he is 
given a period of training which pre- 
sents him with a fairly complete pic- 
ture of the work the Bureau is do- 
ing, and of its effect on foreign trade. 
Then he goes to various home offices 
and meets business men directly in- 
terested in the markets on which he 
is to report. By the time he is ready 
to sail he is in effect a co-operative 
sales promotion man, as keen about 
his job as any man from private busi- 
ness. 

“We try to retain this edge of 
personal interest. There is no secret 
about the method. It is the same as 
that used by large corporations to 
keep their field forces thinking in 
the same terms as the home offices. 
After a time away from the plant a 
salesman loses his company point of 
view. That is even more true—and 
more dangerous—when the man is 
in a foreign field. No matter how 
homesick he may become he will be 
de-Americanized, so to speak, if he 
remains too long under the influence 
of the foreign environment. 

“Therefore, we bring them home 
at stated intervals—every year or 
two—and schedule them for confer- 
ences with business men all over the 
country. The distribution of infor- 
mation by this method bulks far 
larger and more important than the 
daily answers to 10,000 letters. 

“During a recent six-weeks’ period, 
for example, we had a total of 130 
conferences on our schedules. 

“Anywhere from a dozen to a hun- 
dred men attended each of these 
meetings. In most instances they 
had been requested for specific pur- 
poses. An agent of the Bureau fresh 
from the field will furnish a better 
picture of how to get at a foreign 
market in a 10-minute exchange of 
question and answer than could be 
supplied in weeks of letter writing. 
And the contact equips our men with 
up-to-the-minute information on con- 
ditions at home and the needs of 
business men.” 

That process explains the esprit 
de corps of the Bureau’s corps of 
foreign agents—which is one of the 
wonders of Washington. It is the 
same sort of teamplay that makes a 
football team victorious—every man 
getting his chance at the ball. In 
Washington one of the greatest tri- 
butes paid to Dr. Klein is the influ- 
ence he has had on inter-departmental 
co-operation. 

Before his time it was common 
knowledge that a great deal of 
jealousy existed between the consu- 
lar and commercial attaches. Con- 
suls are under the State Department. 
To-day the employees of that service 





abroad. 












voluntarily go to the Bureay to 
information and help in their new 
jobs. In return they co-operate in 
the gathering of information, As D; 
Klein puts it, they are all workin 
toward the same end—to earn divi. 
dends on income tax payments of 
American citizens. 

Dr. Klein has spent much time jn 
Europe. In 1927 he was sent hy 
President Coolidge as one of the of. 
ficial American delegates to the In- 
ternational Economic Conference at 
Geneva, and he also attended th 
meeting of the International Cham. 
ber of Commerce at Stockholm, 


A FEW of the points Dr. Klein 
made in his talk with me cop. 
cerning the essential sameness of 
foreign and domestic commer 
were: 

“Foreign selling is simply long. 
distance selling. The methods that 
succeed at home are __ successful 
There was a time when 
foreign trade was conducted on the 
basis of exploitation, but competition 
alone would make that impossible to- 
day even if there were no other re- 
son against it. 

“What exporters must realize is 
that every market in the world t- 
day is a buyer’s market. There are 
no more back alleys. In South 
America the merchant can get a price 
from New York, London or Berlin 
within a few hours, and no matter 
where else goods are sold there isa 
competitor for the trade. 

“Another fallacy which still per- 
sists is that foreign trade is open only 
to very large corporations. We 
not argue that point any more with 
small manufacturers—we show then 
the records of others who have buil 
up profitable foreign markets by a 
extension of the methods that suc 
ceed at home. 

“This process, of course, is ft 
quiring less effort as time goes ot 
for each successful example is @ 
object lesson to others. The partal 
the Bureau’s work which requité 
eternal vigilance is its protectitt 
service. Recently a man came in 
make a casual inquiry about Britis 
Guiana. He did not tell us why lt 
wanted the information and at 
he resented our questioning. Fina 
it developed that he had had an 
quiry from a notorious co 
crook who runs a big general sid 
on sample merchandise obtained frat 
exporters all over the world, 
American.” 

Washington—the United State= 
has had the services during | 
years of a few men of ines 
value, such as Andrew W. Mell 
and Herbert Hoover. Julius Me 
record richly entitles him to 4 high 
place in that Honor Roll. 
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Some Questions for Bankers 


N° banker puts his O.K. on a security unless he has gone into the 
record of the concern behind it. There is no good reason why he 
should forget this common-sense caution when he endorses an invest- 
ment of another type—advertising. 


The advertising appropriation that is put before him for his O.K. 
yr an investment—a good or a bad one, according to the media 
on the list. 


Before he lifts his pen, he should ask these questions: “To what publi- 
cations am I entrusting these thousands of dollars? . . . Are they taking 
advertising messages to sections of the country where goods can be 
sold profitably? ... Are they reaching pinched or — areas? 

. Have they dominating strength in worthwhile markets? . . . What 
assurance have I that the money this schedule calls for will come back 
with a profit?” 


The banker who has gone into advertising thoroughly finds, inevitably, 
that The American Weekly is the one publication which satisfactorily 
answers these questions. 


What is The American Weekly? 


The American Weekly is the magazine distributed through the sixteen 
great Hearst Sunday newspapers in sixteen principal American cities.* 
It concentrates and dominates in 485 of America’s 784 cities and towns 
of 10,000 population and over: 


In each of 153 cities it reaches one out of every two families 
In 119 more cities it reaches from 40 to 50% 

In an additional 108 cities it reaches from 30 to 40% 

In another 105 cities it reaches from 20 to 30% 


And in addition, almost two million copies of The American Weekly 
are bought in thousands of other thriving communities! 


The American Weekly takes advertising messages into 5,646,898 
prosperous Ameriéan homes—gives them an all-week audience with 
steady workers and ready spenders—people who live in large and 
medium-sized towns and cities where selling and distribution costs are 
lowest and bank balances are highest. 


It dominates virtually every worthwhile trading area in the United 
States. It reaches every fourth English-speaking home from the Atlantic 
to the Pacific. It has the greatest circulation of any magazine in 
the world! 


The next time you are called upon to O.K. an advertising appropriation, 
ask whether The American Weekly is on the list. 
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“What is 


back of these bonds?” 


When you buy bonds from The National City 
Company you get something more than dependable 
income and adequate security of principal. You get 
a broad choice of issues, and personal contact with 
bond men well qualified to help you select suitable 
offerings; you get quick service through a chain of 
investment offices in over fifty leading American 
cities, offices interconnected by thousands of miles of 
private wires; you get ready access to up-to-date 
information on your various bond holdings; and, 
finally, you get the broad benefits which come from 
dealing with an organization having a background 
of over a century of financial experience and main- 
taining close contact with investment conditions 


throughout the world. 


The National City 





Our monthly list of 
recommended issues 
will keep you informed 
on attractive current 
offerings. It will 
be sent upon request. 


Company 


National City Bank Building, New York 


Offices or representatives in the principal cities of the United States, Canada, Europe, 
China, Japan, India, Avstralia, South America, Central America and the West Indies. 
































International Securities 
Corporation of America 


Second International 
Securities Corporation 


United States & British 
International Company, Ltd. 


These general management investment corporations 
receive investment service from AMERICAN FOUNDERS 
| CORPORATION, 50 Pine Street, New York City. 
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Twice Zero is Zero! 


By John Fletcher 


g? HREE men were in the office ; 
buyer, the advertising man and 
the owner. 

The buyer had complained aboy 
the advertising department. During 
the preceding month he had bee, 
given more than his usual quota of 
advertising. The new month haf 
seen a reduction in this expenditure 
The chief listened attentively, a 
the buyer stated his case, and with 
equal courtesy to the advertising man 
in justifying his action. 

Suddenly the buyer stated, tha 
during the period he had received 
more than his advertising quota, the 
business had doubled over that of the 
preceding year. 

The owner, who is an expert in 
mental arithmetic, asked the buyer 
to repeat his remark. Then he drew 
from his desk the figures of that buy §  * 
er’s department. He asked the buyer § tt 
if he was sure. The buyer reiterated te 
his statement. With a quizzical look de 
the chief said, “So you say your busi- 








; 8 
ness during the last month was 
double what it was in the same month 
a year ago?” . 

The buyer gleefully admitted this, A 
Then once more noting the figures, fi 
the chief calmly, with a note of sar- a 
casm, said, ““Mr. Black, twice nothing 0 


is nothing. I feel that we can sup- 
port the procedure of our advertis- 
ing department.” 

Optimistic salesmen have the habit 
of registering their value by quot 
ing “gains.” Until you know pos 
tively the relation of figures, the 
are of little or no value. 


—_—_ lr tlre lCUCcrcrllC melee 





Practical Ideas 
The Editor: 
ForsBes is a well-balanced mag? 
zine, and from each issue one cal 
derive some practical ideas that cal 


readily be applied in his work. 
J. STANLEY BIEN, 


Dudley Paper Company, Lansing, Mich 





* * * 


Best of Its Kind 


The Editor: 
Your magazine is unquestionably 
the best of its kind I have ever sett 
Your articles are short, snappy 
always to the point. Just the mage 
zine for the busy business mai. 
OLEN H. DAVIS, 
Sales Manager, R. B. Clinton Oil Hee 
ing Co., Memphis, Tenn. 




















* * * 


Easy to Understand 


The Editor: 
I read and like ForBEs because # 
your discussions of what is happ® 
ing, you make it easy for ym 

reader to understand why. 
F. E. BASLER, 



















Mention of “Forbes” insures good service 






New York Manager, W. B. Foshay © 
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‘The finest merchandising brains 
in the country have designated Atlanta as 
Distribution City to the rich South. Over 
athousand of America’s leading corpora- 
tions have established regional headquar- 
ters here. They have invested millions of 
dollars in plant equipment and sales or- 
ganizations. 

In the past 2% years alone 462 great 
names have been added to the list of 
American concerns who serve the South 
from Atlanta. These new concerns employ 


an army of 12,000 workers and their an- 
nual payrolls exceed $22,000,000. 


Great corporations like General Motors, 
Southern Railway System, National Biscuit, 
Pullman, Sears Roebuck, Johnson & John- 
son, and Cluett Peabody—to mention only 
a few—do not locate plants involving mil- 
lions of dollars without making a most 
careful investigation of every phase of pro- 
duction and distribution. 


That these and hundreds of others have, 
one after another, through independent, 
unbiased surveys, selected Atlanta as the 
meeting point of advantages should be of 
interest to the management of every com- 
pany doing business on a national scale. 


For in the Atlanta Industrial Area you 
can cut production costs. Operating from 
Atlanta your Southern sales organization 
will exceed the most optimistic quota you 
care to set. 


Atlanta is Distribution City to the rich 
South. Fifteen main lines of eight great rail- 





Send for 


It contains the fundamental 
facts about Atlanta as a location 
for your Southern branch. 


CAN THIELY 
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road systems radiate from here, to reach 18 
million prosperous people overnight, 70- 
million in one day of travel. Men and mei+ 
chandise may be routed to the Southern 
territory most economically from Atlanta. 


Radiating from Atlanta, over 6000 miles 
of air mail lines in operation or under con- 
tract are bringing Distribution City within 
a few hours of all important centers. 


The Atlanta Industrial Area combincs 
fundamental economies in a manner thit 
produces peak profits for those whose 
branch factories are here. Labor is a major 
factor—with a ready supply of intelligent, 
willing, inherently skillful, Anglo-Saxon 
workers. Raw materials are close by and 
plentiful. Taxes are low. Power rates com- 
pare with the lowest in the country. 


These economies, plus many more, en- 
able the producer in the Atlanta area to 
take a better profit, yet go into market with 
a distinct edge over his competitors in the 
old, congested centers of American Indus- 
try. And these factors, taken together 
after the most painstaking study, have 
made this a humming, busy industrial dis- 
trict. 

Your dividend rate can be influenced 
materially by Atlanta location. Ask the 
Atlanta Industrial Bureau to make an en- 
gineering study of the situation as it affects 
your business. Let us lay a complete report 
on your desk in the strictest confidence. 
This valuable cooperation is rendered 
without charge or obl'gation, and is yours 
if you will write 


INDUSTRIAL BUREAU, CHAMBER OF COMMERCE 
109 Chamber of Commerce Building 


-—’ ATLANTA 


Industrial Headquarters of the South.— 






projects are only a 
is firmly believed by members of the 


small beginning 


Association, who, visualizing the 
future, see a deep waterway from 
the Lakes to the Gulf, and locks and 
dams in all tributaries, making them 
navigable to their headwaters. They 
see reservoirs to hold back flood 
waters, which later become reserve 
sources of water to keep the streams 
deeper in times of dry weather. 

The great Valley region has been 
put to a disadvantage by the Panama 
Canal, which greatly reduced freight 
charges for the Eastern and Western 
seaboard, and at the same time by 
the Esch-Cummins and other laws 
making railroad freight rates much 
higher since the War. However, the 
full use of the ports of Memphis, 
Cairo, Cincinnati, St. Louis, Kansas 
City, St. Paul, Chicago and a multi- 
tude of other river cities will give to 
the great Middle West an equality on 
coastwise, ocean and Pacific coast 
business. 

The United States produces 36.5 
per cent. of the iron of the world. 
She has a potential supply of ten bil- 
lion tons of iron, three-fourths of 
which lies in the Mississippi Valley. 

“The supply of available iron in 
the United States will be used up by 
the end of the century,” said Andrew 
Carnegie. “The Lake Superior 
region will be exhausted by 1940.” 

Perhaps Carnegie’s prediction is 
pessimistic, for as iron becomes 
scarcer the poorer ores will be worked 
and as better power facilities are de- 
veloped such vast areas as the iron 
beds of the Ozarks will come into 
production. 

Blast furnaces in the Mississipi 
Valley are distributed now as fol- 
lows: 163 in Pennsylvania, seventy- 
nine in Ohio, eleven in Tennessee, 
seven in Kentucky, three in Missouri 
and one in Texas. The bulk of the 
production comes from the Lake Su- 
perior beds which are very rich and 
easily mined, in fact, some of this ore 
is loaded by steam shovels directly 
into freight cars from open pits. The 
annual production is 1,156 tons per 
laborer. It passes 
down the Lakes to 
Erie ports and Pitts- 
burgh in close proxi- 
mity to rich coal beds 


making the Upper 
Ohio the world’s iron 
center. As the Su- 


perior beds are used 
up the production will 
move Southward. 


Coal, limestone and 
iron are required for 
the production of 
iron, and it is essen- 
tial that they be 
closely associated. 
Large areas of iron 
ore occur down the 


Little Rock’s Main Street at 
the time of the flood 


The Mississippi Epoch 


(Continued from page 23) 


Appalachian range, in Ohio, Western 
Tennessee, Missouri and Texas. 
Lime abounds throughout most of 
the valley. In South Michigan there 
are 7,000 square miles of coal. In 
the Illinois, Indiana and Kentucky 
field there are 46,000 square miles of 
coal and in the Iowa, Nebraska, Mis- 
souri and Kansas field there are 60,- 
000 square miles, two-thirds of which 
is productive. The Appalachian coal 


ORE than one million 
bushels of wheat have 
been booked for movement to 
New Orleans via the barge line 
from Minneapolis and St. 
Paul. Only this summer was 
this river transport service ex- 
tended to that territory. The 
trafic from St. Louis is 
limited only by the capacity 
of the Mississippi- Warrior 
Barge line. 


field embracing Pennsylvania, East- 
ern Ohio, West Virginia and the ter- 
ritory Southwest to Alabama con- 
tains 70,000 square miles. 


There are 650 million tons of coal 
mined a year in the United States, 
out of a total supply of two trillion 
tons. While ultimate exhaustion is 
sure, there is available enough coal 
in the upper Mississippi to last for 
centuries and this happy combination 
of coal and iron means the basis of 
a magnificent future industrial com- 
monwealth. 


It, together with cheap transpor- 
tation and great power plants, means 
a movement of industry to the West 
along the Ohio and Mississippi 
Rivers and the Lakes. The center of 


population of the United States has 
moved from the Chesapeake in 1790 
to the western border of Indiana in 
1920. The forces mentioned indicate 
that it will move Southwesterly in the 
future development of our Nation. 












Other mineral products which will 
contribute to the Mississippi epoch 
just ahead is the petroleum and gas 
of Oklahoma, Texas, Kansas, Jp. 
diana, Ohio, Illinois, Louisiana and 
Colorado as well as the oil yieldi 
shale over the entire coal bearj 
region. The production of gj 
passed the half-million barrel mark 
during this decade. As the oil ig ex. 
hausted the shales will come into use 
for motor fuels. 

Michigan leads the States in 
per production with its pure native 
copper. Missouri leads the world in 
the production of lead and Ok 
homa is the fourth State. In gin 
and tin Oklahoma is first and Mis 
souri fourth with important deposits 
in Kansas and Wisconsin. Arkansas 
has 90 per cent. of the bauxite of th 
country, while Oklahoma produg 
93 per cent. of the American prodit 
tion of asphalt of which she has bi- 
lions of tons. “ 

Chattanooga and Knoxville Ten 
nessee, are important centers of oi 
richest phosphate industry. Louis 
iana and Texas produce about all of 
the American supply of sulphur and 
87 per cent. of the world’s supply. 
These two States also contain very 
rich beds of salt. 


To this list might be mentioned 
many lesser minerals such as silver, 
radium, diamonds, gold, nickel and 
others ad infinitum. The vast ma- 
jority of the known deposits has not 
even been claimed, but awaits cheaper 
transportation development. If one 
let the imagination loose, what an in- 
finite number of workers and fac- 
tories appear just a little way over 
the hill of the progress of the Valley 
empire ! 

Unlike England without agricul- 
tural resource or France with little 
mineral wealth or Italy without 
either, the Mississippi Empire has 
them all and in addition an ide 
rainfall of from 20 to 40 inches dis- 
tributed in the best possible manner. 
There are the rich black prairie soils 
of the North Central, the deep 
alluvial lands of the 
South, the fertile 
loess fruit land along 
the Missouri and the 
rich bluegrass ridges 
of Kentucky, Ter 
nessee and other 
States. Everywhere 
fertile soil and of 
such variety as to b 
adapted to all crops 
and for the most patt 
level enough for the 
largest of farm me 
chinery. 

With all the com 
belt, most of the cot 
ton belt and the 
— of the wheat, hay and 
' oats produced in 
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Consult DOEHLER 
on your Vending 
problems 
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OEHLER engineers with 
twenty-fiveyearsexperience 
in fine metal craftsmanship—can 
design a vending machine for your 
product—that will serve constantly 


and efficiently. 


The equipment we illustrate was 
DOEHLER designed and DOEHLER 
produced for merchandise that is 
nationally famous. Many other well 
known products are successfully 
“vended” through DOEHLER de- 
signed equipment. 

You may PUT YOUR VENDING 
PROBLEMS UP TO DOEHLER with 


the assurance that equipment tested 





Kotex Vending Machine 


and perfected will be created to ful- 
fill the needs of your particular 


product. 


& DOEHLER 


vein Meine §6= DIE CASTING CO. 


Engineers & Producers of 
Vending Machines 


386 Fourth Ave., New York 


Brooklyn ¢ Toledo - Batavia - Pottstown 


Saniservis Paper Towel Vending Machine 


THE WORLD’S LARGEST PRODUCERS OF DIE CASTING 
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What Kind of Audit? 


AUDITS vary in quality and scope. The Quality 
depends upon the experience, ability and applica- 
tion of the auditor; the Scope is a matter of your 
instruction. 


Of course, Every Audit should be a Detailed 
Audit. This is an expert and independent study in 
detail of the items represented in mass by balance 
sheet figures. It discloses the many important facts 
underlying the figures; verifies; clarifies. It brings 
to light avoidable leaks and wastes; finds the flaws 
in accounting, in credit and collection methods; 
points to possibilities for greater profits, and is free 
from qualified statements of the balance sheet audit. 











The Balance Sheet Audit, in spite of obvious 
limitations, when properly made is more than a 
mere building up of statements from book figures 
without careful analysis and substantiation. 


The Balance Sheet Audit can be ordered with a 
specification calling for a partial Detailed Audit 
covering a period sufficiently long to give at least 
a cross section of the business and a picture of 
actual conditions. 


ERNST & ERNST 


ACCOUNTANTS anpd AUDITORS 
SYSTEM SERVICE 


NEW YORK PITTSBURGH CLEVELAND CHICAGO NEW ORLEANS 
PHILADELPHIA WHEELING AKRON MILWAUKEE JACKSON 
BOSTON CANTON MINNEAPOLIS DALLAS 
PROVIDENCE COLUMBUS ST. PAUL FORT WORTH 
BALTIMORE YOUNGSTOWN INDIANAPOLIS HOUSTON 
RICHMOND TOLEDO FORT WAYNE SAN ANTONIO 
WINSTON-SALEM CINCINNATI ST. Louis DAVENPORT waco 
WASHINGTON DAYTON MEMPHIS DETROIT SAN FRANCISCO 
BUFFALO LOUISVILLE KANSAS CITY GRAND RAPIDS LOS ANGELES 
ROCHCSTER HUNTINGTON OMAHA KALAMAZOO SEATTLE 
DENVER 
































E extend the facilities of our 
organization to those desir- 
ing information or reports on com- 
panies with which weare identified. 


Electric Bond and Share Company 


(Incorporated 1905) 


Paid-up Capital and Surplus, $135,000,000 


Two Rector Street New York 
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Mississippi Valley it has been know, 
as the world’s breadbasket. No 
matter how great the population 
of the Valley Empire becomes there 
will always be plenty of food and, 
surplus, making living costs less jy 
Valley cities than elsewhere 

Of the 35,280,100 cattle in th 
United States in 1920, all of the lead. 
ing States were in the Valley ang 
nearly three-fourths of the entire cat. 
tle population of the country. Hogs 
and corn are inseparable. The corp 
belt is the great hog belt. 

The four States—Louisiana, Texas 
Arkansas and Missouri—produce 
thirteen-sixteenths of the rice crop of 
the country. Here are the bases of the 
world’s greatest clothing and food 
manufacturers; leather for shoes, 
wool and cotton for clothing, wood 
for rayon and paper, oil-bearing 
seeds for oils and paints and wheat 
and other cereals for food products, 
The production of fruits and vege. 
tables for fresh use and canning is 
almost unlimited. 

Even agriculturally the Valley is 
not utilized to 50 per cent. of its 
capacity. The Vailey has 1,450 square 
miles of swamp lands in Iowa, 3,810 
in ‘Missouri, 232 in Illinois, 9,230 in 
Arkansas, 15,930 in Louisiana, 9,00 
in Mississippi, 1,000 in Tennessee, 
690 in Kentucky and 1,250 in Ala 
bama. All of these lands can be 
drained and added to production as 
the richest of lands. Vast areas of 
devastated hills can be brought into 
the bearing of timber and nuts. Dry 
lands can be irrigated. Agricultur- 
ally, the Valley is not utilized to half 
its productive ability possible if fer- 
tilizers, intensive methods and greater 
science were used. 

The way the wind is blowing is 
seen readily from the ascendency of 
cotton manufacturing in the South, 
with which New England cannot 
compete. Missouri now ranks third 
in the production of boots and shoes 
and is growing fast, with Illinois, 
Wisconsin and Ohio ranking high 
Already this great industry has been 
taken away from New England. The 
mastery of glass manufacturing § 
being taken by West Virginia, Ohio, 
Indiana and Illinois. Ohio leads in 
pottery. In the manufacture of farm 
implements the world has been beaten 
by Illinois, Wisconsin, Indiana and 
Ohio. The Central West has the 
great automobile industry and it 
allied branches. 

In the last few years $100,000,00 
has been invested in new rayon plants 
in the South, and the valley is def 
nitely conquering the beet and suga! 
cane industry. 

However, the development so fat 
is but the rumblings of what is ahead 
as the signal of cheap transportatiol 
and flood control is sounded. | 
when coal and oil run out there 1s 
greatest potential water. power if 
numerous rivers to be found in aij 
large region in the World. 
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Si 


—- million people 
with an annual income of 10 
billion dollars ... approximately 
one-fifth of the nation’s total 
income... here await the coming 
tothis territory of manufacturers 
in many lines to service them. 


It is a matter entirely of eco- 
nomical and efficient distribu- 
tion. The raw materials are here. 
The labor is here. The market 
ishere. And 15 million of these 
people can be reached at lower 
freight cost from Kansas City than 
from any other industrial center! 


The city already has attracted 
large industries because of these 
manufacturing and distribution 
advantages. ‘Thetrend is on... 
and with it, a closer hold on 
this vast territory by those far- 
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Not just a city 
but an empire 


Kansas City advertising does not confine 
itself to corporate limits. Within the+terri- 
tory are raw materials and manufacturing 
advantages of a highly diversified nature 

. many within the city itself, many 
in the smaller cities of this rich area. 
Kansas City undertakes to tell the story 
of the entire territory to interested manu- 
facturers, realizing that the city prospers 
only as its outlying territory prospers. 














Industrial Committee, Room 322 
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sighted manufacturers who 
serve its needs promptly and at 
lower cost from Kansas City. 


Count up the cost of distri- 
bution to this market from your 
present location. Compare with 
those figures the cost of distri- 
bution from Kansas City. Let 
the facts decide. 


Kansas City is advantageously 
situated with respect to trans- 
portation, raw materials, labor 
supply, fuel and market. ‘“‘The 
Book of Kansas City Facts”... a 
book that tells the truth about 
this area ...is available without 
cost. A confidentially submitted 
survey covering the possibilities 
here for any individual indus- 
try will also be sent to any 
interested executive on request. 


Opportunity Here — 
Awaits These Products 


Men’s and Women’s Clothing ¢** Aircraft 
and Accessories »** Hosiery +** Dairy 
Machinery +’ Steam Fitting and Heating 
Apparatus’ Furniture ’7* Porcelain Ware 
Perfumery and Cosmetics+++ Millinery+++ 
Wallboard -+ Insulated Wireand Cable++ 
Moulding of Bakelite: »»Radio Equipment 


Kansas City. Mo. 











City. 


Chamber of Commerce, Kansas City, Mo. ; 
Please send me, without obligation, “The Book of Kansas City Facts.” 

Name 

Add: 


State 
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The Modern Way 


of Partitioning” 
Leet moving American business demands 
partitions which are attractive, durable and 
readily movea to meet the inevitable changes. 
Hauserman Movable Steel Partitions meet 
all these requirements. Beautifully fash- 
ioned with slender, graceful posts and 
wide panels accentuating the vertical lines 
...in many colors, including lustrous flat 
tones such as tans, browns, grays and 
greens and mellow graining effects... 
of sectional units quickly erected or 
changed overnight. 
Whether your needs are for a new building, 
or remodeling a present one, the advantages 
and economies of Hauserman Partitions will 


appeal to you. The coupon will bring you 
complete information. 


THE E. F. HAUSERMAN COMPANY 


Partition Specialists 
6907 Grant Avenue CLEVELAND, OHIO 


Sales, Engineering and Erection Service at Direct 
Factory Branches in Thirteen Principal Cities. 


“Partitions for Every Place and Purse” 


HAUSERMAN 
PARTITIONS 


OF MOVABLE STEEL 
The E. F. Hauserman Company 
6907 Grant Avenue, Cleveland 
Please send me information about partitions for 
executive offices general offices 0 factory divi- 
sion 0 Approx lineal ft. of partitions..._high 
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Will Prosperity End 
with Coolidge? 


(Continued from page 16) 


vestment trusts, trustees, and fore; 
institutions, have also indirectly ab. 
sorbed some bank credit. Individuals 
and institutions with good credit 
could borrow through commercial 
loans at the bank at a lower rate than 
they received on loans to brokers. 
Accordingly, there was a temptation 
to be both borrowers and lenders and 
to scalp the difference. 

Another major strain on the banks 
in the larger cities has come directly 
from changes in the bond market, 

Numerous country banks, getting 
funds at a cost of about 3 per cent, 
have in recent years been tempted to 
scalp the difference by loading up 
with long term foreign and domestic 
bonds, paying 5, 6, 7 and 8 per cent. 
Operating in a rising bond market, 
these banks were able to convert their 
holdings into cash without sacrifice 
at the times of seasonal increase in 
the demand for accommodation by 
commercial and agricultural  cus- 
tomers of the banks. However, this 
year the country banks found that 
they would have to take substantial 
capital losses if they disposed of their 
bonds at the time when they needed 
extra funds to lend out. Accord- 
ingly, they have for the most part 
held on to their investments, and 
sought to get the loanable funds else- 
where. The Federal Reserve Board, 
in its September bulletin, in discuss- 
ing this situation, points out: 

“Between the middle of May and 
August 22, total loans and invest- 
ments of reporting member banks in 
leading cities decreased by $485, 
000,000. This decrease was in large 
part at the banks in New York City, 
the total for all other reporting mem- 
ber banks showing only a slight de- 
cline for the period. During these 
three months member banks in New 
York City reduced their holdings of 
investments by about $123,000,000, 
and their loans on securities by $345,- 
000,000, while their other loans i- 
creased by $42,000,000.” 

Instead of liquidating bond hold 
ings at a loss, country banks have 
instead borrowed substantial amounts 
during the period of seasonal expai- 
sion from their correspondent banks 
in the large cities. Accordingly, 
another way, short term commerd 
credit has had to bear a burden which 
the market for longer term capital— 
the bond market—would have oF 
dinarily carried. If the country b 
had liquidated, the decline in the bond 
market, which was substantial 
matters stood, would have been great 
ly accelerated. 

Accordingly, in the complex me 
chanism of banking, savings 4 
credit become intermingled, — 
changes in the credit market qu! 
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ORCELAIN was formerly used for 
making these candelabra sockets. 
But porcelain is heavy, brittle, and 
lacked beauty of color and fineness of 
detail. The use of Bakelite Molded 
provides lighter weight and greater 


strength—rich, permanent color and 


accuracy of detail and dimension. 


In addition, one brass part was elim- 
inated, assembly made simpler and 
easier, and quality and appearance 
improved. Through forming eight of 
the Bakelite Molded sockets at one 
time, in a multiple cavity mold, the 
cost was reduced twenty-five percent. 


Bakelite Molded is replacing metal, 
wood, rubber, glass, fibre and other 


Candelabra Sockets of Bakelite Molded. Frank W. Morse Co., Boston, Manufacturers 


A Candelabra Socket formed of Bakelite Molded 


appearance improved—cost reduced 25 percent 


materials, for making thousands of 
different parts and devices of a wide 
variety of sizes and shapes. The use 
of Bakelite Molded invariably results 
in a better product, and its rich color 
and high lustre lead to increased sales. 
It often effects production economies 
as well. 


Bakelite Engineering Service 


Intimate knowledge of thousands of 
varied applications of Bakelite Mate- 
rials combined with eighteen years’ 
experience in the development of 
phenol resinoids for industrial uses 
provides a valuable background for 
cooperation offered by our engineers 
and research laboratories. 


Write for Booklet 43M, ‘‘Bakelite Molded’’ 


BAKELITE CORPORATION 


247 Park Avenue, New York, N. Y. Chicago Office, 635 West 22nd Street 
BAKELITE CORPORATION OF CANADA, LTD.,163 Dufferin Street, Toronto, Ont. 


THE MATERIAL OF 


“The Trade Mark and shown above be used made materials 
registered Symbol = ~~. only on 


power ge pe may Under 





from 
” isthe sign for infinity. or unlimited 
"6 oroducts.”” 


quantity. It symbolizes the number of present and future uses of Bakelite Corporation’ 
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LAt the Crossroads 
of the Alr-~ 


Advantages of location and man’s enterprise have permitted Kansas City 
and Woods Brothers Corporation to steal a march on the rest of the country. 


The 1000-acre Fairfax Airport, developed by Woods Brothers as part of 
the Fairfax Industrial District, and the 500-acre municipal airport nearby 
offer the two finest and most convenient fields in the United States. 


Fairfax District with its 1500 acres of plant and industrial locations 
adjacent to its flying field demands consideration for the establishment of 
airplane factories, airways stations and flying schools. 


From Kansas City a network of railroads reaches out to every part of 
the Middle West. Here is a market with a 10 billion dollar annual income. 
Because of its superior transportation facilities, shorter haul, nearness to 
raw materials and fuel and excellent labor conditions Kansas City is an 
ideal location for plants and industries serving this 10 billion dollar market. 


The industrial districts of Fairfax and Woods- 


F ate wether developed by Woods Brothers Corporation 
or your specific infor- d | ‘ i 1 1 : 

natientieies Beadheve are advantageously situated for plant locations. 
Corporation will fur- These districts are serviced with trafficways, switch- 
poe Be spleen ing, water, electricity, natural gas for fuel and the 
traffic and freight rate most modern industrial facilities. Industries here 


data and information enjoy overnight shipping to the trade territory. 
as to nt financing 


ps r wing oa ower Fairfax and Woodswether present advantages of 
yoo ce ema location and transportation not possessed by any 


other industrial districts in the Middle West. 


WOODS BROTHERS CORPORATION 


LINCOLN ~ KANSAS CITY ~CHICAGO ~ MEMPHIS ~SHREVEPORT ~ST-LOUIS ~OMAHA 


“Kansas City Offices ~ ™ Fourth Floor Security Biag. 
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react on the market for capital ay) 
vice versa. The movement in this 
vicious circle is likely to be con. 
tinued until bond prices (and long 
term interest rates) again become 
stabilized—possibly at a lower level 
than prevailed last March. If such 
stabilization is just around the corner 
the inference is sound that the coup, 
try has recently been witnessing the 
very peak of the credit string 
which will be relieved after the enj 
of current seasonal demands, Jp. 
cidentally, with the cotton crop three 
weeks late this year, the peak oj 
credit demand has come somewhat 
later. By the end of October, the 
greatest demand for credit for Fal 
business expansion and for crop 
movements has ordinarily bee 
passed, but with the demand for cur. 
rency rising throughout the pre 
holiday weeks, the banks usually 
feel no seasonal ease until after the 
Christmas season. Ordinarily, Jany. 
ary is the month of seasonal ease 
ment of bank credit, resulting both 
from a return flow of currency 
the banks and from a paying off of 
commercial loans at the banks by 
merchants and manufacturers, who 
benefitted from the heavy holiday 
buying by consumers. . 


F, in 1929, there is evidence @ 

a stabilization of interest rate 
backers of new projects which 4@ 
in the works will be induced to 
into the bond market to raise capt 
with which to discharge their 
porary bank loans. Moreover, 
dications of price stability will git 
country banks a more _attractile 
market in which to liquidate & 
cessive holdings of bonds, and with 
the proceeds they will be able to pa 
off their indebtedness to city bats 

Changes of this character, i 
hinge on a new stability in the bo 
market, would be decisive factorsi 
easing the stringency in interest rales 

An estimate of when this stabilifj 
will be attained depends some 
on an analysis of the factors ¥ 
earlier in the year caused the tii 
about in the bond market, in wit 
prices until March had been revége 
ing a long term upward trend fors® 
years. In the post-war period, pie 
perous and well-paid Americans ger 
erated capital—or savings—at an Ur 
precedented pace, and poured it i 
satiably into new capital 1ssué 
foreign and domestic. Constructiol 
of homes, office buildings, factories 
bridges, public roads, and similar per 
manent improvements were caftl 
on at a prodigious pace, absorbill 
unprecedentedly huge quantities af 
capital. 

At the same time, foreign gover 
ments and industries were makitif 
huge demands on the Americ 
capital market. The mills W 
turned out new bond issues gro 
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Low Rate ~ Low Cost 


Provident 
‘Mutual 


life Insurance Company 
of PhiladelphiaPenna, 


ri Prs, 1928 Founded 1865 


SS 


endlessly, and the appetite for the 
new offerings appeared insatiable. 
But in this world all economic factors 
are finite—not infinite. All of a 
sudden the supply of new bond issues 
overtook the demand. The invest- 
ment market suffered acutely from 
indigestion, as new bond issues, in- 
stead of quickly going into the hands 
of investors, piled up on the shelves 
of dealers. Eventually, dealers rec- 
ognized that they could dispose of 
their congested portfolios only at 
substantial price concessions, and the 
downward readjustment of market 
values. was rapidly under way. The 
downward movement of prices was 
intensified by heavy selling by city 
banks, which needed to free funds 
from investments to make them 
available to meet the increasing de- 
mand for loans to customers. 


N this radical shift in the bond 
market, a change in the financial 
habits of the American public was a 
significant factor, which defies pre- 
cise measurement. The prolonged 
upward surge of prices of good 
stocks has gradually induced many 
bond buyers to place part of their 
investable funds in stocks. Moreover, 
it has induced many others, who al- 
ways bought stocks as well as bonds, 
to increase the ratio of stocks in 
their portfolio. The dictates of cupid- 
ity in this direction were rationalized 
by the newer investment philosophy, 
articulated by Edgar Lawrence 
Smith, Kenneth Van Strum, and 
others, who purported to show by 
elaborate statistical demonstrations 
that common stocks were better media 
for long term investments of indi- 
viduals than high grade bonds. 

Except for the psychologically 
depressing effect, speculators and 
even business men can endure ab- 
normally high interest rates, but 
those who are planning permanent 
improvements, dependent on long 
term borrowings, find the incentive 
to go ahead removed by unduly high 
money rates. Accordingly, although 
previously projected enterprises are 
being carried to completion, the still 
newer projects, which are thus far 
merely ideas, dreams, and hopes in 
the minds of enterprising men, are 
likely to be still born if stringent in- 


the reason why the business con- 
sequences of exceptionally high in- 
terest rates depend on the time 
element. 





Whale of a Magazine 


The Editor: 

I like Forbes. 
good magazine. 
of every man’s one foot shelf of cur- 
rent periodicals. 


It’s a whale of a 


R. C. SACKETT, 
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terest rates persist. That is precisely |, 


Ought to be a part | 





Grand Rapids, Mich. 
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tective instinct is stronger. 
Perhaps it is because she is closer 
to the youngsters and has more 
time to think about their future. 


- ppmnosla it is because her pro- 


But, whatever the reason, the 
subject of life insurance protec- 
tion is a matter of far greater con- 
cern to the average woman than 
she usually is willing to admit. 


She knows how much it takes 
to shelter, clothe and feed on the 
basis of present-day living costs. 
She knows what education of 
children means in terms of dol- 
lars and cents. 


Why not arrange now to put 
the matter of insurance protec- 
tion for your family on a sound 
and common sense basis? 


There’s a Provident Mutual rep- 
resentative near you who will be 
glad to tell you about Provident 
Mutual insurance planned in such 
a way that it covers al] your 
needs. If you do not know his ad- 
dress,write to the company direct. 


Low Rate ~ Low Cost 


Provident 
‘Mutual 


Life Insurance Company 
of Philadelphia Penna 
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URRENT reports and in- 
dexes of general business 

can leave little room for doubt 
that American industry is defi- 
nitely prosperous, so far as the 
most important key lines are 


A Digest 
for 


Busy Business Men 








concerned. In the early Fall 
there were still heard doubts 
and reports of irregularity, but 
within the past few weeks 
business reports have been so 
good that even the optimists 
may have been a bit surprised. 

The picture, as usual, starts 
with the steel industry. By 
the middle of the past month 
the United States Steel Cor- 
poration had increased its op- 
erations to around 90 per cent., 
with independents around 
88 per cent. of capacity, a gain 
over two weeks ago, even 
though a smaller one than the 
Corporation shows. 

Despite the fact that opera- 
tions were expanding and com- 
paratively high, being around 
10 per cent. or more above last 
year, unfilled orders of the 
Steel Corporation were still 
able to display a gain during 








The News Summary 


Credit Strain Passes Peak......... 60 
German Zeppelin’s Record Flight.. 64 
World Wheat -Yield Higher....... 66 
ee eee 58 
England Broadcasts Movies... ... 69 


New Bedford Textile Strike Ends. 62 


Air Pullmans for Trans-Continental 
Route 


Oil Production Near Old High..... 66 
N. Y. Builders Make New Demands 64 
China Inaugurates New President.. 70 


horbes Time-Saving News| 


totals will compare favorably 
with the August production 
record and will be far ahead 
of the corresponding month of 
last year, as well as previous 
years. Ford appears finally to 
be hitting stride and latest re. 
ports indicate current output 
on the new models at around 
6,000 cars a day and Ford fig. 
ures are once more accounting 
for a large percentage of high 
motor car output. Other large 
makers have been slowing uw 
their output in the past month, 
The building industry is the 
least decided of the Big Three 
so far as prosperity is con- 
cerned and although current 
operations leave little to be de- 
sired there has been a signif. 
cant falling off in new projects 


Canadian Exports Gain............ 69 ec gives some authorities 
ts Wak ees Coes Rewer 68 basis for their predictions that 
* o 4 P + sega a high interest rates will effect 
New High for Brokers’ Loans.... 60 the building industry in an u- 
Cotton Consumption Drops........ 65 favorable manner, 
Gold Imports Increase............ 60 ‘ 
British Prices Decline............. 70 EPTEMBER come 
contracts for 37 states 





east of the Rocky Mountains, 











the month of September and 
latest figures on unfilled ton- 


nage stand at 3,700,000 tons, a gain of 75,000 over the 
previous month and the highest figure for the beginning 


of any October since 1925. 


OLLOWING the record motor car production figures 
for the Summer months it appears that September 
Final figures are not 
available at this writing, but it is fairly certain that the 


has continued the break-neck pace. 
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Profits Run Well Ahead of Last Year. 


Car Loadings Set New Record High. 
Van Sweringens Buy Sixth Road 


VEN our optimistic estimate in the last 

issue, based on scattered preliminary 
returns of Class I railway net for August, 
turns out to have been too low. The final 
figures show total net operating railway 
income of all the Class I roads at $128,- 
350,136. This figure shows a gain of over 
35 per cent. over the $95,000,000 net re- 
ported in the previous month of this year 
and an advance of around 7 per cent. over 
the figures for August of last year. 


Net Income Higher 


ad is no very great glory for current 
monthly income to exceed the same months 
of last year, due to the decided slump in 
the latter half of 1927, but it is worthy of 
note that the August figures for this year 
were only about $5,000,000 under the same 


as reported by F. W. Dodge 
Corporation, show a total of 


$588,000,000, a new high record for that month. The 
figures showed a gain of about 14 per cent. over both 


August of this year and September of 1927. 
More significant, however, are the figures showing col- 


month of 1926, and, with that exception, 
display the highest earnings for that month 
in railway history. 

Another significant fact is brought out 
in comparison of gross revenue figures. 
Gross revenues for the Class I roads dur- 
ing August of 1928 amounted to only 
$557,693,000, or a gain of but $30,000 over 
gross for the same month of last year. 
The large advance in net profits which the 
roads were able to squeeze out of equal 
gross receipts this year speaks volumes for 
increased efficiency and able management. 

Net operating income for the first eight 
months of the current year amounts to 
$685,590,000, or a small advance over the 
$676,825,000 in the same period of 1927. 
In this period gross income for 1928 shows 
a decline of nearly 3 per cent. from last 
year. 

Aside from the encouraging signals in 
actual net income reports the current fig- 
ures on freight car loadings are even more 
optimistic. Ever since early Summer of 
this year revenue loadings have been gen- 
erally even with or slightly ahead of the 
same weeks of 1927. Now, however, in 
one fell swoop, they have jumped up not 


templated projects in these 37 states at a total of only 
$522,000,000, a decline of 15 per cent. from the preceding 
month and a drop of 17 per cent. below the corresponding 
period of last year. 


only to a new high level for the current 
year, but have eclipsed all previous com 
parable weeks, including the banner yeaf 
of 1926, and have set up a new high re 
ord for all time in corresponding weeks 
of previous years. 


four the beginning of the pat 
month weekly totals of Class I reve 
nue freight loadings got to around the 
1,200,000-car-mark earlier than ever 
fore in railroad history. The figures # 
this level compared with 1,126,000 cats 
loaded in the same week of 1927, will 
1,180,000 cars in 1926 and with only 1,113; 
000 in 1925. The latest figures display # 
extreme gain of 200,000 cars per week 
the short space of three weeks. 


M. K. T. Abandons Merger Plan 


HE Missouri-Kansas-Texas Railroad 

has withdrawn its application with the 
I.C.C. to acquire control of St. Lous 
Southwestern and Kansas City 50 
roads. The action was taken in view of 
recent rulings of the I.C.C. against | 
proposed merger, which made it practi 
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certain that consent would never be the market and approach the end of the 
the plan in its present form. month with gains of about $2.50 per bale 
Tesi, the Van Sweringen brothers in the past couple weeks and an extreme 
tare purchased control of a sixth road, the advance of over $5 per bale since the 
guffalo, Rochester & Pittsburgh. This adds first of October. 
link in their chain of Eastern rail- 

















mais and is seen as a move for better Domestic Commodity Prices 
largaining power in the eventual split-up : 2 Wks. Year 
test 

af this territory between the great Eastern Wheat, Ma ~ Ceres eee $ 12% 5 154% $35 

A nes. : ONS TEE cacdradscnese nd j . J 

irk lines a —.. “45 45 ‘50 
— Mid. ee 19.05 18.48 19.50 
WUE kos tun Soceedich on 6.40 6.40 7.10 
Coffee. No. 7; Rip. ....% 1% 17% # 14% 
Sugar, Gee. wesdae, ss. 08 -0525 -0545 06 
Beef, Family ........... 28.00 28.00 27.00 
Iron, 3 Sey | 20.25 20.25 22.75 
Steel, Pittsburgh ....... 33.00 33.00 33.00 
Copper Gitisa~ ses Ghbasess — rin ue 

ee . Mowe: awe” ke in i 62s 6.35605 

Higher. Sugar eet. eee P- Tie iiss PERT Hy. OF 288 a 58.00 

a i ubber, May ........... j 34 
Rubber eT 19 Cent Level. Oil Crude Oil, Mid-Con.... Va 1.21 ‘97 
vances Gastline “h65c0ickicc take 18 18 17 


T= grain market gives a fairly true Coffee and Sugar : 

picture of the general commodity sit- L; OFFEE and sugar quotations have 
yation by displaying a considerable amount moved more than usual during the 
of irregularity, even while pursuing a past month, but in opposite directions. 
general upward trend. The wheat mar- Sugar prices have been depressed by pros- 
let is the laggard among grains this time pects for the abandonment of Cuban lim- 
anf is the only member of the group which __ itation, while coffee prices have apparently 
cannot show at least a moderate advance renewed their long advance. 


during recent weeks. Price movements in the oil industry are 
no longer all in one direction, but in gen- 

Commodity Price Indexes eral the trend of changes still appears to 

Mo. Year be upward. Pennsylvania crude oil has 

iides............ x74 193328 190277 | been advanced for the fourth time this 
Indstreet’s ........... 13.1285 13.2813 13.2647 + year, with new prices at $3.10, which is 
Bureau of Labor..... 100.1 98.9 96.5 a new high, not only for this year, but 


for several years past. On the other 
HE cotton market has been quite ir- hand, refined products are not so strong 
regular and has fluctuated within a and there has been a rather general, 
wmparatively narrow range. Undertone though small, reaction in wholesale prices 
las been good, however, and within the of gasoline. 
pst week or two prices have been as- Steel prices show practically no change 
sisted upward by less favorable weather so far as official quotations are concerned, 
onditions and by an increased volume but the general tone of the market is 
i trade buying. Future options have firm to strong, with demand still appar- 
recently reflected the better condition of ently keeping well up with productive 


59 


schedules. The miscellaneous metals have 
been more quiet than usual and show only 
small irregular changes. 

Rubber prices have been favorably af- 
fected by setting aside of the Stevenson 
restriction law, record consumption of 
raw materials in America and reports 
of continued decline in stocks. Trading 
on the New York Rubber Exchange has 
again picked up and a good volume of 
buying by the trade, as well as probably 
some measure of speculative purchasing, 
has pushed future quotations across the 
19-cent level to the highest the commodity 
has sold in several months. 




















Money Still Tight; Peak Appears Past. 
Brokers’ Loans Set New Record. 
Gold Imports Climb 


HE credit situation cannot be said to 

have eased off to any great extent, but 
it is significant that the past.month seems 
to have witnessed a turning point in the 
trend. From early in the present year 
through the Summer and Fall months the 
trend of interest rates has been definitely 
upward. Around the early part of Octo- 
ber time money got to a high level of 7% 
per cent., with very little offered even at 
that high rate, and call money equaled the 
high for many years past at 10 per cent. 

In the latter part of the past month, 
however, call money has eased back to 
around a ruling rate of 6% to 7 per cent., 
while offerings of time money have in- 
creased considerably and forced that credit 
instrument back to around current levels 
of 7 per cent. Since time money is a 
good index of what bankers expect of the 
credit situation over the next three to six 
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Where business is designated as “good” in 
the above map, it is actually good now and 
not merely good by comparison with a 
month or year ago. 

The factors considered are: Agriculture, 
industry, employment, trade, money and 
credit conditions. 


























Forbes Map 
of 


Business Conditions 


November 1, 1928 


Forbes Map for Previous Menth 


A 
"a y 
iE 
i)" e 


“a 


Ni 

































































Sn 











BANKING SERVICE THAT MEANS 
BUSINESS SERVICE 


Under the 


Competitive 





Conditions 


of Today 





ITH the competition for markets as it 

exists today the alert executive over- 
looks no opportunity to gain ideas and in- 
formation that may be used to develop his 
business. The various sources of information 
available to this Company regarding general 
trade conditions and the specific needs of par- 
ticular businesses enable our officers to be of 
material assistance to our commercial cus- 


tomers. 


The benefits of these contacts are only a 
part of the service rendered by this organiza- 
tion to our commercial banking customers. 
We invite executives to discuss their problems 


with us. 


Guaranty Trust Company 
of New York 


140 Broadway 


NEW YORK LONDON PARIS BRUSSELS 
LIVERPOOL HAVRE ANTWERP 
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months, there are definite suggestions that 
the peak of Fall credit demands hag been 
passed. Call money will probably have 
another of its sharp run-ups on first-of-the. 
month demands, but the ruling rate js still 
considerably below that of around the be. 
ginning of October. 























Money Rates 


2 Wks 
Ruling Ago 7: 
SO eed ae 7%4% 8% , 
60-90 day time............... 7 7, My 
Commercial paper .......... 5% 54% 
New York rediscount....... 5 5 


|, gary sawn the influence on the gen. 
eral financial situation is probably more 
psychological than fundamental, the antici. 
pated reversal of the gold movement has 
developed during the past month. Final 
figures on the gold movement for Septem. 
ber show a small but satisfactory balance 
of gold imports into this country. During 
the past month a considerable amount of 
gold has been bought in London for im 
port to New York and a small amount has 
also come in from Argentina and several 
other countries. Exports have been negli- 
gible and the balance of the gold move 
ment for the past month will almost cer- 
tainly show the largest net imports for 
over a year. 
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1927 1928 

After its drastic slump during August, 
figures on new corporation financing for 
the month of September showed a ma 
terial recovery. Total security issues for 
industrial and public utility companies dur- 
ing September was $434,000,000, compared 
with only about half that amount in the 
previous month. Despite the recovery i 
September financing, the totals were still 
considerably below the high levels set 
in the first six months of 1928. 


Brokers’ Loans Set New Record 


ROKERS’ loans have continued to & 

pand and the latest figures available 
show the totals at a new high record fot 
all time. According to the Federal Re 
serve board, the latest weekly increase § 
about $75,000,000, to a grand total of 
$4,665,000,000. This figure is over $400; 
000,000 greater than the intermediate low 
point for the Summer reported in the 
ending July 25th. The latest weekly 
ports show another decline in brokers’ loati 
put out by New York banks, while tht 
totals continue to increase for speculativt 
credit of the out-of-town banks and othet 
outside sources. 

Perhaps even more significant than the 
Federal Reserve figures are those 
lished by the New York Stock Exchamgt 
which show total loans to brokers at 
new high record of $5,514,000,000. This 






































figure shows an advance of nearly $500,0% 
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N. ew Spain, the fourth wealthiest 


nation in Europe, is on the threshold of 
an era of tremendous industrial and eco-~ 
nomic progress. Great undertakings are 

eing organized, works of exce tional im- 
portance are under way, and ready new 
industries are flourishing. 


Barcelona, greatest seaport on the 
Mediterranean, Southern gateway to Eu- 
rope, one of the most progressive commerci 

cities in the world, invites industrial and 
commercial America to participate in a 
great International Exhibition o Industry, 
Commerce and Art, under the patronage 


of His Majesty the King ~ Don AL 
phiineo XUEE 


‘ty 
ae 


go Se 


. 


1a. 


Th 


vent of 1929 


12,000,000 square feet of space, overlook- 
ing the city of Barcelona and the sea, 
have been reserved for commercial ex- 
hibits and the demonstration of indus- 
trial processes and scientific achievements 


in business. $22,000,000.00 has been ap- 


propecia by the Government of Spain 
an the city of Barcelona toward the suc~ 
cess of the project. 


The Exhibition of Barcelona 1929, most im- 


portant economic event since the World War, 
presents your first and best opportunity to make 
profitable new connections and to strengthen 
your old connections, not only with Spanish 
markets, but with those of all Europe as well. 


Special low transportation rates and no tariff charges on Exhibition materials— Exhi- 


bition space without charge for American manufacturers. For full information, address 


SENOR M. VENTURA, Delegate to the United States, Steinway Hall, Dept. 111 New York City 


May — 1 929 — December 
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International Exhibition Barcelona 
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Our Safe Bonds 


Will Make You More 


Money Now 


Many people, anxious to make their money increase rapidly, 
seem to think that safe, 6% bonds like ours are too slow a 
way to reach their goal. 


But at most any time, and especially now, Baird & Warner 
Bonds offer as quick a road to building a substantial estate 
as any less desirable, speculative, “Easy Money” way, while 
all the time you have a perfect safety of principal and a 
certainty of income. 


Let us show you how rapidly we can build up a 
substantial estate through our bonds on our compound 


interest plan. Write for “The Application of Real 


Estate Knowledge to Real Estate Bonds.” It is simple 
and non-technical in its language, and will help you 
in selecting our first mortgage investments—the kind 
that have proved 100% safe for seventy-three years. 
This book is free. There’s no obligation in asking for +t. 





BAIRD & WARNER 


inc 
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000 in a single month and a gain of wel 
over $1,000,000,000 since the beginnj 
1928. —— 
Debits to individual banking 

continue to advance and the rate of gain 
has been somewhat more rapid during th, 
past month. Latest weekly figures of i, 
Federal Reserve Board show the 
running from $2,000,000,000 to $3,000,000, 
000 ahead of the corresponding weeks oj 
last year. 


Latest Weekly Bank Clearings 








N York $9,956,990 000 1 
Te RR 956,990, v/ 
ee 690,071,000 at 
Philadelphia ........... 649,174,000 466,359.09) 
are 805,957,000 589,412.) 
Serer 325,924,000 334 
NE pained an cite cbs’ 297,052,000 290,00) 
EMMORMO — c0cc> esos scritet 508,444,000 — 1,190,212. 
ee 335,588,000 29, 
Minneapolis ........... 262,615,000 

Kansas City .......... 361,995,000  311,341,09 
WEE Savanes ii cteet 224,746,000 179,350.04) 
San Francisco ....... 867,586,000 706,456,000 

















Ocean Market Dull But Rates Hold 
Firm. Shipping Board Awards 
Further Diesel Contracts 
HE ocean freight market continue 
somewhat dull in most of the class- 
fications, but in general there is sufficient 
demand for space to keep rates at a com- 
paratively high level. Inquiry continues 
satisfactory for grain, coal and oil, 
The United States Shipping Board has 
rejected the consolidation plan _recon- 
mended by General A. C. Dalton, vice 
president and general manager of the Mer- 
chant Fleet Corporation. The Dalton plan 
was designed to combine over 20 services 
into about 14 and disregarded the pending 
sales of the United States Lines ani 
American Merchant Lines, as planned by 
the Board. 


Diesel Contracts 








HE Shipping Board has _ recently 

awarded three contracts for completing 
the work of installing Diesel engines in 
six of its ships. The contracts total cor 
siderably over $3,000,000. 

The United States Inter-Coastal Con 
ference has recently closed its conventiot 
after long discussions on various and diff 
cult problems brought before it. About Il 
steamship companies were represented at 
the conference, and although some definite 
work. was accomplished, little progress was 
made in pacifying companies which have 
never joined or have resigned from the 
conference. 




















Bonds and Mortgages 





134 S. LaSalle Street 


Chicago, U. S. A. 





UMMA ANANANNMAATUVIAAVANATNANRAWIAAAAAN A \\RA\W\ANROMNANAAANANAANANANAARANINNANANAARANAANAARAANR 





MUU AUP 





i 








Hl 








Mentian of “Forbes” insures good service 

















New Bedford Textile Strike Settled # 
Jersey Begins New Silk War. N. ¥- 
Builders Ask Increased Wages 
| pear med the most important strike 
settlement in the second half of ! 
was announced during the past month, whe 

seven unions in the New Bedford T 
Council voted to end the strike which 
been in effect for over six months. 
strike was begun on April 16th as 4 © 
sult of a 10 per cent. reduction in 
among the leading New Bedford 
mills. 
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PRINCIPLES 
“ and POLICIES 
= behind 

ie GENERAL 
“— MO’TORS 
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|  7-\ UR PRINCIPLES completely expressed, 

— as I see them—and they apply to 

a every other business as much as they do 

Be to that of General Motors—are: Get the , 

Continues . ie 4 

an facts; recognize the equities of all con- : 

; ~— cerned; realize the necessity of doing a 

ont better job every day; an open mind and 

vard has hard work. The last is the most important 

B. et ofall. There isno short cut.” ...... , 

he Mer | 

we - ALFRED P. SLOAN, JR., 4 

- 2 President of General Motors. ; 

nes and i 

nned by } 
In addition to its Annual Report and Quarterly Statement of Earn- 

raul ings, itis the custom of General Motors to issue special booklets from 

et ' : 

nat time to time to keep informed its stockholders, employees, dealers 

tal cot : og ty 

~ and the public generally. Many of the principles and policies, out- 

1 Con- . ° ° 

ei lined in these booklets, apply to every other business as much as they 

nd diffi 

boat do to that of General Motors. 

nted at 


definite 
ess was 


This booklet, “PrinctpLes AND PoLicizs BEHIND GENERAL Morors,” 
an together with the series of booklets to stockholders, will be mailed 
free, upon request to Department 4-10, General Motors Corporation, 
Broadway at 57th St., New York, N. Y. 


GENERAL MOTORS 










} strike 

f 192 e ” 

fh, db A car for every purse and purpose 
i= CHEVROLET’ PONTIAC * OLDSMOBILE « OAKLAND : 
2 BUICK * LaSALLE + CADILLAC + AU with Body by Fisher 
in pay GENERAL MOTORS TRUCKS * YELLOW CABS and COACHES 
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FRIGIDAIRE—T be Automatic Refrigerator DELCO-LIGHT Electric Plants 
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| 3 car-days 


to nation’s big buyers 





DETROIT <-+-+:-3 
CHICAGO: -::-:- 3 


CLEVELAND : - 1 
CINCINNATI -- 3 
PITTSBURGH: - 1 
BALTIMORE 4a 
PHILADELPHIA 4 
NEW YORKCITY 3 


(AVERAGE 2% DAYS) 


over 4GreatRailroads 


THESE DAYS of small order buying 
the manufacturer who offers best de- 
livery has the “edge” on competition. 
Erie manufacturers profit by fast, 
through service to principal distrib- 
uting centers from the Atlantic to 
the Mississippi. 

Half the nation’s hundred-thousand- 
population cities lie within a 400-mile 
radius of Erie. That means 39 first 
class markets within 2% days aver- 
age freight time of your new or 
brapch plant here—via New York 
Central, Pennsylvania, Nickel Plate 
and Bessemer main line service, 
augmented by far-reaching electric 
and motor freight facilities. 

A rare combination of basic advan- 
tages—market, transportation, raw 
materials, labor and power—attract 
industries to Erie. Get the facts in full 
detail from “5S Great Advantages”. 


Free Book of Vital Facts 


Don’t under-rate this book because 
it is free. Its significant facts and 
figures are worth careful study by 
industrial executives everywhere— 
32 pages of valuable information for 
every manufacturer. Send the cou- 
pon. Or let our Industrial Board 
furnish a confidential detail survey 
of Erie’s 5 great advantages as re- 
lated to your immediate problems. 


ERIE 
| le meta 


Erie CHAMBER OF COMMERCE 
Erie, Penna. 








ec 








Sarasa 
Please send a copy of your booklet "5S Great 
Advantages.” 


Name 
Firm 


Addr 














F. 11-1-28 








Mention of “Forbes” insures good service 


The strike has been one of the most im- 
portant of the present year, affecting over 
50 mills operated by 25 corporations, and 
throwing out of work some 25,000 em- 
ployees. The settlement was chiefly a com- 
promise agreement, but seems to have been 
mostly on the side of the employers, since 
the employees went back to work under 
the agreement that they would accept a 5 
per cent. reduction in wages. 


~~ approximately the same time labor 
difficulties have once more flamed up 
in the New Jersey silk industry, centering 
around Paterson. In this case, the em- 
ployees appear to have taken the initiative 
and the difficulty has come about through 
their demands for additional union recog- 
nition, the 8-hour day and a 10 per cent. 
increase in wages. Approximately 3,500 
silk workers were reported to be on strike 
around the middle of the past month and 
over 100 broad-silk mills were affected. 


Building Trade Demands 


isnt workers have presented de- 
mands for a 5-day week of 40 hours 
and a wage increase of 10 per cent. The 
demands have been placed before the Build- 
ing Trades Employers’ Association on be- 
half of over 120,000 building trades me- 
chanics in the New York district. Fur- 
ther details will be found in Mr. Perley’s 
article on general building conditions on 
page 92. 




















America Hails Graf Zeppelin’s Record 
Flight. Navy Orders Two New 
Dirigibles. Railroads Plan 


“Air-Pullmans” 


OSs ncenciphacera ger ye the most im- 
portant event of the past month, 
and one of the most important this year, 
in the realm of aviation, is the successful 
first commercial dirigible crossing of the 
Atlantic Ocean by the German ship, 
Graf Zeppelin. 

Long in preparation, the flight disap- 
pointed no one and the very difficulties 
of weather conditions which it met on 
its Western crossing added to its proof 
of the practicality and comparative 
safety of such form of ocean transporta- 
tion. 


Graf Zeppelin Sets Record 


EAVING its birthplace at Freid- 
richshafen, Germany, on a Thurs- 
day, beset by inclement weather and un- 
favorable winds, to say nothing of dan- 
gerous storms, the ship was forced far 
to the South of its natural course. De- 
spite the unfavorable conditions and the 
fact that the ship travelled a total of 
6,300 miles, almost double the shortest 
route between Berlin and New York, 
the arrival was hailed on the following 
Monday afternoon and the Zeppelin 
“docked” 111 hours, or a little over four 
days after it took off on its record- 
breaking flight. Incidentally, the flight 
was the longest ever made by man. 
After suitable welcome and popular 
acclaim, and after a few spectacular side- 
trips, the first commercial flying machine 
to cross the Atlantic is at this writing 
preparing for her return trip to Ger- 
many. 
Convinced, long before the Graf Zep- 
pelin’s feat, of the importance of dirig- 
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cA "frame’’ from a typical film of the 
. rber-Greene (o., Aurora, Ill, 


Motion Pictures 


Close 
the Orders/ 


HE BIGGEST PROBLEM in sell- 

ing is getting the product before the 
buyer. If your product is one which 
makes this difficult, consider the help 
which motion pictures can give in 
actually closing the sale. 

The Barber-Greene Co., Aurora, IIl., 
manufacturers of material handling 
machinery, are extensive users of 16mm. 
films and DeVry Type G Projectors. H. 
S. Greene, Vice President, says: 

“After years of experience with the 
machines, our salesmen are practically 
unanimous in saying that moving pic- 
tures are the greatest sales aid we 
ever used. We recently closed an order 
which had been hanging fire over a year, 
with the aid of motion pictures.” 

Hundred of progressive firms all over 
the — are using motion pictures 
to put the final punch into their selling. 
Let us explain how you, too, can use 
use movies in your business. 


_ DeVry projectors are compact and easily cat- 
ried, dependable and easy for anyone to operate, 
Send now for information and free literature. 


DEVRY CORPORATION, Dept. 0000 
1111 Center St., Chicago, Ill. . 


DE VRY Type G 16 
mm. Projector gives 
clear, flickerless pic- 

res of exceptional 
brilliance; -— to 























DE VRY Type E 35 
mm. Projector, self- 
contained suit-case 
type, easy tocarry and 
simple to operate; pro- 
jects brilliant pictures 
in small rooms or large 


halls. 
Price |» DLO S. 














World’s Largest Manufacturer of Standard 
Motion Picture Cameras and Portable Projecto 
——_ 





————e 
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sell- “ir-rail line’ begun by some of the 
> the trans-continental railroad systems in 
hich conjunction with Transcontinental Air 
help Transport Company. The new step is 
sie: “il air’ night transportation instead 
TL of the previous plan whereby passengers 
ling rode in planes during the day and in 
mm, railroad cars at night. 
. H. The service will soon install “air Pull- 
mans” to run between Columbus, Ohio, 
the and West Coast cities. The service will 
cally still be in conjunction with the Pennsyl- 
ee vania railroad which will bring passen- 
odes gers from the Eastern seaboard to that 
year, point. 

The Los Angeles is scheduled to un- 
over dertake tests at an early date in the 
ures mooring of airplanes to the dirigible 
ing. while in flight. Such tests will determine 
use the practicality of using the dirigible as 

an aircraft carrier. 

y Cat- 

rate, 

fe. 

1000 

eG 16 

r gives — — —EE 

28 pic: ; 

rs Cotton Consumption Far Below Last 
on- 
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in development of aviation, the 
yyy Department has been considering 
sds for some time on its two new ships 
of this type. The contract has recently 
jen finally awarded to the Goodyear 
Zeppelin Corporation of Akron. 
The two ships will be known as the 
7RS-4 and ZRS-5, the first to cost $5,- 
and the second $2,450,000, a total 
contract of $7,825,000, compared with the 
quiside limit of $10,000,000 set by Con- 
The foremost other bidder for 
the contracts was the American Brown 
Boveri Corporation. 


—_—_—— 
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NNOUNCEMENT is now made of 
the natural sequence to the new 

















Year. World Wheat and Corn Yields 



































TO thousands of plumbing dealers it is a mark 
of achievement to handle the Duro Line—to 


do business with Duro—the live one from 
Dayton. See your Duro dealer for outstanding 
quality and value when you want fresh run- 
ning water under pressure in your suburban or 
country home. Send for catalog. 
World’s Largest Maker of Automatic Water 
Systems and Automatic Water Softeners 


THE DURO COMPANY 
Dayton, 


WATER SYSTEMS 
WATER SOFTENERS 
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Estimated Larger Than 1927 Season 





reduced in the coming year. 


r Cotton Consumption Lower 
EANWHILE, the Census Bureau 


red re 
$95 
ual THE Department of Agriculture esti- 
mates 13,933,000 bales of cotton as 
of October 1st, compared with final fig- 
ures of only about 13,000,000 bales pro- 
duced in 1927 and less than 18,000,000 
bales harvested in 1926. Such reports do 
fot indicate an actual shortage of cot- 
ton, but they do suggest that the world 
supply of American lint will continue to 
a 


Men who“know itall” 
are not invited to read this 


Ts advertisement is a personal message tothe 
man who has responsibility, who feels secretl 
that he ought to be earningseveral thousand dol- 
lars more a year, but who simply lacks the confi- 
dence necessary to lay hold on one of the bigger 
placesin business. 

There are thousands of men who could sub- 
stantially increase their incomes in one year if 
they believed in themselves and had the solid busi- 
ness knowledge to back up their belief. 


Start your upward progress foday 


Tosuch menthe Instituteoffers “Forging Ahead 
in Business,”’ a k with power in every page, 
which tells how the training of the Institute can 
give youthat knowledge of all departments of busi- 
ness that lifts men forever out of the rut and 
into the executive class. Thousands of men, now 
in high positions, regard it as the most valuable 
little book they everread. Thecoupon will bringit. 


; \ P Regeee 
bu» Se & os are 


140-page Book of actual 
bookkeeping forms, com- 


pletely filled in to illus- 

trate uses. Will answer 

your record-keeping prob- 

lems—office or factory. 
Book Sent FREE 

when requested on business stationery 

John C. MOORE Corpn. 


(Established 1839) 
5032 Stone St., Rochester, N.Y. 





; lM the previous month of this year and 
rv with nearly 628,000 bales in September 
a of 1927. The decline in consumption was 


places September consumption at 
2,000 bales, compared with 527,000 bales 


‘Somewhat larger than had been expected 
the trade, but it has not had much ef- 


ALEXANDER HAMILTON INSTITUTE 
Astor Place, New York City 


Send me the new, revised edition o 
in Business” which I may keep without charge. 


Name. 


f ‘‘Forging Ahead 





Cc 



















St on price movements. 





service 














Address. 
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co coll a 


Shook His Head 


“I'd like five pounds of sugar, 
please.” 


“Sorry, Madam, we can’t let you 
have more than a pound today.” 


Has anyone forgotten the wartime 
situation when sugar was so scarce that 
almost everybody felt the pinch? 
Restaurants gave out a single lump 
in a paper bag with each cup of coffee. 
The sugar bowl, a familiar sight on 
every tableand lunch counter, had dis- 
appeared. Sugar was kept under lock 
and key, and was hoarded by many. 


Back in 1914, soon after the out- 
break of war, the British Government 
took control of the nation’s food, and 
sugar was the first item put under 
control. Likewise, when the United 
States went to war, our government 
instituted a similar control of sugar. 
This essential article of food was con- 
‘served in every possible way in order 


that both the army and the civilian 


DAHLBERG SUGAR CANE INDUSTRIES 


THE SOUTH COAST COMPANY 


Mills and Plantations in Louisiana 


Executive Offices: 645 North Michigan Avenue. Chicago 











































in 1917 — 


population would have enough to 
meet their absolute needs. 

These experiences taught people 
how necessary sugar is to the nation’s 
life and welfare, and how desirable a 
constant, home-grown supply of this 
commodity would be. Certainly the 
United States should produce within 
its continental borders every pound 
of sugar it can economically produce. 

The undersigned companies are 
doing their utmost to increase our 
domestic production of cane sugar. 
They have acquired and developed 
vast tracts of the most productive 
sugar lands in America. They have 
built cane-grinding plants of the latest 
design a 
have conducted exhaustive experi- 
ments resulting in improved varieties 
of cane and advanced methods of 
planting. An illustrated booklet 
sketching their history and activities 
will be sent upon request. 


THE SOUTHERN SUGAR COMPANY 
Mills and Plantations in Florida 
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A.A. DURANTE & Co. 
117 Liberty Street 
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AVIATION 
SECURITIES 


DEPENDABLE 
INFORMATION 
AND 
MARKETS 
UPON REQUEST 


New York | 
Telephone COR tlandt 3380 
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Making 
Bond 
Salesmen 


— —_ —— groups of Bond salesmen. 
« Those who are making good now. 
2. Those to whom caakkin good al- 
ways seems “‘just ya 

3. Those who are discouraged to the 
- Pers = ee failure. 

undredsof near failures are maki : 
hundreds of nearsuccesses arebein ee 
into actual successes; hundreds of fellows 
who were making good are being given the 
training and viewpoint which nine them 
toward even better accomplishment. 
It is a simple statement. of fact that the 
Babson Institute Course of Training in In- 
eeihie Gon wee a is 

ccomplishing these ngs— it is 

“Making Bond Salesmen. y; 
Get our free booklet 2028 “Security Sales- 
manship—the Profession,” which will give 
you an understanding of why. this is so. 


Babson Institute ® son Park, 


‘the month. of September is reported # 











GOOD COTTON YIELD 
18 MILIIONS OF BALES 
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Indicated yield of all wheat in the Unite 
States this year is still over 900,000 
bushels, compared with only about 875. 
000,000 bushels last year and with a 5-year 
average of but slightly over 800,000» 
bushels. Canada has just about finished 
harvesting her record-breaking crop ani 
the statistical position in the world whe: 
situation is far from bullish on prices, 


World Wheat Production 


:: HE United States Department of 
Agriculture has compiled figures ¢- 
timating world wheat production from 31 
countries of the Globe at 3,332,000 
bushels, compared with less than 3,00), 
000,000 bushels last year. The countries 
whose figures are considered produced 
about 85 per cent. of the world’s produ- 
tiori last year, outside of Russia an 
China. 

No very reliable reports are available 
from China, but the Russian crop is said 
to be larger than was at first anticipated. 
According to the world figures of the De 
partment of Agriculture, this season’s crop 
will show a gain of about 7 per cent, over 
last year. 

Corn production in seven countries of 
the world is estimated at 3,157,000,00 
bushels, or nearly 5 per cent. more than 
the actual harvest in the same countries 
for 1927. The five European countries 
reporting show a decline of about 8 per 
cent. in production, but the world increase 
is established by the material gain in com 
production for the United States and 
Canada during the present season. 


















Oil Output Continues Slow Gain. Rub 
ber Strengthens As Stocks Decrease. 
Britain Starts World Tin Trust 


ETROLEUM—tThe slow gain col 
tinues in domestic production of 
petroleum and recent reports have beet 
showing a weekly gain of about 15,0 
to 20,000 barrels per day. The latest 1 
port of the American Petroleum Institute 
shows domestic output at an average of 
2,524,000 barrels per day, or a gain of ove! 
14,000 barrels daily over the preceding 
week. Such figures are still modera 
below the peak for all time of 2,586,000 
barrels per day, in the week ended July 
30th, 1927, but are running practically 
equal with the corresponding weeks of lat 
year. 























PETER --Consemption of crude 
rubber in the United States durié 


just under 40,000 tons,.or a2 gain 0 
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“At the Gateway to a Continent’ 


725,000 pounds of copper, brass and 
bronze in the NEW YORK CENTRAL BUILDING 


The plumbing system will have 225,000 pounds of brass 
water pipe. For roofing and sheet metal work there will be 
used approximately 300,000 pounds of copper. About 
200,000 pounds of ornamental bronze will be required for 
building entrances and store fronts, hardware, lighting fix- 
tures, elevator equipment, etc. 


Today more copper, brass and bronze is used in building 
construction than ever before. Architects and engineers are 
specifying these rustless metals for many new and varied 
uses because of their durability, economy and attractive 
appearance. 

THE AMERICAN BRASS COMPANY 


General Offices,Waterbury, Connecticut 
Offices and Agencies located in all Principal Cities. 


ACONDA COPPER 
BRASS 2:4 BRONZE 
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Christmas 
advertisin 

that never 
stops selling 


Give your valued customers 
handsome Wahl Desk Sets, im- 
printed with your advertising. 
Such worth-while remem- 
brances ate welcomed on any 
desk. Always in sight, always 
in use, they are an order-pulling 
(*) reminder of you for years to 
come. 


Give Wahl Desk Sets because they are 
the most beautiful and popular sold. 
Wide range of models, suitable for any 
office. 


Bases of imported Portoro Marble, Pe- 
drara Onyx, Embossed Leather or Em- 
eraline Glass. Equipped with one or 
two unconditionally guaranteed Wah! 
Pens to match. 


Select your customer's favorite writing 
point—there are 14 different Wahl nibs, 
a style for every hand. Make your ad- 
vertising a really personal gift. 


Have you considered imprinted Ever- 
sharp Pencils for your general adver- 
tising? They are most inexpensive 
and their effectiveness is proved. 





*These well known firms find Wahl Desk 

Sets profitable Christmas Advertising. 

Larrabee Flour & Milling Co., 
St. Louis, Mo. 

Valve Bag Company of America, 
Toledo, Ohio 

Detroit Gray Iron Foundry Co., 
Detroit, Mich. 

Metal Door and Trim Company, 
La Porte, Ind. 


WAAL - 
EVERSHARP 


Desk set prices, a sample Eversharp and 
a booklet of tested sales promotion plans 
“Twelve Ways to More Business’’ will 
be sent to executives who mail the coupon 


Advertising Specialty Dept. 
THE WAHL COMPANY, 
1800 Roscoe Street, Chicago, Illinois 


Kindly send me details on Wahl Desk Sets for 
Christmas advertising, together with sample 
Eversharp and booklet of sales promotion plans 
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nearly 50 per cent. over the 12,670,000 
tons consumed in September of last year. 
The figure for September of 1928 still 
falls about 3,000 tons short of the new 
high record for all time set up in August 
of this year. In the first nine months of 
1928 the rubber industry of the United 
States consumed 332,000 tons, or a gain 
of about 14 per cent. over the 292,000 tons 
used in the same period of 1927. 
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UGAR—United States sugar beet 


crop for 1928 is expected to yield 
985,000 short tons of sugar, as compared 
with 1,076,000 tons for 1927, according to 
advices received by the Domestic Sugar 
Producers’ Association. Smaller acreage 
planted appears to account for the decline 
of nearly 100,000 tons in the 1928 crop. 
Advices from Havana state that approxi- 
mately 70 per cent. of mill owners are 
in favor of lifting all restrictions on the 
Cuban sugar crop, particularly the gov- 
ernment control of sugar sales. 


British Tin Trust 


IN—Reports from London announce 
formation of a new tin trust which 
will immediately control 16 leading pro- 
ducers in Malaya. The trust has been 
formed by the Anglo-Oriental Corporation 
of London, will control 12 per cent. of the 
world’s production at the beginning, and 
is expected also to absorb other producers 
later on in possible progress toward a 
world pool in tin production. 














Germans to Disclose Progress in Syn- 
thetic Rubber. English Radio Pro- 


grams Now Include Television 


HILE many American concerns are 

spending millions on development of 
new rubber plantations they are also in- 
terested in possible manufacture of that 
commodity. Germany has long been carry- 
ing on research with a view to the produc- 
tion of synthetic rubber from coal by- 
products and the measure of such progress 
will be presented by Professor Fritz Hoff- 
man, of Breslau, in a talk before the Sec- 
ond International Conference on Bitumi- 
nous Coal, meeting in the coming month 
at Pittsburgh. 


New Telephone Service to Spain 


Another link in the sub-oceanic telephone 
service has been opened between the 
United States and Spain. President Cool- 
idge and King Alfonso exchanged greet- 
ings in the first formal messages opening 
the new communication line during the 





past month. 
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Our Salesmen’ 


How the C. J. Meaker Co., Inc, use 
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The Sales Projector enables you to ailing fully th 


“We Doubled 


Effectiveness” 


simple picturized sales talks to 
sell distributors’ salesmen 


strongest sense of all—sight. 


HE Bausch and Lomb Sales Projector ha 
been enthusiastically received by all ow 


men,'’ says Sales Manager Ellis R. Meaker, “It 
especially gives confidence to those salesmen 
w 


hesitate to address a group. It helps them 


all to make their talks logical and effective. 
No point is forgotten and-every point is em- 
phasized visually. 

““‘We estimate that the Bausch and Lom) 
Projector is worth at east $10 every time itis 


used 


. It is especially valuable in selling ow 


distributors’ sales organizations on the volum 
possibilities of our product.”’ 
The Bausch and Lomb Sales Projector is sim- 


plici 


ty itself to use. It is not a ‘‘movie.” 


The salesman carries this convenient little 5}, 
pound box, plugs in at a convenient socket- 
with one man or a score he is assured of a 


favo 


rable ‘‘hearing.”’ 


An inexpensive way to capitalize your 
prospect's ‘‘eye-mindedness”’ 


Psychologists say: 83% of all we learn come 
through the eyes. With the Bausch and Lomb 
Projector any firm can equip its sales organiz- 


tion 

St 
com 
film 


with this additional power. 

rip films for the sales projector are light, 
pact, and readily prepared. If you wish, 
specialists will prepare your illustration, 


write your scenario and make the complete film. 
A new story can be produced whenever needed, 


at n 


ominal cost. 










BAUSCH & LOMB 


Sales Projector 


Let us send you further data via the coupm. 
js ——— 





BAUSCH & LOMB, ROCHESTER, N. Y. Dept vd 
Send me booklet, ““The Modern Lamp of Aladdin, ane 
full description and prices of the Sales Projector (00t! 
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” holds the broadcasting monopoly for the 
British Isles, will send out a series of still 
pictures and designs by the so-called Fulto- 

¢. graph process. ; 

‘: ™ These images can be received by any 

to one by means of an apparatus costing 





fully th 


val va will detect defects in rails that are invisible 

‘cer, @ tothe naked eye. His’machine is built on 

salesmen what resembles a covered hand car and 

elps them proceeds along the rails at a speed of 

effective about seven miles an hour. 

Nt 1s eM- When it reaches a rail that is cracked 
the sensitive electrical appliance is af- 

nd Lomb fected and a stream of white paint is auto- 

time it is . P stan 

ing om matically released. As the car travels 

evolu along the track an electrical current passes 
through the rails. The most minute crack 

‘or is sim- in the rails interrupts the current. 

vie. 

; little 54 

: socket— 

ured of 1 

e your 

' General Conditions Prosperous. Domin- 

iii ion Trade Shows Large Gain, 

nd tab Especially with U. S. 

} Organiza- atPtetheteen and general business 

conditions are still reported at a very 

s ligt satisfactory stage. Harvest of the bumper 

ye Wheat crop is practically completed in the 

plete film Prairie Provinces and in the industrial 

ver needed, East Fall business expansion has about 
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NEW feature is being added to wire- 
less programs in England by the broad- 
sting of pictures, which began officially 
in October. During the intermissions be- 
tween musical and lecture transmissions the 
British Broadcasting Corporation, which 


about $100, which is used in conjunction 
with any wireless receiving set of two- 
fulb strength or over, operated under loud 
speaker conditions. The apparatus is at- 
fached in place of the loudspeaker. 


Detecting Broken Rails 


LMER A. SPERRY, inventor of the 
gyroscope and other appliances, has 
fow perfected a device for detecting brok- 
en rails, thus eliminating a source of many 
failroad accidents. The device will be 
demonstrated on the lines of some of the 
principal railroads of the East. 
Mr. Sperry’s invention, it is claimed, 




















reached its seasonal peak. 

Dominion exports for the first eight 
months of the current year amounted to 
slightly over $800,000,000, a gain of nearly 
10 per cent. over the $735,000,000 shown 
lor the same period of last year. Imports 
tor the 1928 period stand at $806,000,000, 
or a slightly larger gain over the $724,000,- 
000 of 1927. Trade with the United States 
has gained rapidly, with the advance in im- 
ports to Canada showing a somewhat larger 
merease than exports. 


Canadian Coal Output Up 


SAL production has been tending up- 
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To Know Property 


To the man too intelligent to 
tolerate uncertainty about any 
facts of his business, we can 
supply complete and specific 
data as to what his property is, 
where it is, what it is worth, 
what it cost, its condition, 
whether it is increasing or 


decreasing in value and why. 


THE 
AMERIGAN APPRAISAL 


GOMPANY 


A NATIONAL ORGANIZATION 








4 ward rather rapidly and for the first 
tight months of 1928 output was over 
11,000,000 tons, or a gain of 17 per cent. 
Over the average of the five preceding 
years. August coal output was nearly 30 


Per cent. over the five-year-average for 
that month. 


OMB 
tor 





 — September exports of nickel from the 
7 Dept Fel Ominion showed a loss. They were less 
Aladdin,” #4 than 6,000,000 pounds, valued at $1,375,000, 


-ojector (not? 


‘ompared with 8,746,000 pounds in the 
‘me month of last year, valued at $1,650- 

- The decline this year has taken place 
almost entirely in the nickel ore classifica- 
ton, controlled by Mond Nickel Company. 
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her classes show good gains. 
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Modern dictation saves 
half the time, trouble and 
expense in your office 


Telephone “The Ediphone,” your city, or 
let us send the interesting book “An Easy 
Way to Chart Your Correspondence.” 







THOMAS A. EDISON, INC., World-Wide Service 
Laboratory & General Offices ORANGE, N. J. 
LONDON OFFICE: 164 Wardour St., London, W. 1 


Ediphone 


Edison’s New Dictating Machine 
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Tax Receipts Lower But Budget Def; 
May Still Be Avoided. National oa 


Reduction 


— tax collections for the month 

of September fell not only slightly be. 
low Treasury expectations but moderately 
below the receipts of the same month 
last year. The total received stands at 
just under $443,000,000, compared with 
freasury expectations of $450,000,000 ang 
with actual receipts of over $445,000,00 
in September of 1927. 


STEEL OPERATIONS HIGH 
95 (Per Cent CapscifyOufput) 
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1927 1928 


Despite the lower income from’ such 
collections and other tax receipts Wash- 
ington financial opinion now leans toward 
the view that extension of the Coolidge 
economy program may be able to obviate 
the deficit recently indicated at nearly 
$100,000,000 in the next budget. 

















London Loses Gold. China Inaugurates 
First Nationalist President. Japan's 
Gold Lowest in 20 Years 


REAT BRITAIN—The gold move- 

ment continues large from London, 
though German imports have apparently 
tapered off. British commodity prices att 
falling, steel output shows a moderate 
gain and foreign trade fell off materially 
in September to the lowest thus far this 
year. 

Nationalist President 


es the middle of the 
past month Chiang Kai-shek wa 
inaugurated into the first Presidency of 
the new Nationalist Republic, being named 
chairman of the new Council whose fifteen 
members took their office with him, Part 
of the ceremony consisted in pledging ™ 
spect for the memory and _ teachings af 
Sun Yat-sen, father of the Chinese reve 
lution and Republic. 


J APAN—Foreign holdings of gold 

have gradually declined to the ot 
rent figure of only 127,000,000 yen, t 
lowest figure reached in twenty yeals 
One method being considered for replet- 
ishing these supplies is ara of secut- 
ity offerings in foreign markets. 
sneit in ulao a toot $0: abolish embaré? 
on gold, which has been in effect 
1917. 
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Rail Outlook 
Improves 


fall Advance Carries Load- 


ings to New High Record 
—Better Profit Position 
of Western Carriers 


By Samuel O. Dunn 


Editor, Railway Age 


HE increasing activity in general busi- 
sil recently has produced favorable 
effects upon railway freight business and 
earnings. In the last week of September 
total car loadings were 1,196,768. This not 
only exceeded the loadings for the corre- 
sponding weeks of both 1927 and 1926, 
but exceeded those of any previous week 
excepting the last three weeks of October, 
1926. 

Past forecasts of increased freight busi- 
ness have repeatedly failed of fulfillment, 
put indications at the time this article is 
written are that in the last quarter of this 
year the total movement of freight will ex- 
ceed all previous records. 

In both July and August net operating 
income was larger than in the correspond- 
ing months of last year, although less than 
in 1926. In fact, in the first eight months 
of the year it was $60,000,000 less than in 
the first two-thirds of 1926, which was, 
of course, the best year the railways have 
had since the war. It seems not improb- 
able that in the last quarter of the year 
the net return earned will equal that of 
the last quarter of 1926. 


Western Conditions Improve 


a. ever since the railways were 
‘\ returned to private operation those of 
the Western district have been earning 
relatively smaller returns than those. of 
the East and South. The percentage be- 
ing earned by them on their property in- 
vestment continues to be less, but rela- 
tively they have been doing better this 
year than the railways of other territories. 

In the first eight months of the year the 
net operating income of the Eastern roads 
was $15,000,000 less than last year and 
that of those of the South $9,000,000 less, 
while the net operating income of the 
Western group of railways increased $38,- 


’ 


T is probably significant that the princi- 

pal increase in freight business recent 
ly has been in “miscellaneous freight.” In 
July, August, September and the early 
part of October the weekly movement of 
miscellaneous freight was larger than ever 
before. As it consists principally of con- 
sumable commodities, it seems reasonable 
that increases in it are a fore-runner of 
lmereases in the movement of fuel and 
faw materials used in manufacture. 
_ The freight business of the railways has 
mereased relatively much less since 1920 


than it previously did. A substantial in- 


crease in freight movement in the latter 
Part of one year has, however, almost in- 
Variably been followed by a year of. heavy 
Sinéss. ‘Therefore, the prospects of 
tailway freight business in 1929 seem 
favorable. If the railways were not sub- 
Jett to the constant tendencies to both 
advance wages and reduce rates a good 
deal of optimism might reasonably be felt 
"garding their financial results during 
year or more immediately ahead. 
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A Reputation 
That is Traditional 


HE reputation of American Bond and 

Mortgage Company for soundness and con- 
servatism in the offering of First Mortgage 
Bonds is traditional. 


So well established is this reputation that, in 
addition to individual investors, this Company 
enjoys the confidence of a large group of Banks 
and Investment Dealers throughout the coun- 
try who are buying our offerings, not only 
for their own investment, but for distribution 
among their customers. 


The confidence which investors place im our 





N on your part. 
\ 
\ Ask for Booklet F-400 
N N 
| AMERICAN BOND & MORTGAGE (0,)) 
\ Capital and Surplus over $9,000,000 ; . 
\ \ 
\ 127 N. Dearborn Street 345 Madison Avenue . 
\ Chicago, Ill. New York, N.Y. N 
\ \ 
\ Philadelphia Buffalo Albany Cleveland \ 
N Detroit Boston and over 30 other cities |N 
\ \ 
Established 1904 AN OLD RESPONSIBLE HOUSE : incopoceed 


Company is indicated by the continuous and 
progressive expansion.of our business. 


With a background of almost a quarter of a 
century of successful investment experience 
we solicit your inquiry for literature describing 
the bonds we sell. This involves no obligation 



































Clarence D. Chamberlin’s 
Curb | 


Securities ||| CRESCENT 


AIRCRAFT CORP. 
CORPORATE EXECUTIVES 


will find our DAILY RE- ae ; 
PORT of CURB SALES a con- ° Rec gee ct 

i .< - ircular on Request 
venient means of keeping in- 
formed on Curb Securities. 


SADENDURE BED. | pict Wolf Ca 


INCORPORATED 
111 Broadway New York 
165 Broadway New York 
Telephone: Rector 5022 


Telephone: Cortlandt 6593 


BOUGHT—SOLD—QUOTED 
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A Charming OTT 
of Homes 


TENNESSEE RIVER NEAR 
CHATTANOOGA WITH 
LOOKOUT MT, IN BACKGROUND 


By day, you work in “The Dynamo 
of Dixie.” 


By night, you rest in your home on 
Lookout, Missionary Ridge or Signal 
Mountain—world-famous for its 
fascinating scenery and healthful at- 
mosphere—or enjoy the thousand- 
and-one attractions of a city of 
150,000 community population. 


Because of magnificent climate and 
home conditions in Chattanooga, 
high-calibred representatives are 
lad to live and do their best work 
or you here. Year-round golf on 
four 18-hole courses. Almost every 
known sport and recreation. 


Over one-third of U. S. population 
within 24 hours by rail. . . . nine 
railroads make low freight and pass- 
enger rates . . . 60.4° average annual 
temperature. 


But let us tell you all about this 
logical distribution center and prove 
by an actual, confidential survey how 
you can win the South to your 

roduct from “The Dynamo of 

ixie.” Make us demonstrate how 
distributive factors in Chattanooga 
cause bulging Southern volume and 
profits. Write today for information! 


Send for handsome illustrated 
booklet, “Scenic, Historic and 
Industrial Chattanooga” Free 


Chatlano 


DYNAMO o7 DIX 


L. J. WILHOITE, “Director 


Chattanooga Community Association 
Chattanooga, Tennessee 
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More Discrimination 


W. S. Hovey, president, Fairbanks, 
Morse & Company, in an interview with 
ForsgEs : 

“American busi- 
ness has been facing 
the problem of mak- 
ing a profit during a 
buyers’ market. With 
highly competitive 
selling and _ corre- 
spondingly narrow 
margins of profit, the 
trend of business has 
been distinctly to- 
ward the reduction of non-productive ex- 
pense, the elimination of waste and the im- 
provement of production methods. As a 
result, both purchasers and suppliers are 
making an intensive study of equipment 
needs. The buyer is analyzing every pur- 
chase from the standpoint of what it will 
do for him in his business. The manufac- 
turer, in the same way, is analyzing the 
needs of industry with a view to better 
adapting the product to the work or in ex- 
tending the range of application. 

“In our opinion, this trend in buying and 
selling is having a most favorable in- 
fluence on industrial business. Our sup- 
pliers, by a more intensive study of their 
own production problems, are giving us 
better products, better tools, better ma- 
chinery and we, in turn, by better use of 
these improved aids to production, are 
passing the savings on to the ultimate pur- 
chaser. Business all along the line is, 
therefore, benefited. This situation is re- 
flected in the volume of industrial business 
this year which will equal that of 1927 
and in many lines will be from 10 to 15 
per cent. better. The outlook for 1929 is 
equally favorable. 

“Products of a type that improve living 
conditions or add to the pleasure of living, 
have also been in good demand. Even in 
agriculture, there has been an increasing 
demand for light plants, water plants, and 
similar items showing that the standards 
of farm life are improving. 

“There is, however, an apparent tendency 
to hold off on purchases that are not in 
the money-saving class or which do not 
class as pleasure-giving luxuries. Staple 
merchandise, not absolutely essential in 
either of these classes, has suffered some- 
what as a consequence.” 





Trend Upward 


L. M. Todd, president, The Todd Com- 
pany, Rochester, N. Y., interviewed by 
ForsEs : 


“The trend of our 
business, represent- 
ing as it does direct 
contacts with all lines 
of business, in all 
parts of the country, 
is usually a good in- 
dication of the state 
of business generally. 

“During 1928 we 
have had a steady in- 
crease in volume, in all branches of our 
business. This increase has been pretty 
evenly distributed over all sections of the 
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United States. Buying has been conser. 
vative but firm, and so far as can be seen, 
there is every indication of good business 
ahead. 

“Past experience has shown us that an 
an upward trend in our line reflects a bet. 
ter-than-average business in other lines. 
I feel that the outlook for business during 
the next six months is exceptionally good,” 


Sees Normal Winter Business 


Carl R. Gray, president, Union Pacific 
System, in an interview with the Editor of 
Fores : 


“T have just com- 
pleted a month's trip, 
which included all 
inter-mountain and 
Coast states. I found 
business generally 
very good. Freight 
movement so far this 
year is better than 
last. Lumber condi- 
tions in the North- 
west, which have been dragging, are im- 
proved. Kansas has bumper wheat and 
corn crops; Nebraska one-third short in 
corn; Eastern Washington and Oregon 
one-third short of last year in wheat; but 
fruit of all kinds in the Northwest is in 
excellent condition. Grape movement from 
California is below that of last year on 
account of market conditions. Movement 
of automobiles to the West is considerably 
in excess of last year and Westbound flow 
of general merchandise freight is also bet- 
wer. 

“Banking conditions are very favorable 
throughout the territory. Business gen- 
erally seems to disregard political situation. 
I believe we will have normal Winter busi- 
ness conditions.” 


No Change Visible 


H. H. Doehler, president, Doehler Die 
Casting Company, in an interview with 
ForBEs : 


“We are finding 
business excellent. 
We serve a great 
variety of industries 
and all of them, 
without a single ex- 
ception, are on 4 
higher level than 
ever before. 

“The trade out- 
look for the next 
six months indicates no change from 
present conditions. 

“Unless business will be disturbed fum- 
damentally by political or economic 
changes, the year 1929 holds the possibili- 
ties of a record-breaker.” 





Motor Output High 


E. T. Strong, president, Buick Motor 
Company, asked by the Editor of Forbes 
how things were going with his company, 
remarked : 

“Everything is running along in the 
most pleasing manner with a production 
over 27,000 cars a month for August and 
September and a building schedule of ovél 
27,000 cars for October. 
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Oil Business 
Avoids Ruin 


Co-Operation of Leading In- 
terests in Restriction of 
Output Has Turned Po- 

tential Debacle Into 
Satisfactory Year 


By Paul Wagner 


National Petroleum News 


TABILIZATION can be continued in 

the petroleum industry if its several 
branches will keep up the work of ration- 
alizing their operations. 

The field branch must not over-produce 
crude; the refiners must gauge their opera- 
tions within the limits of the tank car 
markets to absorb the gasoline they manu- 
facture without piling up undue stocks; 
and distributors must follow sound mer- 
chandising principles. 

Thus far in 1928 the industry has weath- 
ered the one period in its history when 
pell-mell operations would have brought its 
house tumbling as cards in a gale. 


Demoralization Avoided 


ITHOUT the rationalization of pro- 

duction, as practiced in Texas, Okla- 
homa and California, it would have been 
possible to take from underground reser- 
yoirs enough flush oil to double the total 
daily average yield of United States fields 
in 1928. 

It was unthinkable, of: course, that any 
such procedure should be taken. The ex- 
cess would have required to be taken care 
of in above ground tankage, at excessive 
storage costs and under disastrous market 
conditions, Prorating of production was 
the solution of the field problems experi- 
enced in the three states mentioned; and, 
while the producing branch of the indus- 
try can show little profit for 1928, the re- 
sults obtained happily have turned the 
present year from a debacle to a reason- 
ably satisfactory period. 

The tank car gasoline market, around 
which refined oil prices pivot, was kept 
irom an unprofitable basis because manu- 
lacturers saw fit generally to make only 
such quantities of motor fuel as the cur- 
tent demand required. Continuance of this 
tational policy in the winter season of low 
cotsumption will insure the refinery branch 
of the industry moving into 1929 under 
favorable marketing conditions. 


A New Sianding 


BETTER merchandising practices, of 
~ course are the key to profits for the oil 
jobber and the retailer. Evidence tends to 
show that both are alive to the advantages 
© result from sensible methods as com- 
pared with cut-throat competition. 

Never before in history has the petro- 
ltum industry shown to the extent it has 
i 1928 that it is in truth becoming an “in- 
dustry” and not a “game,” as its operating 

ches were once collectively called. 

Oklahoma crude production is to be 
beged at a high mark of 700,000 barrels 

ly when existing prorating machinery 
has been brought to functioning regularly ; 

© west Texas Permian salt basin area 

wil yield up no more than 350,000 to 

5000 barrels of crude daily until well 
(Continued on page 87) 












Standard Oil Co. of New Jersey 


Analyzed in our latest Weexiy Review 


Copy F-74 on request 


PRINCE & WHITELY 


Established 1878 
New York Stock Exchange Chicago Stock Exchange 
Cleveland Stock Exchange 
25 BROAD STREET NEW YORK 
UPTOWN OFFICE: HOTEL ST. REGIS 
Chicago Cleveland Akron New Haven 
Hartford Albany Philadelphia Newark 

















How to add 19% to a 
6% income 





An investment yielding 7.14% on your money pays 
precisely 19% more than an investment yielding 6%. For 
every $100 a 6% investment pays, a 7.14% investment 
pays $119. 


Units of Common and Preferred Stock of a member ot 
The Hodson Group of Finance Companies are now being 
offered to yield 7.14%. The business of the Company 
shows a 10-year record of remarkable growth. It owns 40 
subsidiaries in 13 states, operated by a central manage- 
ment company that operates a total of 224 similar sub- 
sidiaries. Both classes of stock are on a pace a 
basis. The first offering of this stock was oversubscribed. 


For further information use the coupon below. 

















CLARENCE HODSON & COMPANY 


165 BROADWAY New York ESTABLISHED 1893 
SEND ME BOOKLET B-20 


Name 





Address 
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Odd Lots 


The man of limited means who 
has the ambition to accumulate 
@ moderate estate will find no 
better method than thru pur- 
chasing Odd Lots of well sea- 
soned, dividend paying stocks. 


A group of good stocks, well 
diversified, bought with a defi- 
nite degree of regularity, will 
in time produce a comfortable 
income. 


Odd Lots permit this excellent 
means of accumulation and 
thrift. 


Many other advantages of 
Odd Lot trading are fully 
explained in booklet F.359 


100 Share Lots 
Curb Securities Bought or Sold for Cash 


John Muir &(0 


Members 


New York Stock Exchange 
New York Cotton Exchange 


Associate Members 
New York Curb Market 


50 Broadway New York 





























may have little effect 
upon day to day fluc- 
tuations but are an im- 
portant item governing 
market values over a | 
period. 








Consult our Statistical 
Department without 
obligation. 


The 


ODD LOT 


department affords the 
same efficient facilities 
for executing small or- 
ders as those for 100- 
Share Units. 


“ 


Write for convenient handbook 
on Trading Methods and 
Market Letter J-14 


(ijsnoim @ (HaPmaN 
Members New York Stock Exchange 
52 Broadway New York 





























Telephone: Hanover 2500 
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Stock Market Outlook 


Market Continues Appearances of Distribution But §tiy 
Holds Possibilities of Profit For Purely Speculative Funds 


By R. W. Schabacker 





ITHOUT any intermediate reaction, 

up to the time this is written, the 
market has continued its spectacular show 
of strength. It is a market which gives 
the appearance of being much stronger 
than it actually is. 

So far as average indexes are concerned, 
prices have not made much headway in 
recent weeks, even though volume of trad- 
ing has continued well up toward the five 
million share mark daily. Individual issues 
are taken in hand each day and given their 
upward whirl. The next day it is gener- 
ally another group which monopolizes 
speculative attention while the previous 
leaders either take a rest or enjoy a mod- 
erate reaction on profit realizing sales. 


O all appearances it is still a distribu- 

tive market, which indicates that a 
material reaction is still in prospect, and 
yet this process of frequent correction in 
the individual issues is probably doing 
much to keep the technical position of the 
list in general from growing as weak as it 
otherwise would be, after so long a gen- 
eral advance. 


There is nothing to indicate any definite 
change in the fundamentals underlying the 
market. They are still unfavorable. There 
is nothing to lead us to change our opinion 
of the present market. It is still danger- 
ous, grows more so each day, and indi- 
cates the need of at least a technical re- 
action in the near future. 

On the other hand, until that break ac- 
tually arrives there is no reason why the 
old process of whirling up favorite issues 
cannot continue and there is therefore no 
reason why readers should not take ad- 


vantage of such opportunities with their 
speculative funds. 


RANTED that at least a technical re- 

action, and probably more than that, 
is on the program, and granted further, 
that none can prophesy just when the break 
is to begin, the wisest course appears t0 
be a middle one. That consists in spect- 
lating with say half of one’s stock mar- 
ket capital, while keeping the other half 
in purely liquid condition to take advan- 
tage of true investment opportunities when 
they shall appear at a later date and with 
stocks at lower levels. 

We still hold to our long preachment, 
therefore, that investment funds should be 
kept entirely liquid and not be used in this 
market, but that readers are justified in 
following the advance with that portion of 
their capital which they are willing 
label for purely speculative purposes, and 
with which they are willing to take chanets 
that are not consistent with true invest 
ment principles. 


| tela or not we get the antici 
pated shake-out before the National 
election, we think another rapid upward 
whirl could develop in the general mat 
ket, thereafter, assuming the probability of 
election results favorable to business 
industry. 

It is too early and too dangerous ® 
prophesy but our thought would be that i 
such strength does materialize im 
after election, we would be rather 
about following it until its sincerity is 
established, for it could easily be used ® 
merely one last run-in of the shorts pf 
paratory to a reversal of the trend. 
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NEW ISSUE 


Engineers Public Service Company 


- . 130,000 Shares 
65 $5.50 Cumulative Dividend Preferred Stock 


55 (With Warrants for purchase of Common Stock) 

50 

45 Preferred both as to Assets and Cumulative Dividends 

£0 

35 Dividends payable quarterly on the first days of January, April, July and Uctober. Preferred over 

30 the Common Stock and entitled in liquidation to $100 per share and accrued dividends plus, in the 

25 event such liquidation be voluntary, a premium of $10 per share. Redeemable as a whole or in part 

20 at any time at the option of the Company on thirty days’ notice at $110 per share and accrued divi- 

15 dends. Shares without par value. Non-voting except to elect a minority of the Board of Directors 

10 in the event and during continuance of certain dividend defaults, all as provided in charter. Dividends 

05 exempt from normal Federal Income Tax under present law. 

00 

95 WARRANTS. A warrant will be delivered with each share of $5.50 Cumulative Dividend 

90 Preferred Stock which will entitle holder at any time between November 1, 1929 and 

85 November 1, 1938 to purchase one share of Common Stock of the Company (as consti- 

80 tuted when purchased) at $68 per share. Warrants transferable only with the Preferred 

75 Stock until November 1, 1929, except in case of prior redemption of the Preferred Stock. 

70 

65 Mr. C. W. Kellogg, President, summarizes the following from his letter of 

4 October 8, 1928: 

“! CONSOLIDATED CAPITALIZATION 

45 The consolidated capitalization of Engineers Public Service Company and 

40 its now owned subsidiaries, as of August 31, 1928, adjusted to reflect this 

od financing, follows: 

nd SUBSIDIARIES: with Publig 

"5 Bonds and Coupon Notes...........++..:+ Fie baRRES Ae ae e -» $61,750,700 

10 Preferred Stocks.......... pel ssiceVb660.0650 Ghelewee pAieiaseie’s 30,713,200 

05 Common Stocks ..... TEP VT ee Tee Se bic cbdveoewe 7,967: shs. 

‘00 

95 ENGINEERS PUBLIC SERVICE COMPANY: Authorized 

90 Dig Bs 0k Fie ob 0 01 506 660500 DEH OW SOS None None 

95 Prabawtl OGG oss .0 0 Ang: s 0:00:40 6064.0 50,005 0% 700,000 shs. 

$0 $5 Dividend Convertible Series............. 320,000 shs. 

75 $5.50 Cumulative Dividend Series (this issue) 130,000 shs. * 
Common Stock (without par value)........... 3,000,000 shs 900,669 shs. t 


* In addition there are to be reserved 101,415 shares of this same series of Preferred Stock in connection with 
- the offer made to stockholders of Puget Sound Power & Light Company. 
1 their t In addition 1,216,953 shares of Common Stock are or will be reserved in connection with the offer made to 
stockholders of Puget Sound Power & Light Company; for conversion of $5 Dividend Convertible 
Preferred Stock; for the exercise of warrants attached to $5.50 Cumulative Dividend Preferred Stock; and 
for exercise of outstanding Common Stock option warrants, 














ical re- 

n that, 

urther, Engineers Public Service Company was organized in 1925, for the purpose, among others, 

e break of acquiring and operating public utility properties. The proceeds of these 130,000 

sars to shares of $5.50 Cumulative Dividend Preferred Stock will be used to acquire at $25 per 

spect share 300,000 shares Junior Preferred Stock ($1.50 dividend) of Puget Sound Power & 

. ail Light Company in connection with an offer that -has been made for the acquisition of 

: i control of that company by Engineers Public Service Company, to reduce Notes Payable 

yt halt and/or for other corporate purposes. 

an- 

: ye Present holdings of Engineers Public Service Company include over 99% of the Common - ‘ 

d wih Stock of Virginia Electric and Power Company, all of the Common Stock of The Key 

pei: West Electric Company, over 97% of the Common Stock of Eastern Texas Electric 
Company, over 94% of the Common Stock of El Paso Electric Company, over 99% of 

chment, the Common Stock of Savannah Electric and Power Company, over 99% of the Com- 

ould be mon Stock of Baton Rouge Electric Company and over 96% of the Common Stock of 

in this Ponce Electric Company. 

ified in 

tion of 

ling to . ° 

me Price 9912 flat, to yield 5.52% 

es R 

— The Company has agreed to make application to list these shares on the New York Stock Exchange. 

The foregoing is subject to the more complete statements contained in the offering circular which 
may be had upon request. 

. antici The legal proceedings relating to the issuance of this stock are being passed upon by Messrs. 

: an Rushmore, Bisbee & Stern, New York, N. Y. We offer this stock, if, as and when issued, 

Jational and subject to approval of stockholders and counsel and to prior sale. It is expected 

upward that delivery will be made on or about October 26, 1928 in the form of 

": - temporary certificates or interim receipts. 

P . 

bility : 

ess all e,@ e 

Stone & Webster and Blodget Chase Securities Corporation 

Tous to Incorporated 

2 t 1 e 

iat Blair & Co., Inc. Brown Brothers & Co. 

 careftl 

is fully 

used 3 
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Investment Counselors 
for Nearly a Quarter Century 











Your 


Investments 


» +» bow successful 


are they? 


Using your capital to follow 
tips is exciting, but our rec- 
ords of results from many 
thousands of investors show 
that this method is usually 
productive only of losses. 


When ‘‘they’’ are going co put a 
stock up 20—30—50 points, it 
presents an alluring prospect, but 
only too often ‘‘they’’ fail co real- 
ize their objective. 


The way to buy 


Buy on values; the right securities 
at the right time. Take advice only 
from an established source, and a 
source that is unbiased. 

Brookmire Service has a record of 
nearly a quarter century; an accur- 
ate record; one chat has proved 
profitable co its clients. 


Do these 3 things interest you? 


This Service has proved to be the 
solution of investment worries 
for investors both large and small. 
Ic undertakes to (1) save you time 
(2) remove worry (3) gain for you 
a better-chan-average return. Ic is 
not speculative. Ic will not make 
you rich over night. Ic cannot be 
used co full advantage by the man 
with less than $5,000 in invest- 
ments. If you are interested in 
conservativeinvestment and in an 
analysis of the presenc trend of 


prices send for a description of 
Brookmire Service arid a copy of 


our latest Bulletin. 


BROOKMIRE 


ECONOMIC SERVICE, INC. 


551 Fifth Avenue, New York 


Send me description of 
your Service and Bulletin S-265 











Address 

















Facts and Opinions 
Condensed 


Ten minutes a week, if you read The 
Bache Review, will keep you informed 
on the main subjects, important to your 
the com- 


own business, which affect 
mercial and financial situation. 


Sent for three months 
without charge. 


J. S. BACHE & CO. 


Members New York Stock Exchange 


NEW YORK 
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ALL STREET 


POINTERS 








T= speculative public has recently 
begun to realize that comparatively 


| low prices for rubber as a commodity 
| are not so important to the tire pro- 


ducers as the comparative steadiness of 
such prices and the record volume of 
business which they have been doing 
this year. 


The Rubber Stocks 


UF until recently we have not been 
enthusiastic about tire and rubber 


| stocks on account of the indecisive pros- 


pects for raw material. More recently, 
however, it appears that prices have been 
fairly well stabilized and that any inter- 
mediate movement in the raw material 


| is more likely to be upward than down- 
' ward. 


The motor industry has apparently 
passed its peak, at least temporarily, and 
most tire stocks have already enjoyed a 
considerable rise. They are no longer at 
bargain levels, therefore, but such issues 
as Goodyear, Goodrich, United States 
Rubber and some of the smaller con- 
cerns still appear to have possibilities of 
additional market appreciation. 


Goodyear 


A=" from its premiere position in 
the business of manufacturing tires 
and rubber goods, we like Goodyear be- 
cause it stands to benefit from the ad- 


| vancement of the Zeppelin classification 


in the aviation industry and this branch 
has been given a decisive stimulus by 
the recent successful flight of the Graf 
Zeppelin. 

The stock has advanced from 50 in the 
middle of the past Summer, to high 


| levels not so very far from 100 and it 
| is very doubtful if 1928 earnings will 


justify such prices. 

The current market is, perhaps with 
some justification, paying much more at- 
tention to future prospects than present 
earnings, however, and on such a basis 
we are still very favorable toward Good- 
year common, especially on any further 
reaction below current prices of 85. 


Low-Priced Speculations 


T is not often that we come across a 
low-priced stock which looks prom- 


| ising enough to recommend to readers 
| even as a pure speculation, and on gen- 


eral principles we are never very favor- 
able toward stocks selling at or near re- 
ceivership levels. The possibilities of 
such issues, however, have been amply 
demonstrated by the success of our few 
recommendations of the past year or 
more, such as Servel which has gone 


| from 4 to 17, and Middle States Oil 


| which has advanced from 1% to 7. 


Seneca Copper 


GREECA COPPER cannot be consid- 
ered on any other basis than as a 
pure speculation but from such a stand- 
point we think it has decided profit pos- 
sibilities for the next year. The com- 
pany has a poor record’ and its mines 
have been shut down for over a year. 
Interest on the small issue of bonds has 


LI TOE 





been defaulted and the company shows 
a small profit and loss deficit. 

Such statements should not arouse 
much enthusiasm and are not intended 
to. They are merely a part of the true 
picture. The sunnier side consists jp 
the strong market for copper, the pros- 
pects for continued high prices of the 
red metal for perhaps most of next year, 
the unquestioned potential yields con- 
tained in the company’s mines, located 
in Michigan, recent financing by inter- 
ests who have faith in profitable opera- 
tions, and plans for immediate opening 
up of the mines and resumption of 
active copper production. 

With the recent offering of about 
100,000 shares to private interests “at not 
less than $3 a share” there are still less 
than 450,000 shares of stock outstanding, 
The issue sold as high as 25 in 1921, and 
as low as % in 1924. The 1928 low was 


2 and current prices are: around 5, 
Hartman 


Bat, Hartman Corporation has not 
distinguished itself particularly from 
the point of earnings in recent years but 
in general they have been fairly steady 
if not very large. Last year was the 
worst since 1921 with only about $1,000- 
‘000 net or $2.40 per share on the 400,00 
shares of Class B stock outstanding and 
for the first half of this year earnings 
were less than $1 per share. This issue 
pays $1.20 per share per annum and sells 
slightly over 20 to yield nearly 6 per 
cent. 

The company retails furniture and car- 
pets. It formerly had about 20 stores 
but is now embarking on a program to 
expand this number into a chain of per- 
haps eventually 200 stores. Financial 
position is good with ample credit for 
such expansion, and book value for the 
Class B issue is over $35 a share. 

The stock may not be a second Mont- 
gomery Ward but it has enough poten- 
tial appeal to justify a small speculative 
purchase for the long pull. 


National Distillers Products 


Sees owning, through a subst 
diary, about 30 per cent. of all legr 
timate whiskey supplies in the United 
States, National Distillers is in line t 
benefit from the improved position o ’ 
the alcohol industry and from its jot 
enterprise with Du Pont in a new prot 
ess for producing glycerin. 

Earnings are improving and the stotk 
is acting very strong from a technical 
standpoint. We advise its purchase # 
present prices around 41. 


The Favorites 


[VEN continued satisfactory condr 

tions in the general market ¥ 
favor the following issues for specti® 
tion: Air Reduction, Allied Chemical 
Chrysler, Packard, Business Machine 
Macy, Best, American Can, Radio, Vie- 
tor, Railway Signal, Bethlehem, Otis, 
Public Service of New Jersey, St. J 
Lead, Interborough, Ford of na 
Noma Electric, Hudson Bay Mimiié 
Steel, Alcohol, Kayser, Asphalt, Brow 
Boveri, the oils, the coppers and selé 
railroad issues. 









, 9% BW FORBES for November 1, 1928 


shows 


arouse 
tended 
€ true 
sts in 
pros- 
of the 
t year, 
$ con- 
ocated 
inter- 
opera- 
pening 
on of 


about 
‘at not 
ill less 
anding 
21, and 
Ww was 


as not 
y from 
ars but 
steady 
as the 
$1,000,- 
400,000 
ng and 
arnings 
is issue 
id sells 
6 per 


nd car- 

stores 
ram to 
of per- 
nancial 
dit for 
for the 


Mont- 
poten- 
sulative 


subsi- 
all legi- 
United 
line to 
tion ol 
ts joint 
w proc: 


e stock 
>chnical 
hase at 


- condi- 
ket we 
specula- 
hemical, 
achines, 
lio, Vie- 


_ Brow! 
selected 















te Se 





Every intelligent investor recognizes the necessity 


of sound, impartial, expert investment counsel. 


~ 


But are all investors receiving such counsel ? 


Who is BEHIND your Financial Service? 




















7)° you know -the men who are providing you with 
advice regarding your investments? Are you familiar 
with their record? their training? their ability? their char- 
acter? Who are they? CAN YOU NAME THEM? 
_ @Are the men behind your Service impartial, disinter- 
ested? Are your interests their interests? @ A Financial. 
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Thou. Book Earns Earns, 1928 
Par Shares Value 1927 m=months 
No 676 $28 $3.58 $2.37, 6 m 
No 2,178 78 Mo, ates as 
100 260 160 10.02 5.76, 6 m 
25 2,474 41 PL SS a 
No 600 140 4.16¢ 2.75, 12 m 
No 770 96 4.80 0.20, 6 m 
100 610 159 19.64 10.61, 6 m 
‘100 450 138 rae as 
100 10,963 120 11.65 9.08, 9 m 
100 450 138 Nil Nil, 6 m 
50 ~=3,000 74 ee sree 
25 2,000 32 Seas ars 
No 600 27 ee og a 
100 2417 244 Mere FS, oe 
100 813 245 oe ee 
100 500 190 1.83 9.98, 6 m 
100 200 211 <a ane aia ae 
nO. aioe 129 i ee 
25° 236 37 3.64 0.80, 6 m 
100 1,800 168 5.02 2.50, 6 m 
Sy. aes 66 OE fo ees te, 
No 770 66 6.308 6.63, 12 m 
No 511 101 OME. ot Bec pact 
No 252 35 6.25" 1.62, 6 m 
No 800 43 9.00 4.81, 6 m 
No 977 50 5.17¢ 3.52, 12 m 
25. 2061 36 0.60 0.12, 3 m 
No 1,123 54 BO po ee 
100 =61,190 191 24.20 9.24, 6 m 
100 = 1,160 ee tee 
No 361 39 3.20 2.24, 6 m 
25 4,414 27 2.51 1.96, 6 m 
No 2,712 14 6.55 3.98, 6 m 
No 1,000 14 9.16 5.37, 6 m 
100 340 =105 7.10 1.88, 6 m 
No = 33,373 55 5.26 4.30, 6 m 
No 8,640 58 RE 2%. <5 ees 
No 620 63 Pe See 
No __—‘i1,761 12 0.71" 0.46, 6 m 
25°: “2530 30 3.50 2.03, 6 m 
100 550 148 Ge ets 
No 500 ~=s« NNil eS ao Sa 
10 ~=—1,000 33 WE ace hte 
No 218 5 2.54 1.73, 6 m 
No 400 64 ee ea ea 
100 516 180 5.88 3.13, 6 m 
50 =: 1,688 97 9.30 2.84, 6 m 
No _ 1,935 Nil 1.55 0.21, 3 m 
No 2,662 77 15.45 11.32, 6 m 
No __1,776 27 Sea ere 
206: 153%: - 155 0.63 1.01, 6 m 
No 4500 ii 4.30 2.11, 6 m 
No 100 73 4.83 0.38, 6 m 
No «730 20 5.24? 1.75, 6 m 
100 *«. 244 = 163 4.74 Nil, 6 m 
No 7,211 42 6.41 3.38, 6 m 
25: 17,400 34 13.18 9.00, 6 m 
No 357. ~—s- #30 7.80 1.85, 6 m 
No 2,000 22 7.30 5.60, 9 m 
No 623 52 a ae 
No 602 40 17.10 Nil, 6 m 
No 831 10 9.02 Nil, 6 m 
No 1,050 7 Nil 1.28, 6 m 
100 2,490 160 | Renee aS nad 
100 140 127 4.93 3.77, 6m 
100 400 108 4.69 2.25,.6 m 
No 1,597 32 9.04 5.77, 6 m 
10 ~=—-:1,055 24 2.70 4.16, 6 m 
100 =61,315 160 + SO ae Ceara 
100 350 98 ko te ara 
No 579 23 7.66 3.52, 6 m 
No 875 23 2.61 1.01, 6 m 
100 §=61,060 208 ot ERAGE OR ea 
25 4,673 86 3.30 2.90, 6 m 
No 1,000 76 2.03 Nil, 6 m 
No 1,003 13 Nil* Nil, 9 m 
No 4,530 Sia ee ereress 


10 43,680 8618 


(a) Partly extra. 
June 30. (j) Year ended Augut 31. 
depletion. (r) 10% in common stock. 








(b) Year ended January 31. 











k) Year ended September 30. 
(s) Partly estimated. 


Forbes Stock 


Div. 

Rate 
Aap. Remwmeie. oo eke 2 
Allied Chemical............ 6 
Py eae 7 
American: Can)... 5. 65.05. 2 
Amer. Car & Foundry...... 6 
Amer. Locomotive......... 8 
Amer. Smelt. & Refin...... 8 
Amer. Sugar Refining...... .. 
Aasee- Te. GT... os 5s 9 
Aimer: Woolen «...23.0 60.0.3. 
Anaconda Copper.......... 4 
APR GF I. A” «ose : 
Assoc. Dry Goods.......... 2.50 
Atch., Topeka & S. F...... 10 
Atlantic Coast Line........ 10a 
Atlantic Refining.......... 4 
Baldwin Locomotive........ 7 
Baltimore & Ohio.......... 6 
MORRIE CO kn ss cae os sce 0 
Bethlehem Steel ........... .. 
Borden Company........... 6 
Brook.-Manhattan Trans... 4 
Brook. Union Gas......... 5 


a 
Burroughs Add. Machine... 5a 


California Packing........ 4 
California Petroleum....... 1 
Gerro Ge Faseo.....6...... 5 
Chesapeake & Ohio........ 10 
Chic:, Mil., St: Paul, pfd... .. 
Childs Commatiy .. <0. <...+ 2.40 
ES eo ee 2.50 
CRNGIE® “GOED. 66.04. iss oi 3 
NIIURMEIL 6 a6 sais @arkjh-at wiem 6 
Colorado Fuel & Iron...... .. 
Columbia Gas & Elec...... 5 
OE Ans ne,’ See 
Continental Can........... 5 
Continental Motors........ 0.80 
Corn Prods. Refining....... 3a 
eS ES. re 5 
Ce ee SNORT... Sk ws. 3's 
Cuban Amer. Sugar....... 1 
Curtiss Aeroplane.......... 1 
Davison Chemical ......... .. 
Delaware & Hudson....... 9 
Del., Lack & Western...... 7a 
MP TN PE Ss soso Shwe e's 
Du Pont de Nemours...... 10 
Elec. Power & Light....... 1 
WAG ee Bes ce td oe SRLS 
Fleischmann Co........... 3 
POMMEETIOR. COGS ie hE 
Freeport Texas............ 6a 
General Asphalt........... .. 
General Electric........... Sa 
General Motors............ 5 
Gen. Railway Signal....... 5 
Gillette Safety Razor....... 5 
CE IO es eA ccee Ss 
Sigh 2S SSSR rape 4 
Goodyear Tire & Rubber Bhi Pages 
Graham-Paige Motors...... .. 
Great Northern, pfd....... 5 
Gulf States Steel.......... .. 
Hudson & Manhat......... 2.50 
Hudson Motor............. 5 
Fiano Motor) .).0. 2s oes ene 2r 
Dipwneas . Coesttral,.. 2. ook. ess 7 
Interboro Rapid Transit.... .. 
Int. Business Machines..... 5 
Int. Combustion Eng....... 2 
SOE. Pa OOUET osc co.cc sienes 6t 
ROGS ENON 5 haces bb aisameaes 3 
Fh, PT So sais ccs ewe 2.40 
Kelvinator Corp........... oe 
Kennecott Copper.......... 6 
Reeve; Si Bi Ae 1.20 


(c) Year ended February 28. 


(t) Plus 4% in common stock. 


(d) Year ended March 31. 
(n) Year ended October 31, 


Long Term 
Price Ranve 


200- 67; ’24-’27 
170- 55; ’22-’27 
119- 41; ’24-’27 
78- 39; ’26-’27 
116- 91; ’25-’27 
145- 64; ’23-’27 
189- 45; ’22-’27 
96- 36; ’22-’27 
186-114; ’22-’27 
110- 16; ’22-’27 
67- 28; ’20-’27 
27- 9; ’25-’27 
61- 37; ’25-’27 
200- 92: *22-’27 
268- 83; ’22-’27 
140- 79; ’24-’27 


266- 93; ’22-'27 
125- 33; ’22-’27 
56- 10; ’22-’27 
97- 37; ’20-’27 
170- 80; ’20-’27 
78- 9; ’23-’27 
158- 56; ’24-’27 
51- 29; ’26-’27 
145- 45; "24-27 


79- 60; ’26-’27 

38- 17; ’23-’27 

74- 23; ’20-'27 
219- 54; °22-’27 
55- 7; ’22-'27 

75- 4; ’25-'27 

' 44- 15; ’22-’27 
64- 28; ’25-’27 
178- 80; °24-’27 

97- 20; ’21-’27 

99- 83; ’26-’27 

156- 56; ’23-’27 

94- 42; ’23-’27 

16- 5; ’22-’27 

68- 31; ’24-’27 

98- 48; '22-27 

60- 9; ’20-’27 

38- 15; ’22-’27 

70- 5; ’24-’27 


81- 20; ’20-’27 
230- 93; ’22-’27 
173-108 ; ’22-’27 
49- 13; ’25-’27 
344-154; °26-’27 


40- 15; °25-27 
70- 10; ’23-’27 


71- 32; '26-’27 
184- 35; ’23-’27 
107- 7; ’24-’27 


97- 23; ’20-’27 
147- 79; ’26-’27 
226- 55; ’24-’27 
153- 60; ’25-’27 
115- 50; ’24-’27 
83- 35; ’22-’27 
97- 17; °20-27 
70- 7; ’22-’27 
32- 7; ’25-’27 
104- 50; ’23-’27 
105- 40; ’22-’27 


66- 20; ’24-’27 
140-19; ’22-’27 
36-. 9;.’20-’27 


140- 70; ’23-’27 
54- 9; ’22-'27 
120- 38; ’26-’27 
70- 19; 
256- 67; 
90- 10; 
92- 28; 


91- 6; 
91- 25; 
82- 42; 


°26-’27 
"22-27 
’26-’27 


(u) 2/5 sh. U nited Cigar 
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Prices 1928 Approx. Y; 
High Low Prices 7 


8634- 59 
23434-146 
14134-115% 
11354- 70% 
111%4- 88% 
115 - 87 
268 -169 
81 - 55 
211-172 


19134-157% 
19454- 9534 


285 -235 
1197-1033, 
4114- 20 
70%4- 51% 

187° -152 
7734- 53% 
17134-139 
55%4- 45% 
1764-139 


8254- 681 
36 - 24 
10434- 61% 
2054-17534 
5614- 37 
571%4- 37 
5534- 373% 
140%4- 5434 
18034-127 
8414- 5234 
1333%- 8934 
8234- 74 
128%- 80% 
20 - 10 
8934- 643% 
93 - 69% 
7%4- 4% 
24%4- 16% 
19234- 53% 


6634- 343% 
226 -163% 
150 -129 
405%- 12 
4054-310 


4514- 28% 
6634- 4834 


8814- 65 


553%4- 36% 


109%4- 535% 


94%- 68 
17414-124 
21954-130 
12354- 84% 
1233%%- 97% 

59%- 34% 

9934- 68% 

98%- 45% 

61%4- 16% 
109 - 93% 

73%- 51 


73%4- 51 
99%- a 
81%4- 29 


ae te 


148540114 
74%4- 45% 
328 -224%4 
150 - 73% 
8634- 66 


22%- 7% 


10534- 80% 
827%- 65 


Scrip. 


86 
223 
137 
112 

91 

95 
261 

73 
179 

18 

83 

18 

48 
192 
162 
185 


280 
113 


81 


% 


(e) Year ended April 30. (g) Year ents! 
(p) Year ended November 30. (q) Before charges f 
(v) 9 months. 


i 
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i) 
52 
; 63 
21 : 
27 
: Buying Stocks at the Right Time 
5.1 
* : . ‘ 
35 See how — when stocks slumped in June and some favored selling for 
. 7 fear of further decline or a bear market— American Securities Service 
} 50 | recommended purchases. This was — note diagram — the right time to buy. 
a 
51 | Buying at the right time, this way, gives the well-informed investor an 
| ae | extra profit. Will you make such extra profit from the — 
} 54 
) a 
. a ; 
| Ay os 
a: Market s Next Move? 
5 6 : 
, 40 Our latest “Stock Market Outlook,” just prepared for Clients of this 
. F Service, analyzes the market’s current trend — also discusses the prospects 
8p of these stocks,.whether now to — 
eer 
. a 
} P| 
e.4ab Buy—Hold—Sell—or Exchange-- 
ee 
4. | : 
| A | Loose-Wiles? Texas Gulf Sulphur? Borden Co.? 
38 Eng. Public Service? Inter. Paper? Gt. Western Sugar? 
yin | Byers Co.? Gen. Outdoor Adv.? Public Serv. N. J.? 
? 


Chrysler Corp.? 


Send your name and address for this latest market analysis and fore- 
30 | cast; it should prove valuable the same as previous market reports of ours 
21 have been. A few extra copies reserved for distribution, free. You should 
42 not fail to send for it, especially at this time. 


éj Clip Coupon at Right 








American Securities I 
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50 S . Bs a 
34 e€rvice : AMERICAN SECURITIES SERVICE, : 
‘ pat 2320 Singer Building Tower, New York. 
e 2320 Singer Building Tower l ‘icy x 
R | Seeeba Dalles nientow a "Mebieg Broke | 
or , 
38 New York | in Securities,’ both free. 
3 a | BERNE Sieh ee ads ocean) ae eer ee 
1 
"eat ende! * Pade sok. i iiss ola caté ceehe veges omens | 
harges | 


Mention of “Forbes” insures good service 


25 
No 


Forbes Stock 


Thou. Book 
Shares Value 
1,211 $102 
1,754 28 
1,061 38 
500 36 
1,117 164 
736 72 
1,110 25 
408 18 
2,317 36 
1,414 46 
808 123 
828 125 
1,141 36 
2,730 18 
2,047 45 
200 29 
1,100 27 
1,600 19 
310 303 
2,546 14 
4,216 147 
3,035 207 
1,571 106 
1,400 191 
4,627 22 
2,480 174 
2,842 23 
3,004 18 
2,422 65 
2,062 35 
10,000 91 
458 148 
2,407 47 
197 Nil 
4,251 20 
524 19 
4,154 26 
3,375 82 
1,155 15 
1,400 85 
1,319 3 
2,000 16 
300 = 221 
655 138 
164 176 
370 = 1115 
4,200 33 
4,509 55 
100 214 
3,723. 157 
1,300 188 
1,296 67 
12,594 44 
24,145 46 
17,120 31 
600 44 
1,875 52 
7,264 40 
2,540 7 
1,201 24 
600 63 
645 39 
3,789 43 
2,223 188 
2,500 76 
120 263 
240 «171 
398 51 
733 53 
810 162 
7,116 205 
666 155 
600 106 
998 186 
3,172 17 
2,290 72 
800 55 
2,526 15 
3,900 34 
300 38 


Earns 


1927 


$3.51 
6.57 
6.35! 
2.95 

14.30 


6.60 
5.55 
2.02 
Nil 
1.92 
4.81 
0.98 
10.25 


8.30 
7.11 
Nil 
6.40 
6.70 
8.90 
1.83 
15.28 
15.41 
6.12 
21.23 
3.86 
7.48 


2.66 
3.913 
5.03 
4.27 
6.83 
13.31 
2.06 
Nil 
3.20 
Nil 
2.00 
3.60" 


6.98 
7.64 
0.8% 
2.36 
4.23 


10.75 
5.22 
Nil 
5.96 
0.89 
6.82 
9.208 
14.38 
5.84 
3.20 
1.52 
0.67 
8.67 
6.09 


2.76 
4.76 
8.51 
7.20 


5.38 
2.65 
16.05 
7.85 
21.12 
7.26 
1.78 
7.53° 
Nil 
8.80 
1.76 
Nil 
15.10 
2.70 
6.814 
Nil 
2.04 
9.06 
3.77 


Earns, 1928 


m=>months 


$1.24, 6 m 


eeeeee 


seeeee 


833 


4.26, 6 m 


serene 


7.08, 9 m 
‘21, 6 m 
8.63, 15 m 
Nil, 6 m 
4.86, 6 m 
6m 
11.34, 9 m 
0.93, 6 m 
6.60, 12 m 
1.45, 6 m 
2.01, 6 m 
1.04, 6 m 
3.64, 6 m 


Div. 

Rate 
Lehigh Valley............. $3.50 
Liggett & Myers “B”...... Sa 
pe ORES eee aren eoarea 3a 
Loose-Wiles Biscuit........ 1.60 
Louisville & Nashville...... 7 
pO a os 2 a ee a re ae 6 
ES eo cau sic e ess 2 
Magma Copper... .......-- 3 
PENI PE .g 4 vb. 0-6.0:° cola, be 
Mid-Continent Pet......... pe 
Missouri-Kans.-Texas ..... 
Missouri Pacific........... kes 
Montgomery Ward........ 5a 
POUT POUR. § x cicsas00scs.s 6a 
National. Biscnit............ 6 


Nat. Bellas Hess.......... 

Nat. Cash. Register ‘A”.... 3 
National Dairy Products... 3 
Se Saree 5 
Nat. Power & Light....... ] 
New York Central......... & 
N. Y.; Chic. & St. Louis... 6 
N. Y., N. H. & Hartford.... 2 


Norfolk & Western........ 10a 
North American .......... 10r 
Northern Pacific........... 5 
Pacific Gas & Elec......... 4 
Pacwara Dotors:... 666i. 5% 3 


Pan Asner: Pet. “B”. .. 503 sy 
Paramount-Fam. Lasky.... 3s 


Pennsylvania R. R......... 3.50 
Pere Maranette. <......0.0% 6 
Phillips Petroleum......... 1.50 
Pierce-Arrow “A”......... a 
Postum Company.......... 3 
Pressed Steer Car. ......0.0 nN 
Public Service of N. J..... 2 
Pullman Incorporated...... 4 
Radio Corporation......... e 
EE EO er rs ee 4 
Remington-Rand, Inc....... ea 
BO RUE isk kc ie 5.0. steers 1.50a 
Republic Iron & Steel...... 4 
St. Louis-San Fran........ 8a 
St. Louis-Southwestern..... .. 
Seaboard Air Line.........°.. 
Sears Roebuck... .... os... 2.50 
Sincmer Gonsol, Oil....... 6... 
Sloss-Sheffield Steel........ 6 
Southern Pacific........... 6 
Southern Railway.......... § 
Standard Gas & Elec....... 3.50 
Standard Oil of Cal........ 2.50 
Standard Oil of N. J...... 1.50a 
Standard Oil of N. Y...... 1.60 
Stewart-Warner .......... 6 
Studebaker Corp........... 5 
Texas Corporation......... 3 
Texas Gulf Sulphur....... 4 
Timken Roller Bearing..... 6a 
Tobacco Products......... u 
Underwood Elliott Fisher.. 4 
Union . Gil oF: ‘Gal. :..sincc- 2 
Ulin > Pmerse kk. eck ck bat 10 
SOE RO eg ak cake 5.50a 
U. S. Cast Iron Pipe... ..... 10 


U. S. Industrial Alcohol... 5 
U.. Si ieee Sos oa. sarees 


U. S. Realty & Improve.... 4 
U.S Ey cas sense x bbe : 
ay NNER eeE « 7 


Wabash Ratlway......2:.5. .. 
Western Pacific. ..... 0.0.64. 4: 


Western Union............ 8 
Westinghouse Air Brake... 2 
Westinghouse Electric ..... 4 
We  PRONORB sis coacecuie 1 
Willys-Overland .......... 1.20 
Woolworth, F. W.......... 5 
Wright Aeronautical....... 2 
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Long Term 
Price Range 


127- 40; '22-'27 116 - 84% 
128- 48; °24-'27 123%4- 80% 
64- 10; 22-27 77 - 49% 
178- 35; ’23-'27 8834- 44% 
160- 84; ’22-’27 15914-13914 
242- 25; '22-'27 107%- 83 
244- 54; '22-'27 14954-134 
59- 26; '22-'27 64%- 4334 
64- 12; '21-'27  4414- 33 
62-22; ’20-'27  37%4- 20% 
57- 7; '22-'27 44 - 30% 
62- 8; '2227 . 76%4- 41% 
123- 12; °22-'27 30834-117 
102- 52; ’26-'27 1013%- 80% 
187- 38; ’23-'27 184 -159%%4 
85- 31; 23-27 134 - 41 
54- 37; '26-'27 9734- 4734 
82- 30; ’23-'27 11934- 64%4 
181- 63; ’20-'27 136 -115 
27- 16; °26-'27 4334- 21% 
172- 72; ’2227 19114-156 
241- 67; '2327 146 -121%4 
63- 9; ’22-'27 683%- 543% 
202- 88; '21-'27 197° -175 
75- 22: '24-'27  7914- 585% 
102- 49; ’22-'27 105%4- 92% 
50- 31; 1927 5334- 43%. 
61- 9; °2227 98%4- 56%4 
96- 34; ’21-'27 5454- 373% 
128- 40; '20-'27  5114- 4714 
68- 33; ’22-'27 7214- 61% 
141- 36; ’23-'27 146 -124% 
60- 16; 20-27 45 - 3534 
83- 6; ’20-'27  2754- 23 
126- 62: °25-'27  74%4- 613% 
114- 37; ’20-’27 3314-18 
46- 31; ’26-'27  7134- 41% 
85- 73: - 1927 94 - 77% 
101- 26; ’24-'27 226%4- 85% 
124- 51; ’22-'27 1193%- 94% 
47- 20; 1927 36%- 23% 
30- 12; '22-'27 3514- 22% 
76- 40; ’22-'27 917%%- 49% 
117- 20; °22-'27 122 -109 
93- 20; '22-'27 119%4- 67% 
41- 2: 22-27  30%4- 11% 
92- 44: '26-'27 16234- 82% 
40- 15; ’20-'27 -32%4- 17% 
144- 42; '20-'27 134 -102 


127- 78; ’22-’27 


131%4-117% 
149- 17; ’22-’27 


1655%-139% 


69- 31; '24-'27  75i%4- 57% 
64- 51; ’26-’27 63%- 53 
48- 30; ’°22-'27 49 - 3734 
47- 30; °24-'27 41%4- 28% 
125- 21; ’20-’27 1097%- 7714 
66- 30; '24-’27 8534- 57 
58- 34; '22-’27 72%- 50 
81- 39; ’26-'27 805%- 624% 
143- 28; ’22-’27 145%-112% 
118- 46; ’22-’27 118%- 93 
70- 36; ’23-’27 753%- 63 


58- 35; ’24-’27 57 
; °22-’27 20434-186% 
150- 98; ’26-’27 146%4-131% 
250- 16; ’22-’27 300 -190% 
; °22-’27 13134-102% 
44- 7; ’22-’'27. 51 - 22 


- 423% 


72- 48; ’26-'27 935%4- 61% 
144- 22: '20-'27 63%- 27 

161- 82; '22-'27 16534-13234 
81- 6; 22-27 96%- 51 

48- 12; 22-27 3714- 28% 
172- 89; 22-27 17734-13934 
51- 40: 1927 - 5736- 42% 
95- 49; '22-'27 11334- 88% 
105- 30; °22-'27 4334- 30% 
35- 4: 22-27 32%4- 17% 


199-117: ’26-'27 


20434-175% 
95- 6; '22-’27 245 - 69 


101 
89 
60 
74 

141 





Prices 1928 Approx. Yield 
High Low Prices 


% 


3.5 
5.4 
3. 
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(a) Partly extra. (b) Year ended January 31. (c) Year ended February 28. (d) Year ended March 31. (e) Year ended April 30. (g) Year ended 


une 30. 


letion. (r) 


(i) Year ended Augut 31. “(k) Year ended September _ 30. 


10% in common stock. (s) Partly estimat 


(n) Year ended October 31. 


(t} Plus 4% in common stock. (u) 2/5 sh. United Cigar Scrip. (v) 9 months. 


(p) Year ended November 30. (q) Before charges for 
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Weekly 


Market Letter 


—_———— 


American 
Smelting & Refining 


_ Hupp 
Motor Car Corp. 


Goodyear 
Tire & Rubber Co. 


Otis 
Elevator Co. 


Copy on request 


‘ebeyEKirk 





Established 1873 


Members N. Y. Stock Exchange 


25 Broad Street, New York 
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The Penalty 
of Indifference 


Neglect on the part of 
an investor to keep 
fully informed regard- 
ing securities owned is 
all too often penalized 
by capital depreciation 
as well as loss of in- 
come. 


Clients of Moody’s recog- 
nize the need for continu- 
ous supervision of their 
holdings. They know from 
experience that the rela- 
tively small cost of this 
service is offset many times 
by the benefits gained— 
by a stronger investment 
position, capital apprecia- 
tion or a greater income 
return from capital. 


How this. Service can be 
utilized in your interests 
will be fully explained to 
you upon request. 


MOODY'S Stevice 

SERVICE 

65 Broadway New York 

CHICAGO PITTSBURGH BOSTON 
PHILADELPHIA LOS ANGELES 
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Abou Sais 


orlant People. 


B. CLARK, assistan t to the | 

* president, was elected vice-presi- 

dent and treasurer of the American Rail- 
way Express Company. 

Wallace Brett Donham, dean of the 
School of Business Administration of 
Harvard University, was elected a di- 
rector of the Royal Baking Powder 
Company. 

J. T. McCoy, who during his associa- 
tion with George H. Barr & Company 
specialized in chain 
store banking, has 
been admitted to 
partnership in the 
firm of F. A. Brew- 
er & Company, 
New York. 

William R. Bas- 
set, formerly presi- 
dent of Miller, 
Franklin, Basset & 
Company, has been made a partner of 
Spencer Trask & Company, New York. 


Clarence Willard Avery, new pres® 








to the company the theoretical, techni- 
cal knowledge of nine years’ teaching of 
mechanical and engineering subjects, 
coupled with fifteen years of practical 
experience as superintendent and de- 
velopment engineer of the Ford Motor 
Company, 

H. O. Barker was elected chairman of 
the board and chairman of the executive 
committee of the Transue & Williams 
Steel Forging Company. J. R. Gorman 
was elected vice-president, and Henry 
Rowland a director. 


J. Leonard Replogle, for many years 
a leading figure in the steel industry, 
has joined Harris, Winthrop & Com- 
pany, New York, as a special partner. 


Paul I. Kolomytzeff has been elected 
treasurer and vice-president and a direc- 
tor of the Amtorg Trading Corpora- 
tion, 


Benjamin Strong 
1872-1928 


ORKING ssteadily up through the 
ranks of investment and banking 
houses Mr. Strong 
was called to head 
the Federal Reserve 
Bank of New York 
when it was estab- 
lished in 1914. 

His keen financial 
understanding, his 
far-sightedness and 
his executive ability 
made him outstand- 
ingly successful in guiding that institution 
and the banking world through the trying 
crises of the Great War and the recon- 
struction period which followed. 

In latter years Governor Strong had 
been in ill health but His decease on Octo- 
ber 16, following a major operation, was 
unexpected. The world of finance and 
banking mourns the loss of an able leader. 
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dent of the Murray Corporation, brings | 








$10 
Is Enough 
To Start 
Something! 


$10 monthly is enough if that 
is all you can afford. 


Simply save it systematically 
under the Prudence Partial Pay- 
ment Plan. 


Meanwhile drawing the full 
Prudence rate of 514% till the 
purchase of a PRUDENCE-BOND 


is completed. 


And out of that humble be- 
ginning you can build a finan- 
cial background for the future. 


Ask for Booklet 
Offices Open Mondays Until 9 P. M. 


The PRUDENCE 
COMPANY, Inc. 


Under Supervisionef N. ¥.StateBanking Dept. 

331 Madison Ave., at 43rd St., New York 

162 Remsen St. 161-10 Jamaica Ave. 

Brooklyn, N.Y. Jamaica, N.Y. 
Mail for Booklet 


F.M. 1305 





Name 


Address 


© 1928, P. Co. Lac. 














6,000. 
‘600000 


(without borrowing) 


It has been proved 
possible to so _ in- 
crease capital in an 
investment lifetime! 


The future—in which you 
| are interested — should 
offer excellent opportuni- 
ties for profit in stocks. 


Send for complete 
details N Oo W 


Baicorshepers 


Babson Statistical :” peas 
iv. 70-1, Babson Park, 


Largest Statistical reg in America 


Send me, free, complete details about 
$6,000 to $600,000.” 


Name 
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At 


FFICE boys of other days probably differed little 

from those of today, in succumbing to the temp- 
tation to loiter by the way. Yet, until recent years, they 
were the only means, other than the mails, of carrying 
messages from one office to Another. <> Business men 
no longer wait for messages to be written, sent and 
answered. In the Age of Electricity conversations have 
been substituted for messages. 


4 


Modern business is absolutely dependent 
on Electric Power and Light Companies 
for its existence. Because of this fact, 
these companies will continue to grow as 
general business grows, and their bonds be- 
come more and more desirable investments. 


THOMPSON ROSS & Co. 


ESTABLISHED 1912 
INVESTMENT SECURITIES 
29 S. La Salle St. - Bank Floor 
CHICAGO 


Telephone Randolph 6380 


NEW YORK 
Copyright. 1925 TR. & Co. SAN FRANCISCO 






































Private wires to New Orleans, Chicago. 





and principal points throughout the South 


FENNER & BEANE 


Member New York Stock Exchange 
and principal commodity Exchanges 


60 BEAVER STREET, NEW YORK 
Fenner & Beane Building - - New Orleans 
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Cotton Prices 
Steady 


Fear of Reduction in Yield 
Supports Prices Despite 
Spinners’ Confidence of 

Buying in at Lower 
Levels 


By I. V. Shannon 


With Fenner & Beane 


EPTEMBER was an unfavorable month 

for the cotton crop, owing to storms 
in the East and drouth in the West, and 
values climbed steadily after the middle 
of the month in anticipation of a big re- 
duction in the official estimate. 

The Government reduced its forecast of 
the crop approximately 450,000 bales on 
October 8th, when it predicted a yield of 
13,993,000 bales. 

This estimate indicates a supply of lint 
cotton of 19,070,000 bales, with the carry- 
over from last season added, which is 
900,000 less than was available last sea- 
son. 

Speculation failed to broaden after this 
report was issued, largely because of fear 
that the hedging movement was apt to 
prove a burden upon the future market. 


Buyers Not Disturbed 


HE consuming trade does not appear 

to be disturbed over the outlook and 
neglected to come into the market as large 
buyers, even thoug’ the reduction in the 
indicated supply was sufficient to upset the 
balance which hdd previously existed be- 
tween supply and demand. 

The good weather which prevailed dur- 
ing the early part of October was prob- 
ably responsible for the attitude of the 
spinners, because they do not appear to 
have abandoned the belief that the Govern- 
ment has underestimated the crop. 

A radically different view, however, ap- 
pears to be held by the Government’s crop 
estimators, according to estimates since is- 
sued by them. : 

The Chairman of the Crop Reporting 
Board is credited with a statement in which 
he says that the number of safe bolls 
failed to make a normal increase during 
September and that there is no prospect of 
any additions of consequence to the crop 
except in northern and northwestern sec- 
tions, while severe freezes may cut the 
estimate even further. 

The Government estimators appear to be 
depending upon the western states to make 
good their predictions of a crop approxi 
mating 14,000,000 bales. . 

The official estimate for Texas ' 
5,050,000 bales, and 1,210,000 for Okla- 
homa. ‘ 

If Texas makes the predicted crop it 
will have to make three pounds an acre 
over its average yield of 134 pounds. 


Outlook for Texas Crop 


E best informed men in the cotton 

trade doubt seriously if the state cam do 

this, owing to the shortness of rainfall in 

the western and northwestern sections. 

Texas has never produced an average yield 
without an average rainfall. 

The average rainfall in Texas from No- 


vember Ist to October 1st was 24.83 inches. 


The normal rainfall for this period is 
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Growth 
In Value 


CONOMISTS' have 

proved that properly 
selected common stocks in 
basic American industries, 
if held over a period of 
years, will, on balance, ad- 
vance in dividends and 
market value. 
For every dollar paid in 
dividends, the companies 
behind Diversified Shares 
regularly reinvest about 75 
cents in the business. These 
reinvested earnings add to 
the wealth of the companies 
and to their potential earn- 
ings and dividends in fu- 
ture. 


Write for Booklet 5 


This advertisement is No. 4 of a series 
on the Seven Points of Appeal behind 
Diversified Trustee Shares, Series B 
The Shares represent participating 
ownership in New York Central, Amer- 
ican Tel. & Tel., duPont, Standard Vii 
of New Jersey, U. S. Steel and 25 
other great American Corporations. 


AMERICAN TRUSTEE SHARE 


CORPORATION 
165 Broadway - - - New York 
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You can get 


100 investments in one 


When you put your spare dollars 
to work in Cities Service Common 
stock you invest in more than 100 
companies. These going concerns, 
which make up the $800,000,000 
Cities Service organization, sup- 
ply necessities of modern life to 
millions of people. 


Thus you get the added protection of 
remarkable diversity—both geographical 
and industrial—in one investment. 


Cities Service Common Stock has paid 
more than $7,250,000 in dividends so far 
this year. At its present price, this 18- 


year-old security gives you a net yield 


of about 734%. 


eee 





Please send, without obligation, full in- 


NEW YORK | 
aon about Cities Service Common | 


DPS cocceceocbheveeb comes seeders Meese | 
| (242€16) | 
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inches. The greatest deficiency is in the 
west and northwest. 

The Texas representatives of the De- 
partment of Agriculture make the follow- 
ing statement regarding the outlook for the 
Texas crop: 

“Conditions affecting the Texas crop this 
season have been most irregular in every 
respect, not only over the entire state, but 
in communities and even in individual 
fields, Weevil were late in appearance, but 
in numerous localities they are in full con- 
trol now, with.the late cotton, particularly, 
making an excellent weevil pasture and 
nursery. While some sections are produc- 
ing more than the expected amount of cot- 
ton, many others are very disappointing in 
their first turn-out. 

“As usual, the first frost date is a vital 
factor in the West, Northwest and por- 
tions of the Central West. There is so 
much late cotton in these districts that 
freezing weather before early November 
would cause a material reduction in pres- 
ent prospects.” 

I have seen estimates from the best in- 
formed cotton and cotton seed oil men 
which express the view that Texas will 
not make over 4,500,000 and Oklahoma 
from 900,000 to 1,000,000 bales. 

If the crop of these two states turns out 
to be as small as well informed people ex- 
pect, the supply of cotton and the pros- 
pective carry-over will shrink to such pro- 
portions as to make higher prices in- 
evitable. 


Statistical Position Strong 


Te estimates issued by the Govern- 
ment so far are notable but they are 
based upon a mathematical formula. This 
formula has never given accurate forecasts, 
especially in years of excessive rainfall or 
heavy weevil damage. 

The next official forecast will be based 
upon estimates obtained from farmers as 
to the yield from fields already picked or 
which remain to be picked. The ginning 
returns, with estimates from ginners as to 
the amount of cotton remaining to be 
ginned, will also be used in the making of 
the estimate. 

Present indications are for another radi- 
cal reduction in the Government’s forecast 
when it makes its November Ist report. 

Any further reduction should stimulate 
speculation and bring on a bull market, if 
one has not developed in the meantime. 





Foreign Trade Shows 
Smaller Imports 


C Rarer foreign trade of the 
United States showed exports of $426,- 
000,000 against imports of $321,000,000 and 
left a balance of trade favorable to this 
country of $105,000,000. For the same 
month last year, the Commerce Depart- 
ment figures showed exports, $425,311,000; 
imports, $341,724,000, leaving a favorable 
balance of $83,587,000. 

Gold movements for the month were 
negligible compared to the large figures 
attached to the shipments earlier in the 
year. The United States exported gold to 
a total of $3,810,000 and imported $4,273,- 
999, thus gaining slightly on the balance. 

For the nine months of the year includ- 
ing September, however, the country’s gold 
exports have amounted to $585,216,000 and 
imports have been but $100,026,000 so that 
the loss of gold has amounted to $435,190,- 
000 in the period. In September last year 
gold exports were $24,444,000 and imports 
were $12,979,000. 


Group Banking ? 


Group banking is the opera- 
tion of a number of banks in 
affiliation with a central or- 
ganization, which maintains 
highly specialized depart- 
ments working in harmony 
with each bank in order that 
the bank may render to its 
customers and community 
greater service than it could 
individually supply. Group 
banking does not necessitate 
any change in the individual- 
ity or personnel of a member 
bank. 


Information regarding the 
nation-wide group bank- 
ing program of this or- 
ganization available 
upon request. 





Or New Yorx 
SO BROADWAY NEW YORK 
Telephone: WHI tehal! 8290 


(Effective the seventh day of Sep- 
tember, 1928, the name American 
Financial Holding Corporation 
was changed to American Finan- 
cial Corporation of New York.] 


© 1928, A.F.C. of N.Y. 
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Right now, well-informed investors are 
taking advantage of certain profitable 
stocks. Learn what specific issues have 
the brightest futures. 


Every Digest stock recommendation is supported 

soundly by Gage P. Wright’s famous Weighted 
Average of 35 authoritative opinions. 

Each opinion is scientifically weighted 


tions are li opinion of 
all of America’s or; 
tions. 


Send for a free acquaintance copy of 
this week’s Digest containing valuable 
g information on the probable future 
-trend of security 


Tobe 


342Madison A York NY 





Without obligation to me, mail me this week’s 
issue of the Digest. I should like to become 
familiar with your famous Weighted Average 
method. 
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Rubber Shares Reflect Hope 
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of a New Era 


Restoration of Law of Supply and Demand in Market for Raw Material Ex- 
pected to Bring Greater Degree of Stability in Prices and Permit Oper- 
ating Economies Leading to Higher Earnings 


By William Russell White 


ITH formal abandonment of the 

W Stevenson restriction scheme, regu- 

lating output of .crude rubber in 
British controlled territory, the age-old 
law of supply and demand once more domi- 
nates the situation in this important com- 
modity. 

What effect the change will have on 
this country’s large rubber manufacturing 
companies is problematic, but most experts 
believe the development has been so well 
discounted the change in conditions will 
scarcely be felt. In fact, those in close 
touch with the market for crude rubber 
and manufactured products believe any fur- 
ther changes will be for the better. 

“Facing a free market in rubber begin- 
ning November 1,” says F. R. Henderson, 
president of the Rubber: Exchange of New 
York, “I feel we can confidently expect a 
material increase in the activity of the 
Exchange. Restriction of output on the 
plantations during the last five years has 
been a deterrent to the encouragement of 
trading, and the new order of things will 
unquestionably make for better conditions 
in all branches of the industry. Unre- 
stricted output will’ act as a check on any 
substantial move upward, and at the same 
time the present level of prices encour- 
ages the development of new uses, which 
in turn will increase consumption.” 


New Uses Sought 


R. HENDERSON’S reference to de- 

velopment of new uses is important, 
for it is genérally believed in the trade 
that the Stevenson program, which re- 
sulted ina gradual price advance that car- 
ried crude rubber to above $1 a pound, 
stimulated production of crude rubber at 
too fast a pace for markets to absorb. 























| Comparison of Leading Rubber Stocks 
Approx. Com. Stock No. of Earned Range, 1928 
Price Div. Yield Shares 1927 High Low 
.. nba... 3... 43 ‘é 810,000 $1.27 (* 63% 27 
Goodyear: .......... 92 + 829.611 13.24 (* 92% 45% 
SEN 6s. odie ncaa 89 4 4.5% 745,910 15.14(* 9934 684 
aks Pid ba bie a ss 12 a 840,695 1.07 (a 17% 8% 
| Kelly-Springfield ...25 363,840 ieews 27% 15 
| | 
(* Before deductions for inventory adjustments, contingencies, etc. | 
(a Fourteen months to December 31, 1927. 
Control of British output was ineffective tection against inventory depreciation, 


in curtailing world production, so that the 
law of supply and demand served to break 
down the Stevenson plan. Prices, of course, 
tumbled. They have fallen to about 18 or 
19 cents a pound. 

At this level plentiful use of crude rub- 
ber is encouraged, and new uses are being 
discovered. Though profits of growers 
have been cut, still the 19-cent price leaves 
a fair margin for the producer, but does 
not encourage increased production. In 
fact, high-cost production will be discour- 
aged. Thus a better balance between out- 
put and consumption is expected gradually 
to develop. 


Stable Prices Help 


RICE stability will remove one of the 

chief handicaps under which rubber 
manufacturers have operated for several 
years. Benefits already are being felt, for 
prices have held within a relatively narrow 
range for several months. Thus manufac- 
turers will be in a position to reduce profit 
margins and to diminish reserves that in 
the past have been necessary as a pro- 
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Moreover, if manufacturers can be as- 
sured of a continuous supply of raw ma- 
terial at a stable price, they will not be 
compelled to carry such large stocks of 
crude rubber on hand, in which a great 
amount of capital is generally tied up. 

Indications that this situation is develop- 
ing in the industry are seen in the latest 
figures issued by the Rubber Association 
of America, showing imports in the first 
nine months of the year fell off to 322,000 
tons from 331,000 in the corresponding pe- 
riod of last year, while consumption rose 
to 331,000 tons from 291 in the same 
months of 1927, an increase of 13 per 
cent. 

Thus stocks of rubber on hand have de- 
clined to 68,000 tons from 97,000 at the 
end of September, 1927. The outlook for 
raw material, therefore, is decidedly fa- 
vorable for rubber goods producers. 

The leading manufacturers of rubber 
goods, whose stocks are listed on the New 
York Stock Exchange, include United 
States Rubber Company, the B. F. Good- 
rich Company, the Goodyear Tire & Rub 
ber Company, the Fisk Rubber Company 
and the Kelly-Springfield Tire Company. 


United States Rubber Co. 


NTIL reverses of the last decade, 

United States Rubber was the recog 
nized leader of the manufacturing indus 
try, but in recent years Goodyear has a& 
sumed the leadership in sales volume and 
ranks as an energetic competitor. U. 5. 
Rubber’s output is about equally divided # 
three parts, tires, mechanical goods and 
footwear. It has about fifty plants in this 
country and in Canada. Rubber plantatiots 
covering 135,000 acres are owned thro 
a subsidiary in Malaya and Sumatra 
More than 25,000,000 pounds of crude rub- 
ber were produced in 1927. 

Net sales last year dropped abotl 
$22,000,000 to $193,000,000, compared W 
a peak in 1920 of $256,000,000, when price 
were considerably higher. 

Net income has been influenced to a om 
siderable degree in recent years by myer 
tory adjustments, Stated income for 
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was $0,234,000, equal to $1.27 a share on 
the common, compared with $13,744,000, 
or $10.54 on the common in 1926, and with 
$17 ‘291,000, or $14.92 a share, in 1925, In- 
come was increased in 1926 and 1927, how- 
ever, by dividends from the plantation com- 
panty, amounting to $6,000,000 in 1926 and 
$4,000,000 in 1927. The subsidiary’s sur- 
plus was drawn on to the extent of 


$8,000,000 last year. 





N operating profit of $63,000 was re- 
Bsns in the first half of this year before 
inventory adjustments, compared with a 











deficit of $173,000 for the first half of 
1927. Drastic inventory write-offs have 
sioaiesi placed the company in a position to show 
te profits for the last half of the year. 
Funded debt is about $105,000,000, while 
capital stock outstanding includes $65,110,- 
28 000 8 per cent. non-cumulative first pre- 
OW ferred and $81,000,000 common, each of 
7 $100 par value. 
5% Dividends on the first preferred were 
8% omitted for the first time in the company’s 
8% history in April this year. No payments 
5 have been made on the common since 1921, 
| prior to which they were irregular. 
ae Goodyear Tire & Rubber 
a HROUGH concentration on tire pro- 
“tation. ison Goodyear has reached a pre- 
be as- eminent position in the rubber goods indus- 
sete try. Its sales volume has exceeded that 
ps be of its chief competitor in the last two 
cks of years, and it is regarded as the largest 
| greet enterprise in its field in the world. 
ed up. This company had its troubles, too, in 


evelop- B the 1920-21 deflation, and went through a 


+ latest BP rather extensive reorganization in 1921, 
iy which resulted in many complications and 
ene law suits before final adjustment last year. 


. A compromise reached in 1927 resulted in 
ing P& § another capital adjustment that restored 


a voting control to stockholders after it had 
> Same § been held for several years by a committee 
13 pet Bh of three in “management” stock. 

At that time an issue of 8 per cent. prior 
ave de- preference stock and obligations bearing 
at the B the same rate of interest was retired with 
0k . proceeds of a new issue of first mortgage 
lly f@ BF and collateral 5 per cent. bonds. 


Noo (ONSEQUENTLY the company’s finan- 
ne New cial structure has been greatly 


wa strengthened and the way has been paved 
‘ Rib for a greater return to stockholders. 

 § Eamings naturally have fluctuated errati- 
ompaiY § cally in common with those of other com- 


pany. panies in the business, because of wide 
movements in rubber prices. Reserves 
have had to be set out of earnings, and 
deck at times these funds have been applied to- 
’ § vard meeting inventory losses. 

: od Net income last year was placed at 
: A Hd $16,636,000, equal to $13.24 a share on the 

bet common. In the first half of this year, 
ny 5 sales volume set a new all-time record, but 
vided i Profits declined to $6,182,000 from $10,519,- 
‘ical in the same period last year, largely as 
nd ‘this ‘result of a slump in rubber prices. Net 
in Meome totaled $574,000, after reserves and 





oo 
moon Mor charges, equal to 71 cents a share 
aa m the preferred stock. 
rng he company has a funded debt of 
ide ‘something less than $67,000,000, while sub- 
shes Sidiaries have obligations of about $11,000,- 
ed with Bg. Capital stock consists of 805,124 
n prices oe of $7 cumulative preferred, $669,700 
Per cent. preferred and 829,611 shares 
0 a Coll ; — 
al vidends have been paid regularly on 


‘W preferred and are being continued on 


‘or 1927 























Underwriters, Wholesalers and Re- 
tailers of Investment Securities 
—Specialists in Public Utilities 


NEW YORK CHICAGO 
111 Broadway 231 So. La Salle Se. 


BOSTON PHILADELPHIA PITTSBURGH PROVIDENCE 
DETROIT MINNEAPOLIS ST. PAUL 
KANSAS CITY DES MOINES 


Direct Private Wires 
Chicago-New York-Boston- Philadelphia 




















old preferred. An accumulation of 
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Exchange Buffet Corporation 


Capital Stock 
Listed on the New York Stock Exchange 
Ss -<Oo-—_ —— 


Special circular on request. 
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Millett, Roe & Co. 


Members New York Stock Exchange 


120 Broadway Rector 9780 




















about 25 per cent. on the old Preferred 
was liquidated through issuance of } 
shares of new preferred for each share of 
old, and a small block of preferred js still 
held in the treasury for completion of this 
settlement. No dividend has thus far been 
paid on the present common, but action 
along this line has been brought nearer 
by improvement in the industry. 











REVISED MANUAL OF 


Chain Stores 


We have just published a new edition of our 
Manual of Chain Stores, bringing up to date the 
records of leading chain store companies in a 
number of different fields. The following com- 
panies are fully described in this booklet: 


American Stores Kroger Grocery 
H. C. Bohack McCrory Stores 
Childs Co. National Tea f 
Drug, Inc. National Family Stores 
F. & W. Grand a pet ag tl 
. ple’s Drug 
ag ney Tea Safeway Stores 
poli Tea Schulte Retail Stores 


John R. Thompson 


G. R. Kinney United Cigar 
S. S. Kresge Walgreen Co. 
S. H. Kress F. W. Woolworth 
A copy wiil be sent free upon request. 
F. A. BREWER & CoO. 
42 Broadway New York 


























WHAT STOCKS |-———— 
TO BUY? PULL LOTS 


TR Aggy mond ‘iscrininat on es Ey Re Carried on Conservative Margin. 
solutely necessary T TO BUY? The Booklet: 
: “Stock Exchange Service 
and a 
WHAT TO AVOID? for the Small Investor 
is outlined clearly in our latest Advisory Bulletin, will be sent upon request. 


just off the press. 


Copies are available, now, for distribution FREE B e & f 
Simply ask for FN-1 M. 2 ouvier 0. 





ICAN INSTITUTE Members New York Stock Exchange 
OF FINANCE 
260 Tremont. Street ag Peg 20 Broad St. New York 
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B. F. Goodrich Company 


A feeh gy originally as a partnership 


in 1870 in Ohio, the Goodrich com. 


pany is one of the leading factors in the 
rubber goods industry. It ranks probably 
about fourth in tire output and is the sec. 
ond best situated, it is believed, so far as 
balance and diversification of products are 
concerned. 


The company was not so greatly ex- 


tended as some of its competitors in the 
1920-21 disruption and was better prepared 
to weather the storms of succeeding years, 
Net sales have shown consistent increases 
since 1921, reaching a new record volume 
in 1927 at $151,685,000. The ratio of ex- 
penses to sale last year dropped to 87% 
per cent. from 93% in 1926. 


Earnings, of course, have lacked consist- 


ency, but fluctuations have not been 50 
wide as in some other companies. Profits 
last year rose to $12,780,000, equal to $17.11 
on the common. In 1926 operations 
showed little profit, except by addition of 
$5,000,000 from contingency reserve exist- 
ing at the end of 1925. 


Funded debt amounts to about $28,000; 


000, not including about $1,000,000 indebt- 
edness of a foreign subsidiary. The capi- 
tal stock consists of $33,908,000 of 7 per 
cent. cumulative preferred and 749,910 
shares of no par common. 


Operations in the second half of this 


year are reported to be showing greater 
profit than in the first half, and it is indi- 
cated the deficit of $1,575,000 for the first 
six months will be offset, with perhaps 
enough remaining to cover the year’s divi- 
dend requirements. Dividends have been 


paid regularly on the preferred and at the 


rate of $4 annually on the common since 


August, 1925. 
Fisk Tire Company 


| ye heertndgewage ps originally in Massa 
chusetts in 1898, the Fisk Tire Com 
pany is one of the five leading manufac 
turers of tires for motor vehicles. 
Financial reverses attributable to the 
variable market for crude rubber have 
made themselves felt in this company from 
time to time, the latest having occurred 
this year, when directors decided it would 
be unwise to pay dividends on any of the 
three classes of preferred stock in th 
final quarter of the year. 
Operations in the first six months thi 
year showed a net loss of $4,983,000, sales 
for the period being $30,930,000. It ws 
explained, however, a reserve of $3,500, 
had been set up to absorb an anticipate! 
loss in participation in the rubber pol 
and in write-off of inventories. Net # 
come in the fourteen months of the ! 
report was $2,621,000, or $1.07 a share # 
the common, while in the 1926 fiscal y# 
$3,354,000 was shown, equal to $1.93. 
The company’s capital structure has 
come rather complex as a result of adjust 
ments and settlements of accumulated di 
dends. A funded debt of $16,500,000, a 
including $1,200,000 6%4s of the Fisk Tit 
Fabric Company, is followed by $1 
management stock and three classes of Pf 
ferred as well as 840,695 shares of oo” 
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mon of no par value. Of the 7 per cent. 
frst preferred $15,020,900 is outstanding, 
while there is $4,467,500 7 per cent. con- 
yertible first preferred in addition to $995,- 
490 second preferred. The convertible pre- 
ferred was issued in settlement of dividend 
accumulations of about 25 per cent. 


Kelly-Springfield Tire Company 


NE of the smaller tire companies, 

whose production is largely for re- 
placement, the Kelly-Springfield Company, 
has had a career of ups and downs. 

The company recently took steps toward 
strengthening its financial position by in- 
creasing the outstanding common stock 
from 400,000 shares of $25 par value to 
1,200,000 shares of no par. Of the new 
stock, 700,000 shares were to be offered to 
stockholders at $21 each in the ratio of 
two shares for every share held. Pro- 
ceeds were to be used toward payment of 
bank loans and redemption of an issue of 
$4,500,000 8 per cent. notes, due in 1931. 

With the retirements of these notes, the 
company will have no funded debt. There 
are two issues of preferred, the first bear- 
ing a 6 per cent. rate and the second 8 
per cent. Of the first $2,950,000 is out- 
standing, while of the second there is 
$5,264,700. There were outstanding about 
363,840 shares of common before change 
to no par value and the offering of new 
stock. * 

Earnings have been irregular, net in- 
come of $358,000 having been reported last 
year, compared with a deficit of $3,440,000 
in 1926. Operations this year have been 
profitable since July, it was said. No 
dividends have been paid in recent years, 
accumulations on the 6 per cent. preferred 
amounting to 2634 per cent. and on the 8 
per cent. preferred to 36 per cent. 





Oil Business Avoids Ruin 
(Continued from page 73) 
after January 1, 1929, due to prorating; 
and California promises to show no ma- 
terially increased yields until after the first 
of the year. 

New drilling to deep levels in the Los 
Angeles basin territory may create fresh 
production problems in the late winter or 
early spring. Until then, however, the do- 
mestic crude situation appears to be rea- 
sonably well in hand. 


South American Output 


ony of the fear previously expressed 
with regard to excess production in 
Venezuela appears to be dissipated by con- 
firmed reports from Maracaibo to the ef- 
fect that wells in the lake front area are 
showing drops in reservoir pressures. 

Pressures have dropped from 1300 
pounds to the square inch to about 500 
Pounds in Lake Maracaibo wells, resulting 
in the shut-in potential production esti- 
mates of that territory being revised down- 
ward drastically. It had been previously 
estimated there was a total of more than 
250,000 barrels daily shut-in potential pro- 
duction in the competitively drilled lake 
front area. Now it is believed the total 
will not exceed 80,000 barrels at the most. 

United States stocks of crude and prod- 
ucts continue at the approximate level of 
612,000,000 barrels. Although this repre- 
‘emts the high mark of history, the fact 
femains that no material accumulations to 
storage have been experienced this year, re- 
flecting the tendency of the industry as a 
Whole to operate generally on a safe and 
Sane basis. 
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Diversification and 
Constant Management 


NSURANSHARES Trust CerTIFICATES result from the 
I application of fundamental principles of the Invest- 
ment Trust to the special field of insurance and bank 
stocks. 


DIVERSIFICATION is obtained by investment in a large 
group of stocks, principally of Insurance Companies 
chosen from a variety of lines—Life, Fire, Casualty, 
Fidelity, Automobile and others. Moreover, the lead- 
ing Insurance Companies, themselves, diversify their 
surplus and reserves over hundreds of different invest- 
ments, the income from which alone is generally suf- 
ficient to pay dividends on their stocks twice over. 


MANAGEMENT and Svuperviston—skillful—continuous— 
honest—is furnished by Insuranshares Management Com- 
pany which has at its command comprehensive statistics 
together with trained and skilled experts to analyze and 
interpret them for the benefit of holders of InsuRAN- 
SHARES. 


In INSURANSHARES Trust CERTIFICATES the investor will 
find a high degree of Safety, satisfactory income with 
exceptional prospect of increase in market value from 
year to year, 


INSURANSHARES TRUST CERTIFICATES 
are issued in small denominations making it 
possible to invest approximately $125 and 
upwards. Send for circular on Series B-28. 


INSURANSHARES CORPORATION 


49 Wall Street, New York : Tel. Whitehall 9082 
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We Have Prepared an Analysis of 


Spiegel, May, Stern 
Company, Inc. 


Copy on Request 


Lansburgh Brothers 


Established 1869 
Members New York Stock Exchange 


30 Broad Street New York 
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Suburban isoade 
likes GAS 
heating Comfort 





A gain of 48% during 1927 
in the sale of gas for house 


heating not only reflects the 
progressiveness of the com- 
munities served by this 
Company, but it emphasizes 
an important source of the 
Company’s rapidly increas- 
ing revenues. 


Other facts of interest 
to investors are given 
inthe Year Book. Write 
Dept. © for it. 


PuBLIC SERVICE 


COMPANY 
OF NORTHERN ILLINOIS 
General Offices: 
72 W. Adams Street 
Chicago 
Serving 6,000 square miles— 
293 ities—with Gas or 


Electricity. 




















BEACON 
OIL 


Special Letter Upon Request 


Newburger, Henderson 
and Loeb 


Members New York and 
Philadelphia Stock Exchanges 


1512 WALNUT STREET 
PHILADELPHIA 


10 BROADWAY 
NEW YORK 


























BUSINESS OPPORTUNITY} 
$400 KEI-LAC MACHINE 

EARNED owe a IN ONE YEAR 

$160 machine earned $2,160. One man placed 300. Re- 
sponsible company offers exclusive advertising proposition. 
Unlimited possibilities. Protected territory. Investment re- 
uired, Experience unnecessary. NATIONAL KEI-LAC CO., 
$85 West Jackson Boulevard, Chicago, Illinois 








How Many of Your Executives 
Read Forbes? 








Mention of “Forbes” insures good service 








DIGEST 
CORPORATION 


Allied Packers, Inc.—Negotiating for 
acquisition of Hygrade Food Products 
Corp. 

American Light & Traction Co.—De- 
clared extra dividend of $2 and regular 
quarterly dividend of $2 on common. 

American Railway Express Co.—W. B. 
Storey, president of Atchison, Topeka & 
Santa Fe Railway and chairman of the 
Uniform Express Contract Committee of 
the Association of Railway Executives, is 
planning to call a meeting to discuss de- 
tails for the acquisition by the railroads 
of the American Railway Express Co. 

American Telephone & Telegraph Co. 
—President Gifford announced that a 
deep-sea long distance telephone cable 
that could be utilized for trans-Atlantic 
traffic had been perfected in Bell Tele- 
phone laboratories. Construction of such 
a cable is being considered. 

Auburn Automobile Co.—E. L. Cord, 
president, denied rumors of merger ne- 
gotiations with Marmon Motor Co. 

Aviation Corp. of America—A new 
company with Cornelius Vanderbilt 
Whitney, president, and Richard F. Hoyt, 
chairman. There are said to be out- 
standing 223,400 shares of no par value 
common stock, representing an invest- 


‘ment exceeding $3,000,000, all of which 


was subscribed privately. Stock is owned 
in part by Ford Motor Co. and United Fruit 
Co. interests. Grace Steamship Lines 
and the Atlantic Coast Line Railroad 
are represented on board. A system of 
international air mail and passenger 
routes will be projected. 

Buffalo, Rochester & Pittsburgh Rail- 
way Co—O. P. and M. J. Van Swer- 
ingen, the latter chairman of the New 
York, Chicago & St. Louis Railroad, 
have bought Iselin-Roosevelt holdings in 
this road, comprising 67 per cent of the 
common and preferred stock at $100 a 


share net. Price paid was about 
$9,500,000. 
Chrysler Corp—Added two custom 


body types to its “75” chassis, a con- 
vertible sedan at $2,245 and a convertible 
coupe ot $1,695. 

Consolidated Textile Corp.—Opera- 
tions running from 85 to 88 per cent. of 
capacity, compared with around 65 per 
cent. a year ago. 

Coty, Inc—Directors recommended to 
stockholders an increase in number of no 
par shares from 459,300 to 2,500,000 and 
payment of a 300 per cent. stock divi- 
dend. 

Doehler Die Casting Co—Acquired 
from Metal Mold Castings Co., Buffalo, 
its permanent mold casting equipment, 
dies, molds and other relative equipment 
which will be added to Doehler perma- 
nent mold department. Metal Mold 
Castings Co. will discontinue. 

Dollar Steamship Line—Planning con- 
struction of four new ships, representing 
aggregate expenditure of $28,000,000. 

Ford Motor Co.—Producing new cars 
and trucks at rate of 5,500 a day. Indi- 
cations are that previous record of 8,500, 
established in 1926, will be exceeded 
within next few months. 

Fox Film Corp—New $10,000,000 Los 


of? 









Angeles talking picture studio expected 
to be opened Nov. 1. 

Georgia Power Co.—Purchased prop- 
erties of Clayton Light & Power Co, 
Also purchased municipal electric system 
in town of Glenville, Ga. 

Goodyear Tire & Rubber Co.—Officials 
of United States Navy Department 
signed contracts with Goodyear Zeppelin 
Corp., subsidiary, for two new rigid air- 
ships of 6,500,000 cubic feet each at cost 
of $7,825,000. Will offer rights to stock- 
holders to subscribe to additional com- 
mon stock at $50 a share in ratio of one 
new share for each four held. 

Interborough Rapid Transit Co.—Filed 
briefs in United States Supreme Court 
to be used as basis for oral argument in 
pleas for increased fare. 

Kelly-Springfield Tire Co.— Stock- 
holders will vote on proposition to in- 
crease authorized common stock from 
400,000 shares of $25 par to 1,200,000 
shares of no par value. 

Kresge (S. S.) Co.—Announced forma- 
tion of Canadian subsidiary to be known 
as S. S. Kresge Co., Ltd. New company 
has capital of $5,000,000, of which about 
$1,000,000 has been paid in. 

Kroger Grocery & Baking Corp— 
Sales for first nine months of 1928, $146, 
132,807; same period 1927, $120,229,083; 
increase, 21.6 per cent. Reported to have 
acquired controlling interest in the Pig- 
gly Wiggly Corp. 

Kress (S. H.) Co.—Declared dividend 
of 50 cents on common, payable in spe- 
cial preferred stock, in addition to regu- 
lar cash dividend of 25 cents, payable 
Nov. 1 to holders of record Oct. 15. 

Missouri Pacific Railroad—Opened new 
$6,000,000 tunnel under Gray Summit, 
Mo., 1,600 feet long. Project is part of 
double-tracking program between St. 
Louis and Jefferson City. 

Montgomery Ward & Co—Cut 4 
“melon” which is figured to be worth 
nearly $209,000,000. Directors voted to 
increase the authorized common stock 
from 1,285,000 to 6,000,000 shares and 
give stockholders the right to subscribe 
to two new shares at $17.50 a share for 
each share held. The company now has 
1,141,251 shares outstanding. It will issue 
2,282,502 additional shares and will hold 
2,576,247 in the treasury. It is proposed 
to pay $2.50 annually on the increased 
stock, which is equivalent to $7.50 on the 
present issue, now paying $5 a year. 

Simultaneously, President George B. 
Everitt announced plans for developing 
the largest general merchandising chait 
in the world. The company will derive 
nearly $40,000,000 from the sale of stock, 
with which it will pay off $7,655,000 of 
bonds of subsidiary concerns. The bal- 
ance will be available for expansion, 4 
also will be the remaining treasury stock. 

National Bellas Hess Co.—Purchaseé 
entire business of Charles Williams 
Stores, Inc. It was stated purchase price 
would be paid for in cash from earnings 
and that no new financing would be tf 
quired. 

Radio Corp. of America—Is reported 
to have purchased interest in Kei 
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Aibee-Orpheum Corp. It is expected a 
new holding company will be formed for 


purpose of merging Radio Corp., Keith- 4 


Albee, Film Booking Offices Pictures 
Corp. in which Radio Corp. also holds 
an interest. 

Sears, Roebuck & Co.—Opened Holly- 
wood, Cal., retail store, representing in- 
yestment of $2,000,000, making 18 stores 
in Pacific Southwest. 

Schulte-United 5 Cent to $1 Stores, 
Inc—A. N. MacFadyen, vice-president, 
stated an expansion program of national 
scope with a minimum of 500 stores with- 
in five years had been planned for Mil- 
ler’s, Inc., which recently amalgamated 
with Schulte-United interests. 

Southern Railway Co—At annual 
meeting stockholders suggested that 
president recommend to directors at their 
December meeting declaration of an 
extra dividend of $2 on the common. 
The suggestion was opposed by Walter 
S. Case, a director. 

Stutz Motor Car Co.-of America—New 
models at option of the purchaser will be 
equipped with a six-tube radio set. 

Truscon Steel Co.—Continues to operate 
at capacity with orders for months 
ahead. 

U. S. Cast Iron Pipe & Foundry Co.— 
Stockholders voted to amend charter so 
as to create 600,000 shares of new 
cumulative voting preferred, entitled to 
$1.20 a share annually, and 180,000 shares 
of gecond non-voting preferred, paying 
same dividend. 

Universal Pipe & Radiator Co.—Pre- 
paring immediate production on com- 
mercial basis of new process in the 
manufacture of pipe from which a large 
saving in operating expenses is looked 
ior. 

Victor Talking Machine Co.—Gramo- 
phone Co., Ltd., English subsidiary, de- 
clared a final dividend of 45 per cent., 
making 55 per cent. for year ended June 
30, 1928. 

Westinghouse Electric & Mfg. Co.—- 
Plan for a community of interest be- 
tween this company and Baldwin Loco- 
motive Works is reported to have pro- 
gressed to a stage where it is believed 
that a solution of the problem is in 
sight, 

Willys-Overland Co.—Production is 
running 1,200 cars daily, or 100 per cent. 
ahead of last year. 

Woolworth (F. W.) Co.)—Sales for 
first nine months of 1928, $190,316,767; 
same period 1927, $179,086,392; increase, 
6.27 per cent. Hubert T. Parson, presi- 
dent, said: “The prospects for a very 
successful year for F. W. Woolworth are 
already indicated. Earnings are well 
ahead of last year and we hope to show 
@ gain of approximately 20 per cent. over 
the 1927 figures. 








Investors’ Inquiries 
EADERS of “Forbes” 
may consult the Inquiry 

Department for information 
and opinions concerning in- 
vestments. The fee is $2 for 
each security, or $5 for 
three. Letters should be ad- 
dressed to 
Inquiry Department 

FORBES MAGAZINE 
120 Fifth Avenue, New York 
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CONGESTION 


pO ek factory costs are inescapable effects of 

the factory’s environment. The factory in a 
congested metropolis can never hope to eliminate 
the high costs which congestion causes until it 
changes its location. 


Here, then, is the reason for the growing move- 
ment of industries to small communities. High 
taxes are avoided. High land costs are left behind. 
Cramped quarters and traffic tie-ups are no longer 
problems. Labor costs decline sharply: in the small 
town a moderate wage scale means a greater pur- 
chasing power for the worker than the inflated 
wages which must be paid in the big city. Morale 
—an important element of efficiency —is improved. 
Energy is conserved. Workers are healthful, 
happier; their status as citizens is higher; and with 
home-owning made possible, they are more respon- 
sible, interested, permanent. 

The Middle West Utilities System, providing 
electric power to more than three thousand small 
communities in thirty states, has aided many 
industries in selecting advantageous factory sites. 
Correspondence is invited by Industrial Development 
Department, Middle West Utilities Company, 72 West 
Adams Street, Chicago. 


MIDDLE WEST 


UTILITIES ‘COMPANY 





SERVING 3600 COMMUNITIES IN 30 STATES 
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“NEO [EUG 


FLEXIBLE-STAINLESS-REVERSIBLE 
NON-GLARING — NON-BREAKABLE 


DESK TOPS 


Preserve your new desk tops— 
renew the old ones with these dis- 
tinctive Neo-Leum Tops. Cut to fit, 
they are simply laid on. They en- 
hance the appearance of any desk 
and office; make writing easier; 
and are restful to the eyes. Re- 
turn many times their original cost 
through elimination of depreciation. 
Neo-Leum on duty in thousands 
of offices relieving eye strain, fur- 
thering efficiency and comfort, and 
protecting equipment. Write today 
for complete facts and = 
attractive prices. 
Neo-Leum Tops are widely 


Imitated but never Dupli- 
cated! 













Wagemaker Co., A, Grand Rapids, Mich. 
Gentlemen: Without obligation on my part 

kindly furnish Full Facts and attractive prices 

on Neo-Leum Tops. 

Name 

Address 


POC e eee eee eereeseeseree stent eteeeeeeeeeeeeene 


“Attach to letterhead and mail Today! 











LOS ANGELES-FIRST NATIONAL 
TRUST &SAVINGS BANK 


is the result of a half 
century of develop- 
ment paralleling the 
growth of California. 
Its services extend 
over the entire South- 


ern half of the state 
through conveniently 
located branches in its 
principal cities. 


“ 
New York Office 


Paut K. Yost, Vice-President 
52 Wall Street, Suite 2003 


Resources more than 
300 million dollars 


Mention of “Forbes” insures good service 








REDICTIONS of a lull in the auto- 
| § motive industry in October were appar- 
ently justified by performance. A grad- 
ually increasing trend toward comparative 
quiet made itself felt within the first half 
of October, and it will be more than sur- 
prising if the tenth month does not show 
a marked falling off. This is so normal 
a condition and is accounted for by so 
many reasonable causes that no concern is 
felt by the manufacturers. 

It is wholly probable that when the 
complete figures are in, the month will be 
shown to have accounted for well over 
400,000 units, and this is above the aver- 
age requirement for each month in the 
last quarter, to permit the full year to 
make a gratifying showing. 

Application of more scientific methods 
to the matter of estimating volume of busi- 
ness in the industry makes a nearer ap- 
proach to accuracy possible in forecasting. 
There is bound to be tapering off from now 
on, but the condition has been clearly fore- 
seen—and provided for. 

Big Gain in 1928 
” the third quarter, the year showed a 
gain of nearly 500,000 units, made in 
the United States and Canada, over the 
1927 figures, actually 492,955, the difference 
between 1,365,428 and 872,473. The first 
quarter showed a decrease of 88,090 and 
the second a gain of 119,503. So that the 
net gain for the three quarters over 1927 
was 524,458. This has given a pretty sub- 
stantial back-log. 

With the approach of winter, a large 
part of the public decides to make the old 
car do until what the new lines have to 
offer can be seen. This coincides rather 
closely with the program of the manufac- 
turers in letting up on production of cur- 
rent lines and turning a considerable part 
of their manufacturing facilities over to 
the new lines. From the standpoint of a 
big automobile manufacturer, the January 
Show at New York is not very far off, by 
the middle of October. 

Inventories of current lines are reported 
low by almost all of the sales departments 
and there is constant effort to keep them 
low. With few exceptions, the makers 
have judged their market very closely and 
a strong indication of this is that the al- 
lowances on used cars, as a means to clos- 
ing new sales, are not higher than they 
were. The factories are insisting still 
more strongly on their dealers doing new 
car business at a profit. 

At the many meetings of distributors, 
brought to the factories to discuss the sea- 
son’s plans, it is notable that definite em- 
phasis is being laid on the vital necessity 
of keeping the current lines moving—but 
without making unwisely big concessions 
on trade-ins. 


AX makers are visioning 1929 as the 
big year and expansion, both of major 
plants and of accessories and warehouse 
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Seasonal Decline in 
Motor Output 


October and Last Two Months to Show Lower Production 
But 1928 Will Still Be a Record Year—Builders 
Look to 1929 


By Walter Boynton 


Detroit Editor, Automotive Daily News 


facilities, is the strongest kind of evidence 
that they are backing their judgment with 
their money. A veritable network of jp. 
stallations to speed deliveries has been set 
up, covering not only the United States byt 
Canada and the countries overseas. It js 
difficult to conceive any possible demand 
next year that cannot be handled with real 
promptness. A conspicuous instance of this 
is the $7,000,000 plant for Chrysler at 
Oakland, California, and the same com- 
pany’s expansion. 

Growing importance of the west coast 
generally in the merchandising plans of the 
largest corporations is clearly seen, to sat- 
isfy not only the immediate locality but the 
enormous agricultural district that lies be- 
tween the Pacific and the manufacturing 
center of the industry. 

Significant of this general situation was 
the meeting of the Mid-West Motor cS 
Congress in Indianapolis, October 23-26. 
The convention was sponsored by eleven 
of the mid-Western states and the program 
dealt with the increasing importance of the 
demand for commercial motor vehicles in 
relation to the agricultural industry, and 
how to capitalize it to the best advantage. 


Long Distance Transportation 


ee the enormously grow- 
ing use of the heavier truck in the 
transportation of commodities is the steady 
increase of commercial vehicles for long- 
distance and luxurious passenger trans- 
portation. Passenger coaches of large ca- 
pacity and with accommodations rivaling 
those of modern railway travel are being 
produced in growing numbers. 

There is no doubt that the multi-cylinder 
engine is making extremely rapid strides in 
public favor everywhere. The foreign 
shows, for the first time in their history, 
had a larger percentage of Sixes and 
Eights than of Fours. The new Citroen 
Six, a radical expansion in number of cyl- 
inders for that company, was a center of 
attraction. Announcement of a new line 
of Sixes in America, scheduled in No 
vember, is a sign of the trend here. 


ENERAL MOTORS held the annual 
fall style showing October 13-20 m 
the Detroit headquarters of the corpora 
tion. There were eight-three cars shown, 
in the latest models, plus an exhibit of 
trucks, one by Fisher Body Corporatio 
and one by Frigidaire. A feature of the 
showing was the new All-American Oak 
land Six, which attracted much favo 
comment. The line is handsome and the 
price range is $1,145 to $1,375. 
Reflecting seasonal conditions, employ 
ment in Detroit, that barometer of all 
motive conditions, showed decreases in Ot 
tober. The total at this writing is 293,0l0 
which is 97,116 more than were wor 
here twelve months ago. This increas 
over last year figures, for the first time’ 
several weeks, has fallen below 100,000. 
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Investment 
Booklets 


The following booklets, pamphlets, etc., 
will be sent free on request by the com- 
panies mentioned. 


The Bache Review—Business men will 
appreciate the concise and interesting re- 
cital of financial and commercial events 
and the conclusions to be drawn from 
such happenings contained in the Bache 
Review, which is issued weekly by J. S. 
Bache & Co., 42 Broadway, New York. 

Stock Exchange Service for the Small 
Investor—lhis booklet issued by M. C. 
Bouvier & Co., members New York 
Stock Exchange, 20 Broad Street, New 
York, may be had on request, without 
charge. 

Handbook on Trading Methods and 
Market Letter J-14—Address Chisholm 
& Chapman, members New York Stock 
Exchange, 52 Broadway, New York. 

Odd Lot Buying—Safety in diversifica- 
tion of investments. A circular on this 
subject issued by John Muir & Co., mem- 
bers New York Stock Exchange, 50 
Broadway, New York. 

Weekly Financial Review—A weekly 
report covering developments in the 
stock market carrying each week a com- 
prehensive statement on an outstanding 
security, as well as reports on bonds, etc. 
Sent on request, without obligation, by 
Prince & Whitely, members New York 
Stock Exchange, 25 Broad Street, New 
York. 


Security Salesmanship—The Profes- 
sion—An interesting 24-page booklet 
covering this subject and also outlining 
in detail the course of study along these 
lines, sent free on request by Babson 
Institute, FB-1, Babson Park, Mass. 


Stock Market Profits—Making Money 
With Money—An interesting -and au- 
thoritative booklet, describing thorough- 
ly tested and successful methods to em- 
ploy in obtaining stock market profits. 
Sent free on request by American Insti- 
tute of Finance, 260 Tremont Steet, Bos- 
ton, Mass. 

A Four Year Record of Financial Serv- 
ice—Issued by McNeel’s Financial Serv- 
ice, 120 Boylston Street, Boston. Sent 
free on request. 

What Is Group Banking—A circular 
descriptive of the group idea applied to 
banking. Issued by American Financial 
Corporation of New York, 50 Broadway, 
New York. 

%6,000 to $600,000—Is the name of a 
pamphlet issued by The Babson Statis- 
tical Organization, Div. 70-1, Babson 
Park, Mass. This is descriptive of their 
mancial service. 

Diversified Trustee Shares—A descrip- 
tion of this form of investment is con- 
‘aimed in Booklet 5 issued by American 
Trustee Share Corporation, 165 Broad- 
Way, New York. 
and Insurance Stocks—Descrip- 
tive circular sent on request by Guttag 
Brothers, 16 Exchange Place, New York. 

ing Money in Stocks—Issued by 

Investment Research Bureau, Div. 517, 
Auburn, N. Y, 

Aviation Securities—Information on 
request by A. A. Durante & Co., Inc., 
I? Liberty Street, New York. 











































Every Trust 
Facility 


For individuals, cor- 
porations and banks 
based on the experi- 
ence of 104 years. 


CHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 
FOUNDED 1824 


Main Office: 165 Broadway 
























Davis, Pietch & Co. 
























201-5 Phelps Building 
Binghamton, N. Y. 


925 State Tower Building 
Syracuse, N. Y. 


in investment securities of public 
service companies supplying 
electricity, gas and transporte 
tion im 23 states. Write for list. | 


UTILITY SECURITIES 


COMPANY 
230 So. La Salle St., CHICAGO 
New Yerk St. Levis Milwaukee 
% Louteville Indiawapelts Minneapells 


Specialists in 
OIL ROYALTIES 


Circular on Request 


















































If you wish to add New Products to your 
line, or have a good Patent to sell, write 


‘CHARLES A. SCOTT 








773F Garson Ave. Rochester, N. Y. 















1. How Dry I Am! 
2. Have Another Drink 
Dutch Porcelain Decanter, Qt. Size 


It plays above tunes if lift it from 
table. Other Handsome Musical Novelties. 


Catalog No. 39 Free 
MERMOD & CO. 


16 East 23rd St. new vert ot OR Boy / 


I SELL PATENTS 





Established 1900 
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NEW WAY TO 


BIGGER PROFITS! 


THROUGH YOUR FOREMEN 


By wee, 5 B. Fordham 
Works Mgr., The Frigidaire Corp. 

“Develop your foremen and watch net earnings 
grow. That’s’ the advice now being urged by 
executives of large and small industries through- 
out America. 

Organizations like Brown & Sharpe, Peerless 
Motor, General Electric, Frigidaire, and scores 
of others have proved that foremen developed 


along broad gauge lines pay big dividends. Less 
labor turnover — increased production — lower 
operating costs — increased profits — all these 


benefits almost invariably accrue when foremen 
are able to interpret men to industry and in- 
dustry to men. 


The method employed by these organizations 
for developing foremen is as unique as it is ef- 
fective. imply by establishing a Foremen’s 
Cleb in the factory, results that seem almost 
unbelievable are secured. And a marked im- 
prevement is noted almost immediately. 


FREE BOOKS 

If you are interested in learning more about this 
mew way to extra profits that has been adopted 
so widely, we invite you to investigate the re- 
sults being accomplished by the Nat’l. Ass’n. 
of Foremen through individual Factory Fore- 
men’s Clubs. Everything is explained in an 
interesting bookiet just off the press. May we 
send you one of these booklets—and a copy of 
the Foremen’s Magazine — without cost or 
obligation on your part? A note on your busi- 
ness letterhead brings both by return mail. 


NATIONAL ASSOCIATION OF FOREMEN 


E. H. Tingley, Sec., 1249 U. B. Bldg. 
Dayton, Ohio 








Integrity 
the W atchword 


It is the aim and pur- 
pose of the Directors 
and Officers of the“Cit- 
izens” steadfastly to 
maintain high stand- 
ards in Banking and 
continuously to build a 
strong and confidence- 
inspiring Institution. 


SEbbbSbhb Ebb bbbbbddSS bbdddd aE EbSLEdDES Dob A ES 


RESOURCES $120,000,000 


CITIZENS 








LOS ANGELES 
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Has the Building Peak 
Been Passed? 





FORBES for November 1, Pe 





Irregularity of Building, Drastic Decline in Projects ang 
Demands of Workers Suggest Let-Down in 
Coming Months 


By Frank E. Perley 


ITH the current year drawing to a 

close, leaders in the construction in- 
dustry are giving serious thought to cer- 
tain trends which many regard as of the 
highest significance. An article in the Oc- 
tober 1 issue of Forspes emphasized the 
fact that, while construction work was con- 
tinuing on a very large scale, there was, 
nevertheless, a more pronounced recession 
from the abnormal activity of preceding 
months than had been expected. 

Developments in September swung the 
pendulum the other way once more, con- 
tracts awarded during that month amount- 
ing to approximately $625,000,000. That 
represented a very high monthly total. 
Not only did it establish a new record for 
September, but the month’s volume of con- 
tracts awarded just about equalled the 
record-breaking monthiy average for the 
entire period from January 1 to Octo- 
ber 1. ‘ 

During those nine months the nation’s 
construction program actually contracted 
for reached the impressive total of $5,640,- 
000,000—a volume of work which, if sus- 
tained through the remaining months of 
the year would give 1928 the record total 
of seven and a half billion dollars of new 
construction in the entire United States. 

Building Irregular 

HESE September figures, while au- 

thentic, reached such a high total be- 
cause of unusual activity in some of the 
Eastern states, notably New York and 
Northern New Jersey, in which sections 
an increase of forty-six per cent. over the 
corresponding month last year was re- 
ported by F. W. Dodge Corporation. 

The New England states made a really 
phenomenal showing in September, ex- 
ceeding the 1927 total for the month by 
108 per cent., this great increase being due 


largely to the starting of industrial projects 
representing an expenditure of nearly 
$42,000,000. On the other hand, there was 
a decrease of fifteen per cent. in new work 
started in the Middle Atlantic states, six 
per cent. in the Central Western states and 
nine per cent. in the Southeastern states, 

Continued significance must be attached 
to the reports on contemplated constru- 
tion, which showed such general recession 
during August as compared with a year 
ago. In the thirty-seven states east of the 
Rocky Mountains the total of contemplated 
construction projects reported during Sep- 
tember this year was seventeen per cent. 
less than for the same month a year ago, 
foreshadowing a distinct falling off in the 
work likely to be started during the next 
few months. 

In this classification New York and 
Northern New Jersey again show encour- 
aging signs, and in New England also the 
trend is slightly upward. But in all other 
sections of the United States a significant 
falling off in contemplated new work is 
seen. 

Basis for Caution 


HESE recent developments make time- 
ly the question if the peak in building 
construction in the United States as a whole 
has been reached? That such is the case 
and that 1928 will set a record which will 
stand for some years to come seems a logi- 
cal conclusion. The falling off in contem- 
plated construction certainly foreshadows 
such a development, and there are other 
indications of it even more significant. 
Foremost among these indications is the 
renewal of the demand by workers in the 
building trades for the five-day week. 
Whatever motives may be back of this 
demand, the desire of the workers to spread 
construction over a long period is obvious. 
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jt would mean continued employment for 
them even if a marked slump should de- 
yelop in the construction industry during 
the next few years. Higher building costs 
seem inevitable, because material prices al- 
ready are tending slightly upward and at 
the same time it is evident that the 
workers expect to receive quite as much 
pay for their five days’ work as they now 
get for the forty-four-hour week. 


New Labor Demands 


N New York City the demand for the 

five-day week already has taken definite 
form, although workers in the metropoli- 
tan building trades are committed to hours 
and wages by agreements which will not 
expire until December 31, 1929. Higher 
wages are demanded by these workers 
when the new policy, if accepted by em- 
ployers, goes into effect, though already 
the building craftsmen in New York City 
have the highest wages paid in the indus- 
try anywhere in the United States. 

For forty-four hours’ work each week 
they now receive from $12 to $14 a day. 
In other sections of the country the de- 
mand for a five-day week is being pressed 
in the building trades, encouraged by the 
unqualified support which the American 
Federation of Labor is giving to the move- 
ment. 

Among other recent demands for the 
shorter work week is one made by the 
Carpenters’ Union in Syracuse. Its present 
agreement will expire at the end of De- 
cember this year, and the prevailing scale 
of $52.80 for forty-four hours the Syra- 
cuse carpenters propose cutting to $50 for 
a five-day week. 

In this instance the workers propose a 
slight concession from the plan of full-pay- 
for-shorter-hours, but such concessions are 
not the general rule in the nation-wide 
movement for the shorter work week. 


ITH material prices tending upward 
and with labor wages further increased 
by inauguration of the five-day week, no 
way of escape from a very appreciable in- 
crease in building costs later on. is visible. 
The possibilities of the situation lend new 
interest to the statement made public late 
in September by the Associated General 
Contractors of America that combined con- 
struction costs at the end of August stood 
at 200, computed on a scale which places 
the 1913 average at 100 as its basis. 





Predicts Small Gain in 
World Oil Production 


= world’s oil production in 1928 will 
be an increase of only about 29,825,000 
barrels, or 2.3 per cent. over 1927, com- 
pared with increase of more than 133,000,- 

000 during the previous year, according to 
Valentin R. Garfias, manager of the foreign 
oil department of Henry L. Doherty & Co., 

in his annual survey of world petroleum 
production. 

Mr. Garfias estimates 1928 world oil pro- 
duction at 1,279,220,000 barrels, a daily 
average close to 3,500,000 barrels. He in- 
dicates that, as in previous years, the 
fields of the American continent will pro- 
duce close to 85% of the total. 

The most important development in 1928, 
in his opinion, has been this country’s 
partly successful attempts at normalization, 
of conservation, of production. In the 
ace of an available supply almost double 
the actual output of the fields, production 
in the United States has remained practi- 
cally stationary during this year. 
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KNOW Where You Stand—With 


MI-REFERENCE 


Keep your personal records just as 
carefully as you keep your business 
records—every item instantly available 
to show you exactly how you stand. 
MI-REFERENCE will give you all the 
facts at a glance. A simple, conve- 
nient, personal secretary—not a compli- 
cated bookkeeping system—to show all 
facts of your bonds, stocks, your in- 
surance values, reil estate transactions 
and records, your taxable income and 
deductions. 

Every detail on twelve comprehensive 
forms in a 6x9 loose-leaf book. A 
simple, workable plan that requires 
only a few minutes, when important 
transactions are made, to avoid losses 
and keep your estate in order. 


Use This Wonder Book 
For Ten Days FREE 


Try MI-REFERENCE for ten days—without 

tion to you except to return it or pay 
for it at the end of that time. Pin this coupon 
to your letterhead. 


Regular Edition—Flexible leatherette a 
%” ring, index 100 
$5.00. 
DeLuxe a ee ey 
der, Geatile co nen. 


Cash with aie for delivery outside 
the United States. 


Pfening & Snyder, Inc. 
Commerce Blidg. 





Columbus, Ohio ! 


| PFENING & SNYDER 
Commerce Bldg., Columbus, Ohio 


ag edition of 


MI-REFERENCE for ten days use on my 
her ‘| personal accounts, Free. 


rg Please send’ me one 


| NINE: sd iccontdaits his. phasic mbeheas eae 
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Investors Select 


First Mortgage 
Real Estate Bonds: 


Send for Investor’s Guide 














Over a period 
1. Safety =, wf many years, 
First Mortgage Real Estate Bonds 
have been known for their record 


of safety. 

D The interest re- 
2. Yield — oof these bonds 
to investors, at the present time 6%, 
is higher than that of the average 
high grade security. 


3. Market Fluctuation — 
Real Estate Bonds are not specu- 
lative securities. These investments 
may be placed in your ‘Strong 
Box’’ and cause you no worry or 
care whatever. 


Greenebaum Sons 
Investment Combany. 


OLDEST REAL ESTATE BOND HOUSE 
FOUNDED 1855-CHICAGO 
Offices in Principal Cities 
Affiliated with 
Greenebaum Sons Securities She New York 





Mention of “Forbes” insures good service 











| 
| 
| 
| 


—— 






























Five Important 
Points 


of interest to investors when con- 
sidering the common stock of a 
corporation are— 

1—the amount of preferred stock 


outstanding— 

2—the amount of bonds out- 
standing— 

3—the amount of bank loans un- 
paid— 


4—the dividend record for the 
previous several years—and 
§5—the ratio of current assets to 
liabilities. 
The Stewart-Warner Speedometer Cor- 
poration has outstanding— 
No Preferred Stock— 
No Bonds— 
No Bank Loans— 


An Unbroken Dividend Record for 
almost 16 years—and, an almost 7 
to 1 ratio of current assets to 


liabilities. 

A copy of the list of products manu- 
factured by the Stewart-Warner Speedo- 
meter Corporation and allied companies, 
together with latest financial reports in- 
corporating letters from the Manage- 
ment to the stockholders will be mailed 
to any address on application. 


Stewart-W arner 


Speedometer Corp’n. 


1826 Diversey Pkwy., 

subsidiaries 
The Bassick-Alemite Co. 
The Alemite Mfg. Corp’n. 
The Bassick Co. 


Chicago 


The Stewart Die Casting Corp’n. 































Puts 
Calls 
Spreads 


Guaranteed by Members of the 
New York Stock Exchange 


May be utilized as insur- 
ance to protect margin 
accounts; to supplement 
margin; and in place of 
stop orders. 


Profit possibilities and 
other important features 
are described in Circular 
F. Sent free on request. 


Quotations furnished on 
all listed securities. 


S.H. Wilcox & Co. 


Incorporated 


39 Broadway New York 


Estab‘ished 1917 


Telephone: Whitehall 10350 























Industrial 
Booklets 


The following . booklets, pamphlets, etc., 
will be sent free on request by the com- 
panies mentioned. 


Florida—An Advancing State—A 
comprehensive industrial survey of the 
State covering 1907 to 1927, issued under 
the direction of Nathan Mayo, Commis- 
sioner of Agriculture, Tallahassee, 
Florida. 


The A. B. C. of Good Paving—Book- 
let describing the value of using bricks 
as paving materials and examples of 
leng periods of useful service given by 
such pavements. Issued by National 
Paving Brick Manufacturers Associa- 
tion, 14th and F Streets. 

The Marchant Calculating Machine— 
In an instant the answer is before you. 
An automatic calculating machine. that 
almost thinks for itself. Information and 
descriptive literature will be sent on re- 
quest by Marchant Calculating Machine 
Company, Oakland, California. Ask for 
booklet, “Sixteen Improvements.” 


Dallas—The Distribution Center—This 
booklet, together with various other lit- 
erature, all giving interesting and impor- 
tant data about the terriory, free to all 
executives considering relocation or ex- 
pansion of their plants. Address Indus- 
trial Dallas, Inc., 1125 Chamber of Com- 
merce Building, Dallas, Texas. 


The Miracle of the Sugar Industry in 
Florida— A _ booklet describing the 
activities of the sugar companies that 
have brought this new industry to the 
Everglades, will be sent free on request 
; by Dahlberg Sugar Cane Industries, 645 
| North Michigan Avenue, Chicago, IIl. 

Postindex Visible Files—A complete 
| range of visible filing devices that offer 
unique advantages in speed of handling. 
capacity and visibility. Said to provide 
four times the visible posting space of 
any other system. Address Art Metal 
Construction Co., Jamestown, N. Y. 

Come Adventuring—lIs the title of a 
booklet containing the experiences of 
various large plants in the use of the 
new cold moulded material Thermoplax. 
Issued by The Cutler-Hammer Mfg. Co., 
1296 St. Paul Avenue, Milwaukee, Wis. 


Industrial Los Angeles—For informa- 
tion as to the possibilities of this ter- 
ritory for new plants address Los 
Angeles Chamber of Commerce, Indus- 
trial Department, Los Angeles, Calif. 


The Modern Executive and His Train- 
ing—This booklet describing the work 
of the LaSalle Extension University, will 
be sent free to those who are interested. 
Address, LaSalle Building, Michigan 
Avenue at 4lst Street, Chicago. 

The Book of Kansas City Facts—The 
industrial possibilities of this territory 
are set forth in a handsome booklet 
which is available without cost to busi- 
ness looking for a new location. Ad- 
dress Industrial Committee, Room 322, 
Chamber of Commerce, Kansas City, 
Mo. 

Metal Partitions—For office or fac- 
tory. Informative literature on movable 
steel partitions sent on request by The 
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A compact, 





heavy, 














AMILALLATILLLE hg, 





EXECUTIVES malleable -iron home 
AND OFFICE = gymnasium, consisting 
WORKERS of a Rowing Machine, 





: Chest Weights, Punch. 
ing Bag, Parallel Bars, Chinning Bar, 
Wrist Machine, Massage Roller, ete, 
Fits in any spare space, 7!4x9 feet, 
Durable, attractively finished and easily 
erected. 


.Hundreds sold to Business Men, Physi- 
cians, Dentists, and others whose work 
is mostly indoors. In the home it is ¢ 
health pal. Ideal equipment for Welfare 
Rooms, Hospitals, Clubs, Yachts, ete, 
Price reasonable. Write for literature. 


GYM JUNIOR CO.3/2 GREGORY Ave. 





meenneaeez?. 


CLLILL AT AOTA ALLE 































You Come to 
Atlanta 








you will find the South’s Supreme 
Hotel, the Atlanta Biltmore, ‘Where 
Southern Hospitality Flowers.” Located 
in a four-acre park, free from traffic 
noises, immediately accessible to’ the 
atrical, business and shopping centets. 

R 

A Bowman Biltmore Institution 
ad 
Rates from $3.50 
ad 


Golf for Biltmore guests. 


Ino. McEntee Bowmen, Pres. Wm. Candler, Vice-Pré 
W. C. Royer, Vice-President and Manager ' 
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BOOKLET 


“The Guaranteed Way to 
Financial Independence” 


INVESTORS SYNDICATE 


Established 1894 
Home Office 
MINNEAPOLIS, MINN. 


New York Office: 17 East 42nd Street 
On im Principal Citi 
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p, F. Hauserman Company, 6907 Grant 
Avenue, Cleveland, Ohio. 

ic Chattanooga—A handsome 
iustrated booklet of scenic, historic and 
industrial Chattanooga, issued by Chat- 
tanooga Community Association, Chat- 
tanooga, ‘Tennessee. 





— 


— | 





Coordination in 
Industry to Stabilize 
Employment 


ORBES now has avail- 

able a 34-page _ illus- 
trated booklet, containing 
reprints of the epochal 
Javits article on abolishing 
peaks and depressions in 
employment; Manny 
Strauss’ acceptance of an 
mvitation to head a Special 
Advisory Committee to 
mobilize industrial execu- 
tives to solve the problem; 
introduction and editorials 
by B. C. Forbes; letters 
from industrial leaders. 


Any business executive 
can have a copy, free, by 
writing 


DF 


ForBES MAGAZINE 


120 Fifth Avenue 
New York 






































“WE HAD OUR OWN 
TURKEY TO CARVE” 


Don’r tell me, my boy, that I can’t carve a turkey. I did 
it—last year! The biggest, fattest, plumpest bird this side 
of the Mississippi. What’s more, I’m going to do it again 
this year. We’re here for the holidays—over Thanksgiving. 
. .. Funny, I expected the weather to be rough, but it’s as 
crisp and clear as you’d want. I’ve spent most of the day 
on the Ocean Deck reading to Mary, and dozing a bit. We 
each climb into a deck chair, throw a big steamer rug over 
us, and there we are! An afternoon of that certainly puts 
the finishing touches on a large appetite. 


A 


7 


Thanksgiving reservations should be made early. ... Further 
information about the hotel is contained in a booklet which 
we will gladly send you. 


(HALFONTE-HADDON HALL 


ATLANTIC CITY 


American Plan 


LEEDS AND Lippincott CoMPANY 














Bank & Insurance Stocks 


Write for BTI 


Guttag Bros. 


16 Exchange Place New York 

















614% BONDS 


Send for descriptive book 


Investment Securities — Founded 1873 

| Smith Bldg., Washington, D.C. 

i 285 Madison Ave., New York City 
Branch Offices in Other Cities 




















Thieves) eck 


ps = 
‘ee Who Lo 

Are Raised, o Loses? 
Nine times out of ten, YOU are the one who stands the 
loss if a crook gets hold of your check and raises it. Don’t 
take any more chances! next check you write may 
fall into the hands of a check-raiser! Make your checks 
crook-proof with an Arnold Check Writer. It 
cuts the figures right ough the pa and 

rints with acid 


D 
priced check writer. A present-day neces- 
sity for everyone who has a bank ac- 
count. Thousands in use. Write to- 
day for Free Trial Offer. 
ARNOLD CHECKWRITER Co. 
854 E. Taylor St., Flint, Mich. 


p. Booklet 
jor Investors 

UR BOOKLET, “8% and Safety,” 

tells the story of the Orange County 

Building and Loan Association, lo- 
cated in prosperous Orlando and Orange 
County, Florida. Assets have grown from 
$11,000 to $3,340,997.81 in six years. 
$641,633.78 has been paid in dividends to 
over 3,000 stockholders. Has always paid 
8%, payable semi-annually. Shares offered 
at par, $100, without bonus or commission 
of any kind. Write for booklet. 


» Bailding & Lean Assn. Z 
Orlando, Florida 





TRIAL OFFER 


























has more than 3500 eating places 
and practically every one uses 
electricity for some purpose other 
than lighting. Edison Service stirs 


up the batter . . . bakes the pud- 
ding . . . rings up the check 
and washes the dishes! 
Edison Company 

Commonwealth Edison Company has paii 
156 consecutive dividends to its stoc! 

listed on the Chicago Stock 

Send for Year Book. 
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Associated Gas and Electric Company 


The Board of Directors has 
declared the following quar- 
terly dividends payable De- 
cember 1, 1928, to holders of 
record October 31, 1928: 


Dividend No. 15 


$6 Dividend Series Preferred Stock—$1.50 
per share in cash or 3.19/100ths of a 
share of Class A Stock for each share of 
Preferred Stock held. 


Dividend No. 12 


$6.50 Dividend Series Preferred Stock— 
$1.62%, per share in cash or 3.46/100ths 
of a share of Class A Stock for each share 
of Preferred Stock held. 

This is equivalent to permitting holders 
of said Preferred Stocks to apply their cash 
dividend to the purchase of Class A Stock 
at the price of approximately $47 per 
share as compared with the present 
market price of about $50 per share. The 
stock dividend is equivalent to approxi- 
mately $6.40 per share per annum for the 
$6 Dividend Series and $6.93 per share per 
annum for the $6.50 Dividend Series Pre- 











ferred Stock. 
M. C. O'KEEFFE, 
Secretary. 
* COLUMBIA 
owe GAS & ELECTRIC 
ye CORPORATION 





October 4, 1928. 
The Board of Directors has declared this 
day the following quarterly dividends: 
Cumulative 6% Preferred Stock 
g eries 
No. 8, $1.50 per share 
Common Stock (No-Par Value) 
No. 8, $1.25 per share 
Both dividends are payable on November 
15, 1928, to shareholders of record at the 
close of business October 20, 1928. 
EDWARD REYNOLDS, Jr., 
Vice-President & Secretary. 











WESTINGHOUSE ELECTRIC 


& MANUFACTURING COMPANY 

A Dividend of 2% ($1.00 per share) on the 
COMMON STOCK of this Company, for the 
quarter ending September 30, 1928, will be paid 
October 31, 1928, to Stockholders of record as 
of September 28, 1928. 
H. F. BAETZ, Treasurer. 
New York, September 18, 1928. 








THE PULLMAN COMPANY 
Dividend No. 247 


dividend (No. 247) of One Dollar 
ifty Cents r share will be paid on 
(November 15th, 1928, to stockholders of record 
at the close of business October 3ist, 1928 
. F. KANE, Secretary. 
Oct. 11, 1 


eastert 


Chicago. 





PULLMAN INCORPORATED 
DIVIDEND NO. 5 
‘A quarterly dividend (No. 5) of One Dollar 
‘per share will be paid on November 15th, 1928, 
“to stockholders of record at the close of busi- 
méss, October 24th, 1928. 
J. F. LANE, Secretary. 
Chicago, October 9, 1928. 















INTERNATIONAL RAILWAYS 
OF CENTRAL AMERICA 


The Directors of the Inter- 
national Railways of Central 
America have declared a quarterly 
dividend of one and one-quarter 
of one per cent (144%) on the 
Preferred Stock of that Company, 
payable November 15, 1928, to 
Preferred Stockholders of record | 
at the close of business on Octo- 
ber 31, 1928. 


EDWARD S. HYDE, Treasurer. 
17 Battery Place, New York, N. Y. 


























CONTINENTAL MOTORS 
CORPORATION 


Detroit, Michigan 

The board of directors has declared the regu- 
lar quarterly dividend of twenty cents (20c) 
per share at the rate of eighty cents (80c) 
per share per annum on the common stock 
(without nominal or par _ value), payable 
October 30, 1928, to stockholders of record on 
the books of the corporation at the close of 
business October 15, 1928. The stock transfer 
books will not be closed. With this dividend 
the company will have paid stockholders of 
1928 the sum of $1,408,676. 

W. R. ANGELL, 
September 25, 1928. Vice-President. 





American Light & Traction Co. 
DIVIDEND NOTICE 


The Board of Directors of American Light « 
Traction Company, at a meeting held October 
9, 1928, declared a CASH DIVIDEND of 1% 
per cent (14%4%) on the Preferred Stock, a 
CASH DIVIDEND of 2 per cent (2%) on the 
Common Stock, and an extra CASH DIVI- 
DEND of 2 per cent (2%) on the Common 
Stock, all payable November 1, 1928, to stock- 
holders of record at the close of business Octo- 
ber 18, 1928. 

The Transfer Books will close at 3 o’clock 
P.M., October 18, 1928, and will reopen at 
10 o’clock A. M., October 30, 1928. 

JAMES LAWRENCE, Secretary. 





INTERNATIONAL PAPER COMPANY 


The Board of Directors have declared a quar- 
terly dividend of sixty (60) cents a share, on 
the common stock of this company, payable 
November 15th, 1928, to Common Stockholders 
of record, at the close of business November 
Ist, 1928. 

Checks to be mailed. Transfer books will not 


close. 
OWEN SHEPHERD, 
Vice-President and Treasurer. 


LOEW’S INCORPORATED 


“Theatres Everywhere” 
. October 15th, 1928. 
At a meeting of the Board of Directors of 
this Company held on October 15th, 1928, a 
quarterly dividend of $1.62% per share was 
declared on the outstanding $6.50 Cumulative 
Preferred Stock of this Company, payable on 
November 15th, 1928, to stockholders of record 
at the close of business on October 27th, 1928. 
Checks will be mailed. 
DAVID BERNSTEIN, 
Vice-President and Treasurer. 




















8% on Monthly Savings 
i 71% on Fully Paid 


Certificates 

in amounts from $50.00 to $5,000.00, 
withdrawable on thirty days’ no- 
tice. Secured by First Mortgages 
on Homes not to exceed 60% of 
valuation. 
ALABAMA MUTUAL BLDG. & 

LOAN ASSOCIATION 


Third Avenue, Birmingham, Ala. 
Under Strict State Supervision 
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E buy, sell, build and 
finance large office 
buildings, theatres, hotel and 
commercial structures. 
Negotiate large special loans 


for industrial enterprises. 


Office of 
L. N. ROSENBAUM 
Flatiron Bldg. New York 
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Forbes pays $5 for the best story 
published in each issue and presents 
a Forbes book for each story used. 


Cautious 


A young man who was taking treg. 
ments from a doctor, always paid th 
doctor’s fees by checks. Soon the checks 
began to come back unpaid. This puzzle 
the doctor very much for he knew th 
young man was well able to meet them 
The next time the young man called at his 
office, the doctor told him about then 
coming back. 

The young man just laughed and said 
“So are my ailments.”—$5 prize to H. W. 
Ashton, Philadelphia, Pa. 

* * * 
Stretchin’ 

A lady had advertised for a girl for 
general housework, and was showing th 
applicant over the house. She had bee 
very liberal in her promises of privilege~ 
afternoons off, evenings off and so om 
and it looked as though the two were about 
to come to some agreement when the girl 
suddenly asked: “Do you do your ow 
stretchin’ ?” 

“Do we do our own what?” asked th 
puzzled mistress. 

“Stretchin’,” repeated the new girl. 

“T don’t understand.” 

“Stretchin’,” repeated the girl a second 
time. “Do you put all the food on th 
table at dinner and stretch for it, or do! 
have to shuffle it around ?’—Prize of 
Forbes Book to E. Simon, Peoria, IIl. 


x ok * 
Taming the Wild 


“Hello, old man, where have you been” 
“Just got back from a camping trip.” 
“Roughing it, eh?” 

“You bet. Why, one day our portable 
dynamo went on the bum and we had 
hot water, heat, electric lights, ice or radio 
for almost two hours.”—Life. 

*x* * * 


Overlooked 


In court the other day, a lawyer tunnel 
to the opposing counsel and said angrily: 
“You are the biggest idiot I ever saw” 
all my life!” whereupon the judge gravely 
remarked: “Silence, sir. Please do m 
forget that I am present.”—Selected. 

* * * 


Why He’s Bent 


“Well, Sandy,” said the laird, “you # 
getting very bent. Why don’t you 
up straight like me, man?” 

“Eh, man, do ye see that field 0 0 
over there?” 

“T do,” returned the laird. 

“A’ well, ye’ll notice that the full heat 
hang down, and the empty ones stand 
—Exchange. 





Those wishing contributions ré 
will please enclose stamped, addrest 








envelope. 
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All of this Stock has been sold. 


$10,000,000 
Second General American Investors Company, Inc. 


(Incorporated under the laws of the State of Delaware) 


6% Cumulative Preferred Stock 


Carrying non-detachable warrants entitling the holder to purchase two shares of Comm n Stock for each share of Preferred 
Stock at $10.00 per share during 1930 (or earlier at the option of the Company), or at $12.50 per share during 1931, or at 
$15.00 per share during 1932, 1933 and 1934. 


The Company will agree, asa Sinking Fund, on or before December 31 of each year commencing with 1931, out of surplus or net profits after dividends 


on such stock, to acquire by redemption at par and accrued dividends or by 
amount in par value of the Preferred Stock which shall ever have bee 


after dividends on such stock equal such amount. 


CAPITALIZATION 
6% Cumulative Preferred Stock (Par Value $100 Per Share) ..... 


Dividends payable quarterly, accruing from January 1, 1929. 


Common Stock (NoPar Value)... ...2ccccecees 


hase xceedi h price, of the lar, 
n lesal ond nannies ae din senea t net aaiee oft Fs Panos Sow ed 
t 
Presently to be 
Authorized Outstanding 
$10,000,000 $10,000,000 
i nekeesibea aa 2,000,000 shs.* 500,000 shs. 


*200,000 shares of Common Stock reserved to meet warrants carried by the Preferred Stock 


and 500,000 shares reserved for issue against options described below. 
dc Stock will be available for future corporate purposes. 


shares of authorized uni 





he remaining 800,000 





ORGANIZATION AND MANAGEMENT 


Second General American Investors Company, 
Inc., has been organized to acquire, hold, sell and 
underwrite securities of any nature, both foreign 
and domestic. The Company is designed to afford 
to investors an opportunity to participate in a 
diversified investment, and in underwritings 
which might not be available to them as in- 
dividuals. 


The initial Board of Directors of the Company 
will consist of members of the firms of Lazard 
Freres and Lehman Brothers and also Matthew C. 
Brush, President, American International Cor- 
poration, New York, N. Y.; J. H. Hillman, Jr., 
Chairman of the Board, Peoples Savings & 
Trust Company, Pittsburgh, Pa.; George Pick, 
of George Pick €# Co., Chicago, Ill.; and Fred W. 
Scott, of Scott €* Stringfellow, Richmond, Va. 


COMMON STOCK 


Of the 500,000 shares of Common Stock to be 
initially issued 300,000 shares will be purchased for 
cash at $10.00 per share by Lazard Freres and Leh- 
man Brothers and directors of the Company and 
200,000 shares will be offered for subscription at 
the same price to the Common Stockholders of 
General American Investors Company, Inc., 
which offer has been underwritten by Lazard 
Freres and Lehman Brothers without any under- 
writing commission. The net proceeds of the 
Common Stock to be initially issued will accord- 


ingly be $5,000,000. Lazard Freres and Lehman 
Brothers will receive options to subscribe for 
500,000 additional shares of Common Stock at the 
following prices: 100,000 shares at $10.00 per share; 
100,000 shares at $12.50 per share; 100,090 shares at 
$15.00 per share; 100,000 shares at $17.50 per share 
and 100,000 shares at $20.00 per share. 


After providing for all the organization expenses, 
the Company will receive in cash as the net pro- 
ceeds of the stock presently to be issued at least 
aye or $150 for each share of Preferred 
Stock. 


CHARTER PROVISIONS 


The Preferred Stock will be entitled to $100 a 
share and accrued dividends upon voluntary or 
involuntary liquidation in preference to the 
Common Stock, and will be redeemable, other than 
for Sinking Fund as described above, in whole or 
in part at any time at $105 per share and accrued 
dividends on thirty days’ prior notice. Each share 
of Preferred Stock will have one vote. 


Reference is made to the offering circular sum- 
marizing the rights and restrictions of both classes 
of Stock. 


FUTURE FINANCING 


It is the present intention of the Company for the 
purpose of increasing its available funds to create 
and sell at an opportune time an issue of $10,000,000 
Debentures. 





Price $102.50 Per Share 


This offering is made in all respects tion, as antes Gavel oul dcltipved te aut -cncemiin by ap Gnd aabivet So te dogrowe a our 
‘ a su 


counsel. We reserve the right to reject any 
for and to close the su 


certificates or of interim receipts 


bscriptions in whole or in part, to allot less 
bscription books at any time without notice. It is expected that deli 


will be made on or about November 8, 1928, at the 
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pr ary 
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ce of Lehman 


Brothers, 16 William Street, New York, N. Y., against payment therefor in NewYork funds. 


LEHMAN BROTHERS 


LAZARD FRERES 
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Mention of “Forbes” insures good service 


